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You'll find, on pages 82 
to 87, a complete, tried 
and proved program to 
make everyone aware 


of the important role you 


play in the business life 


of your community 
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in January, 1954, when we boldly promised to 
ship all standard items the same day we re- 
ceived the order. On top of that, we promised 
to acknowledge each inquiry by wire the same 
day it came in. And without blinking an eye, 
we even promised to ship ‘‘specials” in four 
weeks or sooner! 

That was a pretty big order and our neck was 
sticking out a mile! But we did it—and we're 
going to keep right on doing it. 


We're still sticking our neck out! 


Same-Day Service didn’t happen overnight 
. we planned for it as far back as 1951. It 
took new packaging, new methods, new ma- 
chinery and even a new plant wing to bring 
about this unprecedented H-K service for dis- 
tributors. We planned, organized and trained 
for the day when we could stick our neck out 
. and not have to worry a bit about 
getting it chopped off! 


HOLO-KROME 


HOLO-KROME SCKEW CORP., HARTFORD 10, CONN. 


W®WA ®RLY, 


If you aren't a Holo-Krome Distributor, H-K's 100% 
Distributor Sales Policy is well worth investigating. Find 
out right now if your territory is open 
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It’s Just Smart Business 
An editorial 


“Distribution Week” Proclaimed.... 
Huntington, W. Va., program wins enthusiastic support 


A Hurricane Made Us Move in a Hurry... 
Rhode Island firm abandoned long-range plans 


What's the Economic Weather Up Ahead?.. 
Sunny prospects for 1956, Dept. of Economics says 


Cooperation Is Theme at Central States 
“Code of Cooperation” presented ot 23rd annual 
convention 


How to Introduce a New Salesman 
An announcement letter does the trick for 
Buffalo company 


Sales Climb with Sales Effort 
In three years, Des Moines salesman has upped 
sales volume 57% 


Two Way Radio Speeds Delivery 
Worcester firm proves that its delivery truck is as near 
as its phone 


Try Your Luck at Amusement Parks. . 
Cincinnati distributor meets real challenge to 
service and ingenuity 


President of Buffalo company tells why it sometimes 
pays to turn down an order 


Tell It to Everybody 
Birmingham attracts new industry in nationwide 
ad campaign 


Freight Cost Control—A Matter of Awareness 104 
Here’s how you can control your freight 
transportation costs 


Bonus Plan for Inside Staff Gets More Sales.. 106 


Incentive program increased sales for Chicago firm 


15-Year Plan Produced New Plants 
Long-range plans become reality for Louisville 
distributor organization 


TWO-WAY 


RADIO 
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Worcester distributor says 
system results in extra- 
special service and requires 


only 


one delivery truck 


Page 98 tells how it works 


FUN — AND SALES 


+- 


Amusement parks offer 
plenty of opportunities for 
both. The president of a 
Cincinnati company 
stresses the sales possibili- 
ties, by citing specific ex 
amples, on page 100. 





INCENTIVE PLAN 


—> 








A bonus system for inside 
employees of a Chicago 
firm sparked sales for 10 
record-breaking months 
Both management and 
staff are pleased with the 
result. Page 106. 





REGULAR FEATURES 


You Said It 

Talk of the Trade 
Product Quiz .... 
Supply Sales Trends 
How You Can 


Manufacturers’ Activities 


Price Index .... 
On the Market Today . 








Don't 
let 
that 


CENTER 


sale get 
READY TOOL’S NEW COMPLETE 


away! | ~ | PACKAGE OFFERS BIGGER 
VOLUME CENTER PROFITS! 














Yes, podner, with the READY TOOL line of 
precision Centers in your stock, NO CENTER 


~ <= a SALE EVER GETS AW AY! It’s the only com- 
wee oO —— —___ Bs : plete package availabie to meet every need... 








wks a ee _S9. : 
550 \RANISTAN AVE., BRIDGEPORT , CONN. every price range. 
There’s a READY TOOL Standard Center to 


fit every Lathe, Grinder, Milling, Gear Cutting, 
Spinning, Railroad and Screw Machine... re- 
gardless of size, type or application. Over 200 
models engineered and designed with precision 
bearings to take loads up to 200 tons, speeds 
up to 4000 rpm. 


Podner, if you’re looking for a way to quick 
profits ... here’s your opportunity! Just walk 
in and ask for the Center business! With a 
Ready Tool stock, you become, unquestion- 
ably, the One Source for All Centers. No other 
Center line is so complete . . . so accurate . 
so profitable. 








AVE. 





\RANISTAM A 


= 
70g 





e If you haven’t seen the New, Low Cost, 
General Purpose Bridgeport Center line, do 
so today! It’s Red-E engineered. Ruggedly 
built, with designed-in accuracy for all 10” 
and 12” lathes—2 or 3 Morse Tapers. 








FROm - 
BRIDGEPORT, CONN. 


IF YOU ARE A RED-E DISTRIBUTOR .. . DON’T WAIT, 
GET OUT AND ASK FOR THE CENTER BUSINESS .. . 
it’s yours for the asking! IF NOT — get the whole 
story today! 




















CENTER Specialists Since 1908 


563 Iranistan Ave., Bridgeport 5, Conn. 
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oe ST ALGU UH NEWS 


Takeups Provide 
Easy Adjustment 


Wherever head or foot shafts 
on conveyors and elevators re- 
quire adjustment to suit chain 
or belt lengths, Link-Belt take- 
ups are the low-cost, long-life 
answer. Shown above are just 
three of the many models in 
the complete line that includes 
ball, roller, and babbitted bear- 
ing types. 

Takeup frames of maximum 
strength and minimum weight 
are made of pressed steel, fab- 
ricated welded steel, or gray 
iron. 

Available for a wide range 
of shaft sizes from 4g to 514 
in. diameters, with adjustments 
ranging from 4 to 30 inches. 

Catalog 950 contains com- 
plete descriptions and selection 
data. New Folder 2539 fea- 
tures the improved style DS 
takeup with the hinged top 
frame for easy access to bear- 
ing. 








Link-Belt P.1.V. is Exclusive in 
Both Drive Principle and Accuracy 





Self-tooth-forming 
chain grips toothed 
wheels positively 
without slippage — 
gives the exact speed 
at any setting. 


An infinite number 

of positive, stepless 

speed adjustments 

may be made with 

manual, electric, pneu- 

matic or hydraulic 

controls. 
Easy-view 
tates speed 





.. 


speed 


ments to meet all requirements. 


Minute speed changes 
are maintained accu- 
rately while 
operating un- 
der full load, 


All-metal, totally 
enclosed unaf- 
fected by atmos- 
pheric conditions. 
All vital operating 
parts splash-lubri- 
cated from a com- 
mon housing reser- 
voir. 

facili- 

adjust- 


indicator 
selection and 








The major difference in today’s 
variable speed drive designs is 
the positive, independent-of- 
friction operation of 
Link-Belt P.1.V. Instead 
of a belt, P.I.V. trans- 
mits power by means of 
an unusual drive chain 
having self-forming met- 
al teeth that engage with radial 
grooves in two pairs of cone- 
shaped wheels. Efficient, accu- 
rate transmission of power is 
assured at all speeds, regardless 
of load. 

Between the maximum and 
minimum settings, an infinite 
number of speeds may be ob- 
tained by simply turning the 


* Sales 
Meeting 
ia Priat 


control screw which varies si- 
multaneously the effective pitch 
diameters of the two sets of 
conical wheels. This 
determines the ratio be- 
tween input and output 
shafts . . . provides in- 
stant, stepless change of 
speed without interrupt- 
ing machine operation. 
Available in capacities from 
% to 25 hp, Link-Belt P.LV. 
Variable Speed Drives are 
made in eight sizes and 16 
standard types for horizontal 
and vertical mounting. Every 
user of variable speed drives 
will profit by studying com- 
plete, informative Book 2274 


SELF-TOOTH-FORMING CHAIN 
has links comprised of free-mov- 
ing, hardened steel slats. 


RADIALLY GROOVED WHEELS 
provide gripping surfaces for 
chain during engagement. 


ACCURATE TRANSMISSION is as- 
sured at all speeds, from mini- 
mum (shown) to maximum 





fo. & 


JPS-200 Ball Mill Bearing 
Beoring with Steel Housing 


w oO 


Self-Aligning Cartridge 
Roller Bearings Blocks 


g 9 


Flange Flange 
Blocks Cartridge Blocks 











Ball, Roller, Babbitted, Bronze 
Bearings in Full Link-Belt Line 


In choosing from the combined 
lines of Link-Belt bearings, 
there is scarcely a condition of 
speed, load or operating char- 
acteristics that cannot be sat- 
isfied. 

Link-Belt makes industry's 
most complete line of ball and 
roller bearing pillow blocks 
plus flange, flange-cartridge, 
cartridge, takeup and hanger 
blocks as well as self-aligning 
bearings. Fuil data is carried in 
Catalog 2550. 

Link-Belt babbitted bearings 
are available in a complete 
range of more than 300 types 
and sizes—split or solid hous- 


ings—designed for grease, 
oil or ring-oiling lubrication. 
Where conditions are more se- 
vere, Link-Belt offers a com- 
panion line of bronze blocks 
And Folder 2387 conveniently 
aids ordering. 





LINK-BELT COMPANY 


Plants in 

Indianapolis + Philadelphia 

Chicago + Atlanta + Colmar 

Pa. * Houston * Minneapo- 

lis + San Francisco + Los 

Angeles + Seattle 19.978 
Offices in Principal Cities 
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Solid Housing ” <&, 
Split Housing 
Angle Block 
Split Housing 
J ee) 


Flanged 
Blocks 














The Cover 


That’s quite a choice—1 out of 52. 
Yes, we're saying that now’s a good 
time for every distributor organiza- 
tions, large or small, to select its “Dis- 
tribution Week” for 1956. Pages 82-87 
tell how Huntington, W. Va. pioneered 
—you can set up your own program. 
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Here’s a PROTO Profit-Puller — 


for straight line pulling. Crossarms marked for positioning 
jaws. Clip springs hold jaws in place. Detachable “tive- 
center” tips 


Show the unusual versatility of PROTO 
professional-quality Pullers, and you’re 
sure to pull more sales... because PROTO 
Pullers handle a maximum variety of pull- 
ing jobs with a minimum of interchange- 
able parts. 

And satisfied customers, pleased with 
the SAFE, SURE, SPEEDY performance 
and easy conversion of jaws and attach- 


Eastern Factory & Warehouse, Jamestown, N. Y. 
Canadian Factory, London, Ont. 


ments, will increase your sales of other 
PROTO tools, pulling up your profits even 
more. Send for catalog of entire line to 
PLOMB TOOL COMPANY 

2215) Santa Fe Ave. 

Los Angeles 54, Calif. 


ali 
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BEARING 


More Sales for Distributors with this 
New Medium Duty Ball Bearing Pillow Block 


More load-carrying capacity... 
larger shait sizes... plus all the 
features and dependability of ihe 
farnc:s SC Ball Bearing line! These 
are the qualities provided in Dodge 
SCM, a new line of mounted ba!! 
bearings, availab]. in both pillow 
blocks and flange cartridge type. 

Designed tor medium duty, these 
new bearings are of heavier con- 
struction, with complete new hous- 
ings. Metallic-backed Neoprene 
seals keep lubricant in, dust and dirt 
out of the bearing. Engineered to 


stay put, the seal won't blow! 


SCM bearings are new members 


of the famous Dodge 30,000 hour 
line, all of which are sealed, both on 
und off the shaft. Fully assembled and 
pre-iubricated at the factory, they 
are ready to slip on the shaft. Avail- 
able from Distributors’ stocks in 
shaft cizes from 1-7/16” to 3-7/16”, 
this new line of ball bearings offers 


increased opportunities for sales. 


DODGE MANUFACTURING CORPORATION 
500 UNION ST., MISHAWAKA, INDIANA 


DODGE 


> of Mihoweha, Ind. 


like this one — which 


THE TRANSMISSIONEER, is featured in all Dodge advertisements 
appear in leading industrial publications. Prospects are directed to 
Distributor.” 


call your local Dodge 
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Iowan blasts 


Christmas gifts; sales manager spurns 


personality emphasis, says product know- 


donation 


substitutes for 


ledge counts—others give their views 


Yuletide Giving 


Davenport, Iowa 


We are in complete disagreement 
with your views, originally reported 
in November of 1954 and repeated 
in this November’s issue (page 7) 
for David B. Schuler’s benefit, on 
the subject of Christmas gifts to a 
distributor's customers. 

In the first place, virtually any 
organization of any size has a 
definite budget for its own con 
tributions to worthwhile charities. 
Why, then, should it assume that 
its customers are not making per- 
sonal contributions either through 
their companies or from their own 
homes? 

Secondly, who are they to de- 
termime from year to year the in 
stitution most deserving of their 
magnamimous gesture? If a cus- 
tomer is already making his series 
of contributions, why should he— 
by the choice of his suppliers—if you 
please—make any number of addi 
tional donations that may not go to 
the charities he most 
worthwhile. In our opinion, this 
is a possible cheap method of reduc 
ing the amount a company might 
spend for Christmas gifts. If the 
company would spend $10.00 on a 
gift for a customer, it could get 
away with a $5.00 certificate to an 
institution. 


considers 


The Christmas gifts we give in 
our business are certainly not in 
tended as (nor could they possibly 
be) a form of payment for the 
business given us by our accounts. 
We honestly feel that, regardless 
of its intrinsic value, its only pur 
pose at Christmas time is to express 
tangibly our good wishes and appre 
ciation of the consideration shown 
us throughout the year. We believe 
that a distributor’s contribution to 


Industrial Distribution 


You Said It 


Sales Manager Contends: 


The important thing in industrial selling is product knowledge 
too much emphasis on personality and making friends. 


[here's 


Industrial buyers 


buy from the salesmen who know their stuff, and I intend to train my 
men on product knowledge, the hell with this psychology, motivation 


research, and how to make friends and influence people. 


We're not high 


pressure selling—we’re working on the long pull. We've got to know the 
answers to today’s production problems—that calls for product knowledge 


¢ In speaking to distributors, we mentioned this sale manager’s vir #s. 


This is how they feel about it: 


Right Sales Pitch 
Tusa, OKLA. 
That sales manager is so right. 
Practically every sales course you 
take or hear about gives you a sales 
pitch as though you were selling 
home appliances. This is a different 
type of business. 
I'll admit there are some supplies 





some charitable institution in the 
name of his customer falls far short 
of doing this. 

Point four of the Motor & Equip 
ment Wholesalers Association’s plan 
—‘“Get all the publicity possible” 
smells like a case of rotten eggs. In 
other words, glorify and make your- 
self look big in the eyes of the in- 
stitutions at the expense of the cus- 
tomer who gets a thank-you card 
and whose name, really, means little. 
All the institutions want is the con 
tribution and while we favor their 
support and do more than our share, 
we feel this is overdone. 

J. R. Getoms 
Manager 
lowa Bearing Co., Inc. 

e Whether to give Christmas 

gifts is a personal decision. Our 

November 1954 article (“Are 

You Going To Be _ Santa 

Claus?”, page 94) was intended 

solely as a report on how some 

firms were handling the Christ- 
mas gift question. 
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that are handled by 
town, and it doesn’t matter whether 
a buyer buys from you or from the 
next guy. But we also deal in engi 
neering specialities, and our men 
have to be trained—they 
know the products, and how and 
where they can be used. I agree 
with that sales manager. 

H. W. ArpusER 

Vice President 

Ardun Supply Co 


everyone il 


have to 


Personality Wins Orders 


Lonc Istanp Crry, N. ¥ 

Well and good—but the salesman 
in our area must depend on his pe! 
sonality too. If 3 know that 
your salesman can always go directly 
into the shop, bypassing the pu 
chasing agent, then you will want 
him to be an engineer. But 
men have to contact purchasing 


you 


oul 


agents, and in some plants they 
would show a salesman the door 
for good if he attempted to cit 
cumvent the buyer. 

A saiesman has to know what 
he’s selling—true—but he also has 
to know people and how far he can 
go with them. He has to cultivate 
the purchasing agent, not entertain 
heavily or do excessive favors, but 
make himself liked. If the 
thinks nothing of him, certainly he 
will not get an order. He has to 

(Continued on page 10) 


buver 





_— . 


PROOF YOU CAN 


LOGO0 


150 Lb. S.P. 
360 Lb. W.O.G. 


BRINALLOY’ 


SEATS AND DISCS 

















QUALITY 


1... See 
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WIN NEW BUSINESS WITH 


f; 1 1 VALVE! 


A BOSTON DISTRIBUTOR, making calls with the LQ 600, sold 23 new accounts that had 
not previously bought any products from the company. Another Lunkenheimer dis- 
tributor landed 17 new accounts in a single week by aggressively promoting and 


selling the LQ 600 Valve. Dozens of other distributor salesmen over the country report 


they have been selling LQ 600 to plants they thought were g'standardized” on other 


valves. Don’t miss this chance to open new accounts . . . reach néw customers 
widen your distribution! LQ600 is the greatest business-building opportunity offered 


to industrial distributors in years! 


WATCH FOR MORE BIG NEWS ON LQ 600! 


Take full advantage of the interest and demand created by this popular 150-Ib. 
Bronze Valve—get it into every plant in your area... as soon as possible. You'll 
be building a background of acceptance and successful experience among your 
customers that will serve you well when Lunkenheimer announces another 
terrific business-building opportunity. More news on LQ600 will break soon. 
Watch for it! 


| om E 4 an E Ea aon. 
IRON 


STEEL 


NAME IN VALVES pve 
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‘You Said It 


Starts on page 7 





| be friendly with everyone right 
| down the line. 

What’s more, most buyers don't 
know much about the technical side 
of products. They buy what their 
shops requisition. They only have 
to be convinced that the salesman 
knows what he is talking about. 

his sales manager is right, but 
he is only half-right. ‘There is more 
to it than product knowledge. 

Cuarites A. GERMAIN 
Vice President 
Che Long Island Hardware Co. 


A Matter of Balance 


Fort Wayne, Inp. 
l'o me, product knowledge is the 
most important factor in selling— 
but for all that, other elements have 
to be in balance too. Salesman 
training should include these ele- 
ments, even though it primarily 
emphasizes product knowledge. 
For instance, we made up a list 


of sales results on each of our prin- 
oF . . nother great cipal items. This showed which of 
our products had been neglected by 


acelin , & _ Y a ‘ 
toolmaker who puts Supreme Chucks “‘up fron the salesmen. We scheduled regu- 
lar meetings over a year's period, 
- tackling each of these items—and, 

" ~Pp . » Doane . _ oY : 1 : 
Thor Portable Power Tools are pro finer product to sell when there’? right along with it, we emphasized 
duced with the sincere intention of Supreme Chuck up front. Tool : 
giving America’s tool buyers the buyers everywhere will do well to 
finest performance qualities pos- follow the leaders and d 
sible. With this in mind, the man- Supreme on new tools—insist on technical pitfalls that destroy self 
agement has elected to equip more them for all replacement use. confidence and delay acquiring of 
and more of their output with An industrial distributor near that unconscious technique that is 
Supreme Brand Chucks. you can give you the full story 
Thor, like other power tool mak- on extra quality Supreme Brand 


, ers, have found that they have a 


to assure finer performance. 


one of my favorite ideas: that sales- 
specify men should avoid certain non- 


the mark of an experienced sales- 
man. 

I also feel strongly that my sales 
men can learn both their products 
and the basics of selling by work 
ing with manufacturers’ men. I have 
always felt that, if a manufactur 
ers man is of the right type, he 
can not only teach the distributor 
the product, he can also tip him 
| off on selling psychology. 

KE. J. ‘Trier 

President 

Fort Wayne Pipe & Supply Co. 
Continued on page 14) 
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Features Essential to Top 
Hack Saw Blade Performance 


CQ. 


_ MARVEL 


UNBREAKABLE—to sow FASTER. 


Composite construction (a \ 
narrow high speed steel tooth N et 
—_ electrically welded by the MAR- QI 
VEL-invented process to a tough, non-brittle =. 
alloy steel body), means that MARVEL high-speed- 
edge can be subjected to the MAXIMUM feed pressure 
Steel Teeth that any hack sawing machine is eppeie of applying. 
‘ MARVEL blades need not be “‘babied”’ for fear of breakage! 


SHATTERPROOF—for SAFETY. 


MARVEL blades never shatter or “explode’”’ as do the 
ordinary “brittle” blades shown at left which so often 
cause personal-injury accidents such as the loss of an eye 
or severe laceration and expensive damage to the sawing 
machine. Operators who use MARVEL blades exclusively 


ey 


Buy 
2 MADE MFG. 


soon “get the habit” to apply heavier feeds, greater blade 
do 


tension, higher speeds—to their work faster, because 
they know they are SAFE with MARVEL. 


SHARPER, PREMIUM-STEEL TEETH—to wear LONGER. 


Teeth are accurately machined by a MARVEL-invented 
rocess that assures sharper tooth points and positive uni- 
ormity of tooth shape and degree of set from end-to-end 

of every MARVEL blade. The steel used in the tooth edge 

is carefully selected from the finest high speed steels avail- 
able throughout the world, regardless of cost or source— 
truly premium steels, without premium cost. 


QUALITY CONTROL—to assure UNIFORMITY. 


With more than a quarter century of experience in invent- 
ing, perfecting, and producing welded-edge hack saw 
blades, MARVEL has anor ot its own laboratory with 
the most modern metallurgical instruments and techniques 
known to the applicable sciences for the specific purpose of 
maintaining highest possible quality control. Coupled with 
rigid tests and meticulous inspection of every MARVEL 
blade, uniform quality is assured. 


These are only a few features that make MARVEL High-Speed- 
Edge Blades such outstanding performers. 


Ask for the latest MARVEL 
Cutting Tool Bulletin and 
the name of your closest 
MARVEL Distributor. 


Manufactured only by 


ARMSTRONG-BLUM MFG. CO. e 5700 West Bloomingdale Avenue « Chicago 39, U.S.A 
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How Aeroquip Distributor Gears Up 


RONCO CORPORATION, OF 
BLUE BELL, PENNSYLVANIA, 
EXPECTS TO QUADRUPLE ITS 
1954 SALES VOLUME IN 1956 


“Product plus integrity plus service 
equals success” .. . that’s a formula 
that bustling Ronco Corporation has 
proved in only two short years. Ronco 
sold enough Aeroquip hose lines and 
couplings in 1955 to make Aeroquip the 
biggest and most profitable of the com- 
pany’s 5 product lines. Based on know!l- 
edge of its market, Ronco’s optimistic 
forecast for 1956 points to doubling its 
sales of Aeroquip products. 

Ronco backs up ali promises it makes 
to help solve customer problems. Ne 
request is too small to receive careful 
personal attention and delivery, even 
at odd hours when emergency demands 
it. But beyond its policy of integrity 
and service, Ronco believes that the 
uniform quality and tremendous accep- 
tance of Aeroquip hose lines and 
couplings have been major factors in 
the company’s success. 

Aeroquip still offers exceptional op- 
portunities for industrial distributors. 
Complete information is available. 


HOSE LINES & FITTINGS 


FLEXIBLE 





1 


. 


COOPERATIVE 


i eee 
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Good salesmanship starts with product education. Ronco 
President Francis Lieber and Vice President George 
Young go over feotures of new Aeroquip hose lines 
with the sales staff. 


It takes only a few minutes for Ronco stockroom personnel 
to attach Aeroquip fittings to a length of hose. Ordinary 
bench tools are adequate. 

api <4 


 — 


ose Line Sales! 


By stocking Aeroquip bulk hose and reusable fittings, 
Ronco can make hose lines to customers’ exact needs. 
Pictured here is a hose cut-off machine 


A highly efficient quantity control system helps Ronco 
to maintain a constant level of stock at all times. Inventory 
of Aeroquip products averages about $25,000. 


ONE SOURCE FOR A COMPLETE LINE! 


Aeroquip produces a wide range of flexible hose, re- 
usable fittings, and Self-Sealing Couplings for every 
. industrial, mobile equipment, marine, railroad, farm, 
and aircraft application. Aeroquip prices and sales 
policies are geared to selling through distributors. 


=yeroquip 


INDUSTRIAL DISTRIBUTION © JANUARY, 1956 





The Little Professor says—_ 


D-A’s Supor Sorvice 


Pays Off! 


Courtesy, Lakeland Engineering 
Equipment Co., 
Minneapolis, Minn. 


: 
| 


HERE’S now INDUSTRIAL SALESMAN 
OSCAR ULRICH TURNS DURKEE-ATWOOD’S 
Super Service INTO PROFITABLE SALES 


Vital selling information ... like engineering data, power ratings, 
service factors, construction features, supply and prices. . . help 
Mr. Ulrich (at left in photo) of Lakeland Engineering Equip- 
ment Co., Minneapolis, supply V-belts with Durkee-Atwood 
Super Service to the Ochs Brick & Tile Co., New Ulm, Minn. 

Ochs’ Plant Superintendent, Don Schrepfer (at right in photo), 
requires efficient power transmission plus long belt life in his 
heavy duty rock crusher. 

He gets it from the Durkee-Atwood team . . . because Durkee- 
Atwood Super Service is sales co- 
ordinated between factory, dis- 
tributor and customer to supply 
the right V-belts for any indus- 


trial application. 
Find out how 


/ te : DURKEE-ATWOOD’S 
SUPER SERVICE can work for you 


Today! Write for the complete story on how the 
Little Professor can supply you with new and impor- 
tant ways to boost your sales with Durkee-Atwood 
products and Super Service. 








WRITE DEPT. 1D-1 
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You Said It 


Starts on page 7 





“Can‘t Have One . 
Fort Worrtn, Tex. 

I’m convinced you have to have 
both—you can’t just be a grocery 
store type of industria! supply house, 
but if 
you can’t be expert on all items. 

In our sales training programs, 
which we run from January through 
June, we always devote at least one 
session to sales psychology. Product 
without training is 
doomed to failure. I'll continue to 
train win 
friends and influence people.” 

I realize, of course, that product 
knowledge is necessary. I’ve seen 
men fail because they would not 
ibsorb product knowledge, and I’ve 
seen men fail because they would 
not absorb sales training. One with 
out the other is futile. 

j. D. Craic 

President 

General Industrial Supply Corp 


you're a horizontal house, 


training sales 


our men in “how to 


“Hard to Say” 


Burrao, N. Y. 
I don’t honestly know 
whether I agree or not. After 20 
years in this business, it’s still hard 
to say. I’ve seen salesmen strong 
on product knowledge, and at the 
same time I’ve seen salesmen who 
know nothing about nothing. At 
the end of the year, they all seem 
to have sold about the same. 

We're in a specialty field—power 
transmission—but sometimes I sus 
pect we spend too much time at 
meetings designed to _ provide 
product knowledge, so much so that 
we aren’t out selling enough. 

Somebody has got to know his 
stuff in this technical business. And 
our salesmen find they spend a large 
percentage of their selling time with 
engineers in the shop. We, there 
fore, can not underestimate the im 
portance of product knowledge but, 
at the same time, we’ve got to realize 

Continued on page 18) 


Offhand, 





At “CHICAGO” 
we do something 
about it! 


The word “Service” is abused by many sup- 
pliers. Here at “Chicago” it means action-— 
faster deliveries, whether it be a package 
or a carload. 

e From over 4,000 standard catalogued items 
in stock your shipment is on its way within 
24 hours—often sooner. 

@ There is no time consuming follow-up neces- 
sary to see what's happened to it. 

This is why so many industrial users in the 

last 83 years have come to specify “Chicago” 

Screws .. . service is faster . . . quality is 

better . . . it costs less to do business with 

us because no large inventories are 

necessary. 

Our merchandising policy is based on 
complete co-operation with the Indus- 

trial Supply Distributor. Our specially 

trained sales force operates in con- 

junction with the distributor’s sales 

organization to help develop more 

sales in your territory. Write for details. 


The complete Chicage ‘“‘Sefety Plus"’ line includes in alloy 
steel: Socket Set Screws * Socket Head Cap Screws * Socket 
Stripper Bolts * Squore Head Dog Point Set Screws * 
Socket Pipe Plugs * Flat Head Socket Cap Screws * Dowel 
Pins * Hexagon Keys and Key Kits * Also Socke? Set Screw 
and Socket Head Cap Screws in Stainless. The “p! 

““Chicago"’ line of Standard Products includes: Hexagon 
Head Cap Screws in steel — bright and Grade 5, heot 
treated, ciso in brass ond stainless * Square Head and 
Headless Set Screws * Taper Pins * Steel Studs * Flat 
and Fillister Head Steel Cap Screws * Hexagon Nuts in 

stee!, brass and staintess. 





_ 
wn 
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Stock the complete abrasive line by 


CARBORUN DUM 


TRADE MARK 


| GRINDING WHEELS | 


"Straight Whaels — for 


Too! Room Wheels & Sticks 
- ¥40 Bond Wheels 
- Diamond Whee!s 
| for Grinding Comented Carbides 
“Green-Grit” Wheels 
for Grinding Cemented Carbides 
"Internal Grinding Wheels 
Thread Grinding Wheels 
Mounted Wheels & Points 


“MX” Fibre + Abrasive +- 
Resin Products 
Straight Wheels 
Cutting Off Wheels 
Dises 
Mounted Wheels 
Sticks 


a presnes to 
carsoruNouM 


SHLICOM CARBON 
GRAIN 


These are only a few of the more than 30,000 reasons 
why you can get the RIGHT combination of abrasive 
product and abrasive method only from CARBORUNDUM. 
Whatever your abrasive problem, you can profit most 


let if 
: 





— 


. 


COATED ABRASIVES 


for Shoe and Leather Work 


_. £28 


ewe2 
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by calling in your CARBORUNDUM distributor. He features 
not only complete stocks and immediate deliveries but 
also the unbiased, expert, technical counsel which can 
help solve your needs. 


“Carborundum™, “Red-I-Cut” and “MX” are registered trademarks which indicate manufacture by 


THE CARBORUNDUM COMPANY, NIAGARA FALLS, N. Y. 
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THE V-DRIVE LINE TO SELL 
IS THE COMPLETE MAUREY LINE 


For These Sound Reasons 


‘QUALITY 


Maurey V-Drives, Drive Parts and Accessories are built to 
precision standards that have met exacting OEM requirements 
since 1917. From long experience, industry knows it can 
depend on Maurey V-Drive quality. 


SERVICE 


When you or your customer require drive parts immediately, 
Maurey expedites them to you, exactly as ordered. Complete 
stocks to meet every V-Drive need from fractional to 600 
horsepower, are ready for immediate delivery. 


SALES HELP 


Maurey assists your selling effort in every way possible, 
providing you with attractive, informative catalogs of proven 
selling power . . . folders, booklets and blotters imprinted 
with your name on request . . . live leads produced by Maurey 
trade paper and direct mail advertising . . . and the 
personal assistance of Maurey field engineers. 


Maurey V-Drive engineers are constantly available to assist 
you and your customers with V-Drive problems. 


COOPERATIVE PROTECTION 


Maurey guarantees full factory cooperation and protection 
to you as an authorized distributor of the complete 
Maurey V-Drive line. 


We shall be glad to give you all the details on the 
advantages you gain by handling the complete Maurey 
V-Drive Line. Write us today. 


y manufacturing 
maurey corporation 


2915 South Wabash Avenue, Chicago 16, Illinois 
The Complete Multiple and Fractional Horsepower V-Drive Line 


Serving Industry Since 1917 


the complete Maurey 


MULTIPLE 
V-Drive Line includes 


FUL-GRIP @-D sheaves . . . in complete 
stocks for A, B, C, and D sections 


STANDARD CAST IRON SHEAVES 
for A, B, C, and D and E sections 


MOR-GRIP Multi-V Belts in all standard 
lengths in A, B, C, D and E sections 


MOR-GRIP V-Link Belting 
in A, 8 and C sections 


Complete Multiple V-Drive Accessories 


the complete Maurey 
FHP v-Drive Line 


includes 
Hi-Q bushed type and fixed bore type 
cast iron and pressed steel V-Pulleys . . . 


MOR-GRIP FHP V-belts, O, A and B sections 
in all standard lengths . . . 


Aerodynamically designed refrigeration 
fans and Fan V-pulleys . . . 


Interchangeable Bushings... 
Flexible Couplings . . . 
Complete V-Drive accessories 
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For MORE SALES? 


. +» « Maybe you have been overlooking 
potential sales right in your own area. 
Have you checked the possibilities of 
FORT WORTH SCREW CONVEYOR? By 
stocking this profitable line you will 

be in a position to render an 

ADDED SERVICE to your cus- 


tomers... Be it just 


A REPLACEMENi 
PART OR 


A COMPLETE 
INSTALLATION 


The addition 
of FORT WORTH OTHER 
SCREW CONVEYOR to FORT WORTH 
your other products, will give PRODUCTS: 
you a well-rounded line to QD SPROCKETS 
service all your customers. QD SHEAVES 


INDUSTRIAL 
Write for Catalog 200 today. 


7 Quality 
TeoJ-1 i o-U Peiei FORT WORTH 
Dept. 18 3600 McCART Product 


FORT WORTH, TEXAS 
FORT WORTH a+ CHICAGO > ST. LOUIS + KANSAS CITY + HOUSTON ° MEMPHIS 
WAREHOUSES: 7+ ATLANTA + JERSEY CITY + LOS ANGELES + SAN FRANCISCO DENVER 
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You Said It 


(Starts on page 7) 





there are other factors that can make 
or break an industrial salesman. 
H. M. Prrrcuarp 
Vice President 


Root, Neal & Co 


Sales Technique Counts 


SPOKANE, WASH. 

I wouldn’t go so far. I never 
knew when it wasn’t important to 
know the product in order to sell 
it, and it’s getting more and more 
important each year. The wide 
range of products and increasing 
demand for technical information 
from customers may be getting a 
little ahead of us. And the manu 
facturer will have to do more and 
more to get this know-how across 
to our salesmen. We, ourselves, 
are going to step up our plans for 
more intensified product training. 

But I can’t see how making 
friends and influencing people 
would hurt a salesman. It doesn’t 
loom as large a factor as product 
know-how, but I don’t think you 
can discount it. It would be rather 
foolish merely to hire a mechanic 
who couldn’t talk straight or act 
decently with a p.a., just because 
he knew products. With p.a.’s in 
creasing, salesmen will have to know 
how to get along with people. 

I still don’t think the time has 
come when a walking technical 
encyclopedia will replace a salesman. 
Ihe salesman still has to see the 
p.a. first, in most cases. As I said 
before, the salesman does have to 
have more product knowledge, but 
he’ll also have to have a little more 
practical psychology. The competi 
tion may know as much about 
products and production problems 
as you do and the difference will 
still be in the sales technique 


applied. 


JAMES KILMER 

Manager 

Industrial Supply Dept. 
Kilmer & Sons Co. 
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of couplings, covering your 
are regularly stocked 
prompt shipment. Special 
to order. 


pr apanar pane! yr? Ps af oo . " 7 Hi are made to specifications 
of American Railroads, the 


Line couplings (up 


to 2”) are avail- hy i 0. Pe ae vik - er a Iron and Steel Institute, and the 


lent carfons, ai ne 
extra cost. 


* - + 
TL da 
me 


CAPITOL 


MFG. & SUPPLY CO. 
COLUMBUS, OHIO 


lack Decker. 
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We don't buy motors 
-we build them! 


The heart of every B&D tool is 
the motor—completely built by 
B&D. All the power your custom- 
ers need and then some — each 
motor built for a specific tool and 
the job it must do. B&D motors 
always stand up! 








Electric Tools 


BUILT to sell! 


The entire B&D line of portable electric 
tools is Power-Built to sell—with a 
wealth of sales features you can use to 
convince your most demanding custom- 
er! B&D precision parts, made to last 
through years of hard use . . . B&D- 
built motors—each motor custom-built 


builder, backed by the most famous 
name in the field and heavily advertised 
to the very men you want to sell! And 
industrial men everywhere know that 
every B&D tool is designed to be the 
most compact, most versatile, most eas- 


ily handled tool for the job it has to do. 
For details, write: THE BLACK & DECKER 
MANUFACTURING CoMPANY, Dept. 2401, 
Towson 4, Maryland. 


for each specific tool—every tool beauti- 
fully balanced for easier work, less oper- 
ator fatigue! Every B&D tool is a sales- 


Look in the Yellow Pages under “‘Tools-Electric™ 


i) Black& Decker. 


PORTABLE ELECTRIC TOOLS 


Service ... you can tell your 
customers that one of 42 Black & 
Decker factory service branches is 
located “next door’’ to him! Staffed 
by experts to give fast, efficient ser- 
vice, genuine replacement parts. 


bce 4 


6 models SAWS 


SCREW DRIVERS 21 models SANDERS 6 models PORTABLE GRINDERS 5 models 


BENCH GRINDERS SHEARS 2 models 


7p 


HAMMERS 4 models 4 models DRILLS 32 models 
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RUST-OLEUM 


® 


PEN 


TOP-LEVEL INQUIRIES LIKE THESE 
ARE YOUR KEYS TO MORE BUSINESS 


= “I would appreciate it if you would send 
me a copy of the report .. . by Battelle 
Memorial Institute technologists .. .” 

> € 9: ML — MANAGER, CHEMISTRY & METALLURGY 

a “Kindly forward all available literature 
on “Radioactive Isotope Proves Penetra- 

‘i ie tien in Rust Layer.” 

—DESIGN & CONSTRUCTION ENGINEERING 










“Please send me (the Battelle Memorial 
Institute report), also complete literature 
and color charts as well as a near source 
of supply on this item.” 

—CHIEF DIVISION ENGINEER 


rs ‘ “We would appreciate receiving an addi- 
; 2 tional registered copy of Summary Re- 
: port by Battelle Memorial Institute . . .” 
a F —CHIEF ENGINEER 
. ‘May we please have a copy of the Sum- 
: ‘ mary Report offered in your advertise- 
we ment (in the) Wall Street Journai.. .’ 
a he. . — PRESIDENT 





“We are in need of this type of protection 
and would appreciate it if you would send 
the literature listed below.” 

—PLANT SUPERINTENDENT 


RUST-OLEUM. 


STOPS 
RUST! 





* 





There is only one Rust-Oleum. . 


it is distinctive as your own fingerprint 


ETRATION 


new, important doors for you! 


The dramatic proof of how Rust-Oleum penetrates 
rust to bare metal has really made its impact on 
industry! The first announcement of this proof. . . 
the result of three years’ radioactive tracer studies 
by Battelle Memorial Institute . . . has already 
brought active response from all levels of manage- 
ment — including top-drawer men with real power 
to specify and buy. More executives than ever 
before have their doors open to your Rust-Oleum 
sales story. 


We’re wheeling out the big artillery to keep hitting 
these big targets all through 1956. Look at this 
lineup of publications: Time . . . Newsweek... 
Business Week .. . Life .. . Saturday Evening Post 
... Wall Street Journal... Dun’s Review & Modern 
Industry! Plus a long, long list of influential 
industrial magazines like Factory ... Mill & Factory 
... Plant Engineering, etc. 


Use this powerful advertising — use your specially- 
prepared Rust-Oleum sales tools—to capitalize on 
this important penetration story. It means 
thousands of dollars in savings for your customers — 
thousands of dollars in added Rust-Oleum 
sales to you. 


Geiger Counter traces Rust-Oleum 
penetration through rust to bare metal. 


RUST-OLEUM CORPORATION 


Sec ee ee ee oe og 


YOUR MOST IMPORTANT SALES TOOL! 


Be sure that every one of your cus 
tomers and prospects knows the 
facts in your 30-page report on 
Rust-Oleum penetration, prepared 
by scientists at Battelle Memorial 
Institute. It tells how Rust-Oleum’s 
specially-processed fish oil vehicle 
was first radioactivated, then formu 
lated into Rust-Oleum 769 Damp 
Proof Red Primer, brushed on 
rusted test panels, and traced 
through the rust to bare metal by 
Geiger Counter measurements 


This report is your most impor 
tant sales tool! Remember—you sell 
the only one of its kind when you 
sell Rust-Oleum. It's as distinctive 
as your own fingerprint 


2412 Oakton Street, Evanston, Illinois 





WE'LL ADVERTISE NATIONALLY. In 1956, SPS ads will appear in all 
these magazines—and more. Over 11,000,000 individual sales talks 
will presell your customers and prospects on SPS products. Free of 
charge, we'll supply you with ad reprints and electros for reprinting our 
ads in publications in your own area. And we'll back up our publication 
advertising with our own direct-mail campaigns 


WE'LL MAKE NEWS. Stories and articles about SPS and its products 
will appear regularly in trade journals and newspapers all over the 
country. News items about SPS activities, research programs, and new 
products back up advertising campaigns, interest new customers in 
SPS products, and help keep old customers sold 


WE'LL SUPPLY PROMOTIONAL MATERIAL. We'll send you catalogs, 
booklets, direct-mail pieces, giveaways to help you get new business, 
keep your present customers supplied with up-to-date information 
about our products 


24 


WE'LL SUPPLY DIRECT SALES HELP. SPS salesmen, located 
at strategic points all over the country, will help you solve 
your customers’ problems. They'll work directly with you and 
your salesmen in developing new customers for SPS products 
and new business for you 





eS 
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WE'LL TRAIN YOUR SALESMEN. The SPS program for training 
distributor salesmen ranks among the finest of its type in the 
industry. Your men can gain a thorough knowledge of SPS products 
and how they're made that will help them sell most effectively. 


WE'LL EXHIBIT IN TRADE SHOWS. In 
1955, many exhibits like this one demon- 
strated the key features of SPS products 
to thousands of potential customers 

And we'll gladly 


More will come in °56 

send you exhibits for your own local 
shows. For information, contact George 
Somes, Sales Promotion Manager 


Integrated, overall campaign 
backs up your own sales program 


Sales and advertising go hand in hand. Our sales, advertising, 
sales promotion, and public relations programs form an integrated 
overall campaign with one purpose—to help you sell. Our °56 
campaign will be bigger and more inclusive than ever before. 
Developing ways to help our distributors sell is not restricted 
to our thinking in advertising alone. We've initiated new methods 
of order handling and billing, warehousing and packaging, to 
get our products to you when, where and how you want them 
with no lost time or motion. 
Our most important responsibility to you is to keep on pro- 
viding you with the finest in threaded industrial fasteners and shop 
equipment. In °56, as in the past, our research and development 
program will continue to work toward making our present products 
even finer—and to bring out new ones for you to sell. 
We'll keep giving you excellent products, improving them 
where it is humanly possible—and back them up by a greater AND WE'LL BOOST YOUR SERVICES and the distributor 
volume of national advertising that will make it easier for you to system with advertising and promotional material like this ad 
sell them. Results to you: more sales and more profits—in °56 and in which appeared last month in national purchasing magazines 
the years to come. STANDARD PRESSED STEEL Co., Jenkintown 13, Pa. 


STANDARD PRESSED STEEL CO. 
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JENKINTOWN PENNSYLVANIA 
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Here’s why... 
more than ever... 


MORSE 


means 


> bh eee OSS IT” 


TUNGSTEN 
CARBIDE 
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... plus MORSE ... plus MORSE 
ée/ecii0hized Tools **Vectormatic-Ground” Taps 


On jobs where there’s excessive wear and abra- New, exclusive Morse “Vectormatic” process 
sion, Morse Drills, Taps, Reamers, Cutters and gives you taps with “locked-in precision” .. . 
End Mills last 2 to 10 times longer than un- with tolerances held nearly 300% closer than 
treated tools. Available only from your Morse- with old thread-grinding methods. Available 
Franchised Distributor. only from your Morse-Franchised Distributor. 
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Now Morse has everything from carbon to carbide... 
the most complete cutting tool line in industry today. 
And the one man who has this complete line is the 
Morse-Franchised Distributor. 
This means that all needs can be covered by one order 
. one invoice . . . backed up by Morse engineering service. And it also means that the Morse- 
Franchised Distributor can freely recommend the best cutting tool for every job in any plant 
. . regardless of tool requirement. 
MORSE TWIST DRILL & MACHINE COMPANY + NEW BEDFORD, MASSACHUSETTS 
(Division of VAN NORMAN CO.) Warehouses in New York, Chicago, Detroit, Dallas, San Francisco 


MORSE 


CUTTING TOOLS 


INDUSTRIAL DISTRIBUTION © JANUARY, 1956 





The Postman “rings” 726,861 times every month 
to help you sell more RB&W fasteners 


Month after month—in leading Business and Engineering 
publications—ads like these go sales-calling on some three- 
quarters of a million fastener users. 


Strong support like this pre-sells your best customers and 
prospects—steers more fastener business to RB&W dis- 
tributors. 


Consistent advertising is only part of the story on why more 
distributors prefer to handle RB&W. Other reasons: the 
most complete line in the field, quality-controlled products, 
and a reputation for fast and friendly service. 


If you’re not handling RB&W fasteners now, contact our 
nearest sales office. Or write Russell, Burdsall & Ward Bolt 
and Nut Company, Port Chester, N. Y. 


Plants at: Port Chester N. Y.; Coraopolis, Pa.; 
Rock Falls, Ill.; Los Angeles, Calif. Additional 
sales offices at: Ardmore (Phila.), Pa.; Pitts- 
burgh; Detroit; Chicago; Dallas; San Francisco. 
Sales agents at: Milwavkee, New Orleans, Den- 
ver, Seattle. 
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TO HELP YOU SELL MORE 


‘ 
PORTABLE Bigare== 
; ELECTRIC JS 
TOOLS! fie 


The greatest advertising campaign in Thor history! 


arm Journal 

ee 
THOR ELECTRIC 
SCREWDRIVERS 


THOR NATIONAL ADVERTISING 


in the Saturday Evening Post, Popular Mechanics, Popular Science, and 
Farm Journal reaches a combined circulation of over TEN MILLION — 
and thousands of these readers have a voice in the selection of tools for 


industry! 


THOR INDUSTRIAL ADVERTISING 


goes directly to the men whose primary interest lies in getting results while 
conserving time. They will read powerful Thor Tool ads regularly in... 


=I 1] : = : et 
io —_ = . A " | 
“ \. R => 


ELECTRIC SANDERS 


THOR 
U-100 HAMMER 


@ AMERICAN MACHINIST @ AMERICAN BUILDER 

@ MACHINERY @ PRACTICAL BUILDER 

@ FOUNDRY @ WOODWORKING DIGEST 

@ MODERN MACHINE SHOP @ MODERN RAILROADS ELECTRIC 


@ FACTORY MANAGEMENT @ POCKET LIST OF D 
AND MAINTENANCE RAILROAD OFFICIALS GRINDERS 


@ MILL AND FACTORY @ PURCHASING 
@ PRODUCTION @ AUTOMOTIVE INDUSTRIES 


You can make plenty of profit out of this great Thor os 
advertising campaign by stocking and selling Thor Ly, 
Tools—the world’s finest electric tools. THOR #15 
UTILITY 
AIR HAMMER 


THOR POWER TOOL COMPANY * AURORA, ILL. 
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YOUR SALES PICTURE BRIGHTENS when you stock Republic 
fasteners in their eye-catching, new red and gray pack- 
ages. Tough fo resist splitting . . . surface coated to avoid 
smudging, they make attractive, self-selling displays. In 
addition, only 13 standard packages combined into 3 
different shipping cases handle the entire standard line 
-.. saving you ordering, handling and stocking expense. 





REPUBLIC 
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PUT YOURSELF 
IN THIS 


There’s a two-way profit in store for you when you 


stock and sell Republic fasteners. How? Through both 
increased sales and reduced operating expense. 


To begin with, you lose no orders, or time spent 
shopping various manufacturers, when you depend on 
Republic as your single, complete-line source for qual- 
ity fastener products. No matter what is called for, you 
can deliver ... because Republic backs you with over 
20,000 regular types and sizes, plus more than 8,000 
special headed and threaded items. 


Next, you save time, trouble and money through 
Republic’s new packaging and labeling system de- 
signed with you in mind. Only 13 different packages 
are used for Republic’s entire standard line . . . and 
these packages can be combined into just 3 different 
shipping cases. As a result, you save ordering time and 
stocking expense. Cases make easy, neat, safe pallet 
loads. Time spent taking inventory is reduced to a 
minimum. 


Finally, both you and your customers benefit from 
the individual package design itself. Since the bottom 
contains the top, there is no danger of it dropping out 
—spilling, damaging or mixing the contents—when 
the package is handled or stacked. In addition, these 
bright packages with their high visibility labels reveal 
exact contents at a glance. 

It will pay you to investigate Republic as your best 
profit opportunity in the fastener line. Just mail the 
coupon for complete details. 


STEEL 


and, SCL, jodie 


You Can Enlarge Your Profit Picture 
With These Republic Products 


REDUCED SELLING COSTS INCREASE PROFITS through intelli- 
gently pockaged Republic Chain Products. Designed for easy 
storing, handling and selling, these rugged containers carry 
easy-to-read labels for quick, positive identification. Contact 
your Republic representative today. He carries a full line of 
welded and weldiess chain, chain slings, attachments and 
accessories. Or send the coupon for complete information. 


INCREASE SALES AND PROFITS with widely occepted Republic 
Flexible Plastic Pipe. Available coiled from 2" through 3” 
diameters and in straight lengths in 4” and 6” diameters, 
Republic Flexible is perfect for lawn sprinkling, farm irriga- 
tion, livestock watering and countless other uses. Mail coupon 
for details on complete line. 


REPEAT BUSINESS ADDS SALES thonks to established quality 
reputation of Republic Stee! Pipe. its uniform strength and 
ductility, tight galvanized coating and easy threading and 
bending characteristics bring satisfied customers back for 
more. Your Republic representative can satisfy all require- 
ments from his full line of steel pipe and piping supplies. 


> eae pantie ss nec 
REPUBLIC STEEL CORPORATION 
3156 East 45th Street + Cleveland 27, Ohio 
Please send further information on these Republic products: 
0 Fasteners D Plastic Pipe 
2) Steel Pipe 
Title 

Company— 


Address___— 
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ROUND _ HEAD 
STOVE 


te] he 


100 


MADE IN U.S.A 


“EZ to C°: 
LABELS . . . KEYED FOR QUICK IDENTITY 


NOW Southern Screws are easier, faster and more securely handled, because 
only Southern packaging gives you “EZ to C©” TRIPLE-CHECK identification. 
Completely fumble-proof, Southern Screws and Bolts are identified for you three 
ways with our new box label— 


1. By keyed color 
2. By keyed border design 
3. By keyed silhouette 


Delivered in strong, colorful, moisture and soil resistant boxes—they help you 
do a selling job through attractive, eye-catching shelf identification. For your 
convenience—and for profit—use screws identified with Southern’s “EZ to C©” 
label—delivered to you promptly. 


Write for Label Key Chart and descriptive catalog. Box 1360-D-2 


WOOD SCREWS 

WOOD DRIVE SCREWS 

A & B TAPPING SCREWS 

ROLL THREAD CARRIAGE BOLTS 
STOVE BOLTS 


in bulk only 


DOWEL SCREWS SCREW COMPANY 


HANGER BOLTS STATESVILLE * WORTH CAROLINA 


SOLD THROUGH LEADING WHOLESALE DISTRIBUTORS 
WAREHOUSES: NEW YORK @ CHICAGO @ LOS ANGELES @ DALLAS 
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YOUR WICKWIRE ROPE DISTRIBUTOR 
SUPPLIES THE ANSWERS TO 
WIRE ROPE PROBLEMS 


One of the best ways to find out “what goes” is to be right on the 
spot. That’s why a Wickwire distributor is a wire rope expert— he 
practically lives with the industries he supplies with wire rope. He 
knows his customers’ specialized problems from first-hand experience, 
and is able to give competent practical advice on the best 
construction— 6x19, 6x37, 8x19, etc.—-for them to use. And he 
delivers the type, size and length of wire rope they need directly from 
his warehouse stocks. They save time .. . storage space . . . paper work. 
Your Wickwire Rope distributor is a good man to know. He’s 
quality people handling quality products. Buy your wire rope and 
wire rope slings from him. You'll find that the many valuable 
services he offers far outweigh any apparent price advantage 

you might gain by buying direct. 


A PRODUCT OF THE COLORADO FUEL AND IRON CORPORATION 


3153 





“I’m the Sunday morning quarterback!”’ 


PCC games, and the All American 


When the final gun sounds on Saturday's football games,” 
savs Keith Alderson of Sportsvision films, ‘cameramen rush 


their film to us 

By Sunday morning, we've got finished prints of Pacific 
Coast Conference games into the hands of the coaches Chey 
call me their ‘Sunday morning quarterback 


But that’s the easy part of the job 
By evening, we've edited all the games into three half 


& Air Express 


CALL AIR EXPRESS 


division of 


hour TV shows—Big Ten. 
Game Of The Weck. Out they go to 150 television stations 


for immediate showing 


‘How do we do if 


Air Express, across the board 


; Nobody else can eet our schedules Yet Air | xpre ss 
saves us money! Austin, Texas, to Hollywood, for instance, 
costs $8.03 for 15 lbs. That's $1.68 less than the next lowest 


priced air service 


oy 


US. Scheduled Airlines 


via 


GETS THERE FIRST 
RAILWAY EXPRESS AGENCY 
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Available for immediate delivery— 


NEW ! Finished Bore 
Morse Roller Chain Sprockets 


Pitch 
¥,” (No. 40) 
%" (No. 50) 
%" (No. 60) 

1” (No. 80) 


Diameter 
of Shaft 


Stock Bores 
%” to 1%" 
%” tol’ 


%" to 6" 


16" to 2%” 


%-% Ve x %2 


16-1% Y% 
1%e- 1% 


D6-2% % 


xy 


% xe 


x% 


MORSE, 


CHAINS, CLUTCHES, 
AND COUPLINGS 


Morse Offers You a Complete Off-the-Shelf Line of Roller Chain 
Products—Packaged Roller Chain and Parts—Stock Taper Lock 
Sprockets, and Now—Finished Bore Sprockets 





@ Immediate delivery from warehouse stocks 
@ Popular-sized Finished Bores complete with keyway and setscrew 


@ Ready for immediate installation .. . 


@ Reasonably priced 


no reworking necessary 


@ Quality, high carbon steel, ready for hardening 


Now you can nail down those 
rush orders for popular-sized 
sprockets by expanding your 
stock sprocket inventory to in- 
clude Finished Bore Morse 
Roller Chain Sprockets. With 
these new sprockets, you save 
the time needed to rework them 
to customer specifications. You 
can fill orders quickly, direct 
from your own stockroom. 


Finished Bore Morse Roller 


Chain Sprockets are supplied in 
Type-B single widths, %” 
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through 1” pitch, in a wide 
variety of popular tooth sizes. 
Bores are accurately finished 
and concentric to sprocket pitch. 
Put new Morse Finished Bore 
Sprockets in stock now. And, 
investigate the many advantages 
of handling Morse HY-VO 
Drives, Clutches, Couplings, 
Roller Chain, Silent Chain, and 
Sprockets. 

Morse Chain Company, 

Industrial Sales Division, 

Ithaca, New York. 








long 4° taper on the 3%” chisel end of 
Warren Tool’s ALL NEW 46-H.Q. Ripping 
Bar get better leverage in hard-to-reach 
places where other bars have trouble. This 
modern design takes the strain off the user 
and puts it where it belongs—on a rugged 
tool made to take a beating. 

The clean, smooth forging defies com- 
parison. Careful buyers stock Warren-Teed 
tools with confidence, sell them with ease. 


WARREN TOOL CORPORATION 


Manufacturers of Warren-Teed and Devil railway track tools 
General Offices . . . Warren, Ohio 


Espeort Division . . 30 Church St., New York 7, N.Y. 


REASONS WHY BUYERS CHOOSE THE ALL NEW 
WARREN-TEED RIPPING BAR 


The 90° angle on the claw end and a 


fi 
46-H. Q. RIPPING BAR —Superior Forging (no rough 
edges)—end-to-end uniformity and balance—accurately 
ground, heat-treated edges—tough, enameled, eye-catching 
Balboa Blue. 


Order the 46-H. Q. 

in this Popular Size: 
%” x 18”—DECIMAL PACKAGING .. . 5 to an attractive, 
easy-to-stock Flanders Blue carton. 


45 nal H. Q. 
WRECKING BAR 


LENGTH 12” | 18” » 24” 1 30” | 36” 1 36” 
STOCK SIZE Yo" 15%" 1%” | %" ok, bel 


Write for New Catalog 
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A DIVERSIFIED LINE 
OF QUALITY! 


There’s a Union Inserted Blade 
Cutter ready to do the job for you, 
quickly, accurately and economi- 
cally. Union offers a complete selec- 
tion of top quality Inserted Blade 
Cutters, standard and special, in two 
basic designs: 

Wedge Type — Taper Serrated 
Blade Type — to suit the require- 
ments of your job. 


Write on your company letterhead 
for our Inserted Blade Cutter Catalog. 
Address Dept. F-4 


UNION TWIST DRILL COMPANY 4 
ATHOL, MASSACHUSETTS 


Owners and Operators of: 8S. W. CARD MANUFACTURING CO. DIVISION, Mansfield, Mass. 
BUTTERFIELD DIVISION, Derby Line, Vermont and Rock Island, Quebec 





maybe you can’t tell them apart... 


but your 
machines can! 


Lubricants may look alike, but they don’t act alike—especially when one 
is a “‘do-all’”’ and the other a “‘tailor-made’’. Take the Keystone Specialized 
Lubricant shown above on the right. It was developed —like other members 
of the Keystone family of lubricants—to solve a specific lubricating problem. 


Keystone doesn’t market “‘do-all’’ lubricants, but supplies only specialized 
products—each job-engineered for a particular use. When you have a diffi- 
cult or unusual lubricating problem—whether it involves temperature, 
pressure, speed, moisture, vacuum or resistance to corrosion—there’s 
a Keystone Specialized Lubricant ready to do the job—effectively 
and economically. 


That’s because Keystone Specialized Lubricants are designed to give you 
top “‘on-the-job’’ performance—the only important measure of a lubricant. 
They are the result of 71 years of specialization ...of thorough labora- 


tory research and extensive field testing. 


An Important Man to Know! Talk over your lubricating problems with your near- 
by Keystone Industrial Distributor. You'll find his experience helps in the efficient, 
economical operation of your plant. From his complete stock of Keystone 
Specialized Lubricants he'll be able to fill your needs quickly and conveniently 

.. simplifying your ordering, reducing your inventories and saving you time 


and money. 


Free Bulletins Available. Full information on the 
complete line of Keystone Specialized Lubricants 
is yours for the asking. See your Keystone 
Distributor or write us direct. KEYSTONE Pr gong 
LUBRICATING COMPANY, 2ist, Clearfield & SPECIALIZED 
Lippincott Sts., Philadelphia 32, Pa. Est. 1884. LUBRICANTS 
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KEYSTONE 
‘‘on-the-job” performance 
solved these 
lubricating problems: 





METAL- 
WORKING 


Auto body 
fabricator us- 
ing Keystone 
122C-5X on 
bath -lubri- 
cated gears of presses reported: 
Lubricant needs reduced by two- 
thirds...gear life lengthened be- 
cause of greater protective film 
strength of Keystone. In addition, 
lubricant inventories were cut, 
plant personnel had time— with 
number of lube applications re- 
duced--for more important duties, 
and less throwing and spilling re- 
sulted in a cleaner, safer plant. 





CHEMICALS 


Lubricant deterioration and 
abnormal wear on reciprocating 
vacuum pumps subjected to sul- 
furie acid fumes and surge wash 
were serious problems at a 
chemical processing plant. After 
Keystone 2K6 was substituted 
for previously used lubricant, cor- 
rosion stopped, pump life climbed 
to a new record and the highest 
pumping vacuum was induced. 





Grease separation and resulting 
air pockets in lines lubricating 
the bearings of vibratory shaker 
screens were costing a coke pro- 
ducer many extra maintenance 
man-hours. When change was 
made to Keystone #44, constant 
need for system overhaul was 
eliminated, with consequent 
reduction in maintenance cost. 








MR, DISTRIBUTOR : 


This hard-hitting Key- 
stone sales message 
shows industrial con- 
sumers how Keystone 
Specialized Lubricants 
can solve their lubricat- 
ing problems. It helps 
bring you new accounts 
and repeat sales 

with a continuing flow 
of profits. 





Mr. Oistributor-this new soot 


blower packing outlasts every 
type I've tried / , 


Thats J-M CUMPAC 236- 
it’s specially designed to withstand 


high temperatures and pressures 


ae 2 


Special service packing 
is opening new doors for 
distributor salesmen 


ITH THE HIGHER temperatures 

and pressures employed in 
boiler operation today, many plants 
have found that traditional soot 
blower packings do not perform satis- 
factorily. Now, with lohns-Manville’s 
new Cumpac 236, you can offer your 
customers a packing that won’t harden 
or vulcanize . . . outlasts conventional 
type soot blower packings . . . and 
greatly reduces the need for frequent 
costly repacking. 


How it is constructed: Cumpac 236 
resists high temperatures and pres- 
sures because it is specially made of 
high purity asbestos yarn braided over 
a plastic core of special heat-resistant 
composition and then lubricated 
with mica. 

This specially developed material 
is formed into a combination of lip- 
type and solid packing which provides 
low friction contact with the soot 
blower tube, plus effective sealing ac- 


Johns-Manville 
Packing 
of the Month ; 
J-M CUMPAC 236 
Soot Blower Packing 


a 
“PAS ee AER saMMLS oe tment 


tion over the entire stuffing box. 
Where to sell it: Utilities and any other 
plants in your territory that generate 
their own heat or power are prospects 
for Cumpac soot blower packing. 
Furnished in a full range of sizes to 
fit all standard soot blowers. For more 
information and samples see your 
local J-M representative or write 
Johns-Manville, Box 60, New York 
16, N. Y. In Canada, Port Credit 
(Toronto), Ontario. 


9/7 Johns-Manville PACKINGS & GASKETS 


PROOUCTS 
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..- YOUR CUSTOMERS COUNT ON 
FOOTE BROS. LINE-O-POWER DRIVES 


What makes these famous drives the most wanted 

and respected by your customers? It’s because 

WH, EN EVER Y DOLLAR Foote Bros. Line--Power Drives offer more for 
every dollar invested. They offer more capacity 

in less space—thanks to compact Duti-Rated Lifetime 

Gearing; longer life because these unique gears 

are file hard at the tooth surface and evenly graduated 

to a tough ductile core . . . no other industri 

gear wears so long, offers so much trouble-free 

service; greater efficiency that begins with Foote Bros. 

exclusive design, backed by nearly a century of 

manufacturing experience, job-proved 

by unmatched industry-wide performance 


Line-O-Power Drives are available in a complete line 
to meet every industrial requirement—in straight-line 
or right-angle design, with foot or flange 

mountings, for horizontal or vertical service. 
Remember, when every dollar counts, your customers 
count on Foote Bros. for performance they can 
measure, quality they can trust. Always recommend 
Foote Bros. Drives—it’s good business. 





ea ee ee ee ee ee ee oe a oe 


FODIEY TEfBROS, 


Balter Power Trak Mooion Thnough Belloc Bears 


FOOTE BROS. GEAR AND MACHINE CORPORATION «+ DEPT. ID 
4545 SOUTH WESTERN BOULEVARD + CHICAGO 9, ILLINOIS 
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TOO HOT 
NOT TO HANDLE! 


THE 


ALL-STEEL ; 


@ Industrial Distributors are 
missing something if they aren’t 
handling the Lamson Lock Nut. 
How do we know? Well, we 
make it and we know that the use 
of lock nuts is increasing by leaps 
and bounds. The sales curve goes 
up every year, 

So—for a new source of profits— 
for another fast-selling product 


in your fastener line and a conven- 
ient service to your customers — 


get the facts on Lamson Lock Nuts. 


They’re priced below most popu- 
lar locking devices, have no 
troublesome inserts and the 
demand has already been estab- 
lished in your territory. 


Write us for samples and prices 
—or ask your Lamson salesman. 


RUSH SAMPLES AND 
FULL INFORMATION 


ON SIZES, PACKAGES, 
AND PRICES... 


ADDRESS 
L 


WHY YOU SHOULD STOCK LAMSON LOCK NUTS 


. They're competitively priced. 
. Not affected by radical temperature changes, steam, oi! or 


water as are some “‘insert’’ lock nuts. 


. Lamson Lock Nuts are packaged for you and your customers’ 


convenience in small quantity cases specially adjusted to 
accommodate the average lock nut sales expectancy. 


STANDARD SIZES CONVENIENTLY PACKAGED 


Lamson Lock Nuts come in standard sizes 
berween 10-32 and 2” in both heavy and 
light standards. Available in black pen- 
trate finish or cadmium plated for rust 
resistance and attractive appearance 


THE LAMSON & SESSIONS CO. 
General Offices: 1971 West 85th Street + Cleveland 2, Ohio 





NAME 


COMPANY 
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-~SIMONDS 


OFFERS A 


Complete Line of 
“RED TANG” FILES 


AMERICAN PATTERN * “AMERICAN-SWISS” SWISS PATTERN 
“VIXEN” MILLED CURVED TOOTH * ROTARY FILES and BURRS 


SIMONDS famous “Red Tang” File Line now includes 
ALL TYPES OF FILES for every purpose: machine shop, 
saw filing, die making, precision craftsmen, automotive, 
aircraft, pattern makers, foundries, railroad and shipyards, 
garages and for special applications. 

All are Grade A only .. . backed by SIMONDS reputation 
for outstanding quality, dependability and service. 

Here is an exceptional opportunity to centralize your file 
buying and be a Ful! Line Simonds File Distributor with in- 
creased potential sales through complete file service for 
your customers with additional profit for you. Ask your 
nearest Simonds Factory Branch for Full Line file distribu- 


torship details. 





ROTARY 
FILES 


Hand Cut Ground-from-Sol 


id « Carbide 


For Fast Service 
from 
Complete Stocks 


SIMONDS 
. industrial Supply 
/ OISTRIBUTOR 


" SIMONDS 


SAW AND STEEL CO. | 


E--7” 
FITCHBURG, MASS... 


q an 
FOP 


Factory Branches in Boston, Chicago, Sen Francisco and Portland, 
Canodian Factory in Montreal, Que., Simonds Divisions: Simonds Stee! Mill, Loc La & 
Heller Tool Co., Newcomerstown, Ohio, Simonds Abrasive Co., Phile., Pe., and Arvida, Que., Casede 





‘Standardize’ on 


Interchangeable mele, fe- 
male and pipe points for 
centered and vuncentered 
work. Nine sizes; Morse to- 


MULTI-DUTY pers 1 through 5, as well 
as straight.” Loads to 1500 
Ibs. at 100 RPM. 


OMPLETE LINE 


ER TO SELL 
and HANDLE: inom Bees 


STOCK MODELS MEET | tee 
Practically ALL NEEDS! 


Accurate to plus or minus 
.0001”. Unusually high 
load capacity up to 5200 


Custom-Engineered Performance cneemans Meee oes 


of jobs. Morse tapers 2, 2, 


without ‘Specials’ ‘and 5° 


When you recommend IDEAL Live Centers your selling 
job is far easier. The IDEAL Line includes four separate 
models and a complete range of tapers. You can supply 
exactly the live center your customer needs for just about 
any turning job — from the biggest to the smallest. 


For him this means easier ordering, easier stocking — no Sa 
delay waiting for special engineering and manufacture. pipes and other large, hol- 
sae : . , low cylinders. Sizes range 
For you, the ability to give him the live center he needs, NEW from 3” diam. to 7%” 
when he needs it, helps make you the chosen source. And PIPE POINT diam. Load capacities up 


that means steady sales and business. LIVE CENTER to 22,000 Ibs. Morse ta- 
pers 3, 4, 5, 6 and 7.* 


IDEAL backs you up with prompt delivery whenever you 
need it. A steady promotion program by mail and maga- The Complete Line of Live Centers 


zines helps bring live center business to you. And IDEAL 
Live Center performance keeps customers satisfied! In How are your stocks of IDEAL 
hundreds and hundreds of plants, they are first choice for ine Ginbind 

quantity and quality of output. t 





Distributors who sell the most—and 


*IDEAL Live Centers are also available in make the most—know that ample 
Brown & Sharpe and Jarno tapers stocks bring more business. Be sure you 
have the IDEAL Live Centers your 


customers want. Check your stock 


IDEAL INDUSTRIES, Inc. now — and regularly! 
UDEAL 1000 Park Avenue, Sycamore, Illinois 
In Canada: Irving Smith, Lid., Montreal 
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Sold Through Leading Distributors 




















“HI-CARB” 


The cap screw for use where mild steel satisfies the requirements of the job 
and special appearance is not required. Threads are accurate for perfect fit. 
Hexagon heads are clean cut, uniform and true for wrenchin J; machined cham- 
fered points for easy assembly. 


"'HI-CARBS” hor yy | wngth 


These cap screws of high carbon steel are skillfully double heat treated in our 
own modern atmospherically controlled furnaces to have maximum strength 
and toughness. The accurate threads, uniform and true hexagon heads, and 
machined chamfered points make for perfect fit and easy assembly. 


“SHINYHEADS” her Leoks “America's best looking cap screw” 


For that finishing touch on any high quality product where appearance counts 
it pays to use “Shinyheads” — made of high carbon steel for extra strength. The 
hexagon heads are finished machined top and bottom and faces burnished 
mirror smooth. Accurate and uniform threads and machined chamfered points 
make for easy assembly and perfect fit. 


Only Ferry Cap supplies three lines of hexagon head cap 
screws forall needs. Carried in stock for prompt shipment. 


Also Set Screws—square head and headless; Fillister Cap Screws; Flat Head Cap Screws; 
“Shinyland” Studs. 


& SET SCREW CO. 
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SERVING 
INDUSTRIAL 


This year marks our 40th anniversary. Since the inception 
of this company we have made every effort to faithfully 
serve industrial distributors and to afford them a con- 
tinuous source of supply for industrial brushes. 


As the years advanced, we increased our facilities in accord- 
ance with the growth of American business. Our objective 
year after year being to maintain a dependable industrial 
brush service in all respects. 

As the ensuing years unfold, we look ahead with the thought 
that in service, cooperation, and product quality ours shall 
—as in the past—be delivered in full measure. 


We are pleased at this time to pay tribute to our many 
distributors with whom we have had such a long and 
happy association. We wish you good business always 
and it will be our pleasure to continue the service that 
helps create sales and maintain customers. 


THE MILWAUKEE BRUSH MANUFACTURING CO. 


2212-36 NORTH 30th STREET MILWAUKEE 45, WISCONSIN 


SEND FOR 
CATALOG NO. 36-R7—54 
IT FEATURES 
THE COMPLETE LINE 
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Here is another New Walker-Turner | 


; 


"Light-Heavyweight” that will increase your//sales ... 


Walker-Turner “LIGHT-HEAVYWEIGHT” 
Cut-Off Machine 


Here’s a fine 

NEW product 

that your 

CUSTOMOTS MOC 2. ccceMocccccccecsceseeses 





Capacity, 112” round bar; 3” tubing. Can be fitted with Air Feed attach- 


with plenty of 12” x 3/32” abrasive wheel. mont. 
1” Spindle with 5” dia. collars, Acme 17” x 23” cast iron table can be tap- 


thread nut. Mounted on pre-lubri- ped for any work-holding device. 
convincing features cated ball-bearings. Template fepaished to drill for angle 
t 
that you can Cuts fast, clean, true. Frequently meeting's aes 
eliminates many finishing operations. §, Available with head factory-mounted 
demonstrate ......+++8- Fan-cocled motor — totally enclosed at 45° for miter cutting. 


ball-bearings, overload capacity up 
to 7 hp. 9. Wheel speed, 3720 rpm, 11,710 fpm. 


RE . 3 (tess IRENE i i tl Oa Ee 


Any plant that processes bar, rod or tub- tages in time-saving and cost-saving of 
ing stock is your prospect for one or this new Cut-Off Machine as against 
more of these new Cut-Off Machines. other cut-off methods. 

fo a really You can readily demonstrate the advan- 


big moarket .cccccccce If you're selling Walker-Turner “LIGHT-HEAVYWEIGHT” Tools now, 
' ask your W-T representative for special sales helps; he’s there to 
help you make more sales. If you're not now a Walker-Turner 
Distributor, we'll be glad to tell you if a W-T distributorship is 
available in your locality. 


Pn 


DRILL PRESSES, HAND AND POWER FEED — AIR FEED DRILL PRESS ATTACHMENT -—— 
RADIAL DRILLS — WOOD AND METAL CUTTING BAND SAWS -—— TILTING ARBOR SAWS -—— 
RADIAL SAWS — JIG SAWS — CUT-OFF SAWS — LATHES — SPINDLE SHAPERS -—— 
JOINTERS — BELT AND DISC SURFACERS — FLEXIBLE SHAFT MACHINES 
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PRODUCTION-PROVED FOR LONGER LIFE 
SALES-TESTED FOR CUSTOMER SATISFACTION 


tests every chain part for strength, fit and 


Single or multiple . . . regular or heavy 
duty .. . standard or extended pitch... 
steel, stainless steel or bronze... and 
the matching sprockets for each. Atlas 
makes them all to help you build repeat 
sales. 

Here's a chain and sprocket line that will 
roll up new sales records for you. The 
double sales appeal—complete range of 
sizes and types . . . plus built-in stamina 
for super-life performances. Atlas Pre- 


wear resistance .. . assures longer life in 


every drive . . . greater customer satisfac- 
tion in every sale. 

Put this chain and sprocket line to work 
for you! Let its production-proved per- 
.. build 
profits in the replacement and OEM field. 
Get the full details on the Atlas Sales Plan 

. write Atlas Chain and Manufacturing 


formance win new sales for you . 


Company, West Pittston, Penna. 


ROLLER 
CHAIN 


and 


SPROCKETS 











STANDARD TOOL 


... heruing (udutly since 1881 


@ The Standard Tool Man, Serving Industry Since 
1881, can recommend changes in drill grinds, speeds 
and feeds that will enable you to make substantial 
savings in your plant. 

The Standard Tool Man is a specialist in cutting metal 
and cutting costs. His service is backed by Standard’s 
modern research laboratory. He is at your service with- 


out obligation. 


Complete line stocked by the Standard Tool Distribytor in your area Call him! 





STANDARD TOOL (“o. | 


3950 CHESTER AVENUE CLEVELAND 14, OHIO 
FACTORY BRANCHES IN NEW YORK . DETROIT . CHICAGO . DALLAS « SAWN FRANCISCO 


THE STANDARD LINE: Twist Drills - Reamers - Taps - Dies - Milling Cutters - End Mills - Hobs - Counterbores - Carbide-Tipped Tools - Gages 


picture of a 
shrewd distributor 
tripling his 
gauge glass profits! 


“Lour left hand and your right index 
finger are about all it takes to start 
tripling your profits on gauge glass. 
(If you don’t have a dial telephone, 
forget about the right index finger.) 

Pick up your phone, call a cus- 
tomer who uses gauge giasses, and 
offer the helpful suggestion that he 
have a “reserve force” of spare 
gauge glasses in his storeroom. Why? 
Here is your 25-second sales story: 


Use this pitch 

Spare No. | is for regular replace- 
ment, during routine maintenance. 
Having it right nearby prevents pos- 
sible delays. (Also saves you from 
hurrying over to his plant with a 
single gauge glass!) 

Spare No. 2 is, in football terms, his 
“depth.” Break a gauge glass at mid- 








night and where is he? You don’t 
want to be interrupted in the middle 
of a nifty dream, just to supply him 
with a new glass. So, sell him on the 
idea of keeping that “spare spare” 
handy as protection against sudden 
emergencies. 

“Sit 'n’ Sell” 

This is good, relaxed, service selling. 
Sit on your premises and, with a 
simple phone call, do your customer 
a real favor. Meanwhile, triple your 
gauge glass profits. 

Make a few profitable calls today, 
and let this selling idea prove it- 
self. And be sure to have the best 
gauge glasses on hand—CorNINo®, 
Pyrex®, and MAcBETH®. Then you 
know you're giving the best protec- 
tion possible. 
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APPLICATION 





Norma! conditions 
(Up to 100 p.s.i.) 





Higher temperatures 





Higher pressures 





Extra visibility 





Viewing inside furnace, 
reactors, pressure 
vessels, etc. 





Lubrication inspection 





Visible discharge 
devices 


¥ 











CORNING GLASS WORKS 


CORNING, NEW YORK 


Conung meant research in Cilesd 





You sell for. . . $15.76 
Your cost .... $9.84 


Your mark-up ($ 5.92 60% 


For a limited time 


Individual “blister” cards 
for self-selling display on your 
perforated board or counter trays. 





SPECIAL FEATURE OF CARD 


Blade pulls out through slot in blister. Cus- 
tomer can examine blade without opening 
or damaging card. 


Assortment of 3 each HANDY® (1% inch 
blade) in 6, 8 and 10 feet... and 2 MIGHTY 
HANDY (34 inch blade) 10 feet. These are 
the regular high-quality K&E Tapes. In com- 
pact carton weighing 4 Ibs. 2 ozs. 


KEUFFEL & ESSER CO. A FEW WAYS THE CARDS CAN BE DISPLAYED 
HOBOKEN, N. J. a aes ic a ek at 
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Ap FEATHERWEIGHT" PORTABILITY! Light 


K 


50 


but strong aluminum-allcoy frame and 
shoes! Just a breeze to carry this bender 
around floor or overhead. 


“OPTIK- 
ANGLE” 
GAUGE 


NEW, LONGER STROKE RAM! Extends to full 
10-inches. Enables making 90° bends in one 
f stroke. Also forms 180° bends quickly. 


New exclusive “Optik-Angle” gauge records 


Wf New exces GUESSWORK, TRIAL FITTING! 


angle of bend (0° to 105°) as work progress- 
es. It's mounted on the bender. 
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(Pat. Pending) 


Prices subject to change 
without notice. 


| MAKES SETUPS IN SECONDS! Two pins unlock 


\\, top plate. Pipe can be laid in from above, 


j 4 “bock-on” shoes are switched in seconds. 


,/ ALSO CORRECTS OVERBENDS! Motor-driven 
‘\ pump available for multiplying output of work. 
yf Ram adapts to standard “Porto-Power” attach- 


* ¥ ments for lift, pull and other jock jobs, 





bende in [cetup! 


BIG EXCLUSIVES CREATE WAVE 
OF ORDERS FOR NEW BENDER! 


EW ““OPTIK-ANGLE” GAUGE yéW LOCK-ON BENDING SHOES 


(Patent Pending.) At last. . . a fool-proof way No time-consuming threading of shoes on ram. 
to eliminate guesswork and time-wasting mea- Simply set shoes on plunger and pin in place. 
suring in controlling degree of bend. The de- No threads to damage. 


gree is constantly indicated by gauge that’s 
““FEATHERWEIGHT”’ 


mounted right on the bender. 
NEW REMOVABLE TOP PLATE ew ALUMINUM ALLOY 


This new feature makes it dramatically easy to Frame and shoes of this material are rigid and 
set the shoes and position the pipe for the bend- strong — yet lightweight for greater portability, 
ing operation. There’s no need to slide pipe in easier assembly and maneuverability. Far less 
from the side . . . it’s quickly laid in from above. weight to lug around. 


BENDS 6 SIZES OF PIPE AND RIGID CONDUIT 


CLIMB aboard the fastest-moving sales campaign so dramatically by the surprising lightweight, port- 
in today’s equipment business! This tremendous ability speed, ease and precision of this bender. 
volume is uncorked by the new Blackhawk S-130 And here’s the payoff — the new bender is the 
Hydraulic Pipe Bender. Here’s equipment that’s door-opener for the rest of your big line of Black- 
so revolutionary that all electrical contractors and hawk Hydraulic Tools — a Key Line among lead- 
plant electricians are immediate prospects. And ing supply houses throughout the country. Make 
that’s true no matter what bender they now have for sure you have inventory and literature to capitalize 
lf to 2-in. rigid conduit or pipe! Any electrician can on Blackhawk’s big promotional campaign among 
see in a minute why the cost per bend is slashed all electricians! 





NE wi NE Ww! More SUPPLY HOUSE EXECUTIVES: Write today if you're lacking full details 


on new Blackhawk equipment now being introduced. Get facts on 
new hydraulic knock-out punch equipment, the new S-130 Bender 


e 2 
time-saving Blackhawk and other fast-moving products serving the electrical and all other 
‘ industries. See the Blackhawk representative or write, wire or phone 
equipment announced! 


BLACKHAWK MFG. CO., DEPT. P1716, MILWAUKEE 46, WIS. 


BLACKHAWK 


WORLD'S LARGEST MANUFACTURER OF HYDRAULIC TOOLS 
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BY OSBORN 





*K 


TOP PROFIT LINE of brushes 
that sells on every industrial call 


Make extra profits from the steady demand for 

all types of industrial brushes. Sell Osborn 

maintenance, paint and power brushes on every call. 
Your customers are already sold on Osborn 


through consistent advertising. Proved quality has 
established unequalled acceptance of Osborn 
brushes. 

On your next call—and every call—ask for a 
brush order. The Osborn Manufacturing Company, 
5401 Hamilton Avenue, Cleveland 14, Ohio. 


OSB ORN MAINTENANCE, PAINT AND POWER GRUSHES «+ FOUNDRY MOLDING MACHINES 


52 INDUSTRIAL DISTRIBUTION © JANUARY, 1956 











ADVERTISING 
MESSAGES ANNUALLY SAY... 





t SSIN 


— Write, Harry Stott, Gen. Sales Mgr., BOX 648, CAMDEN 1, NEW JERSEY— 


U.S.GASKET- BELMONT PACKING 


MOST COMPLETE LINE OF MECHANICAL PACKINGS & TEFLON SPECIALTIES OFFERED INDUSTRY 
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Sell the sling with the outstanding 
Repeat Order Sales Record 


One look at ¢ Tuffy Sling and the sling 
& prospect can see the extra value. No one 
else has Tuffy’s combination of 9-part 
machine braided fabric, tucked eye splice, 
ond pressed-on ferrule. Yet—Tulfy costs no 
® more than ordinary slings! 


New Tuffy Pressed-On Ferrule 
Wins Thousands of Customers — 
Every One Sure To Repeat! 


One sale means many more for the Tuffy Sling dis- 
tributor. After a user has tried Tuffy, he just doesn’t 
go back to ordinary wire rope slings. Why? 
Simply this: Tuffy Slings give your customers longer 
service life for their money. With our exclusive new 
pressed-on ferrule, Tuffy Slings are safer and longer 
lasting than ever before. And although replacement 
of Tuffy Slings is less frequent—because they wear 
so much better—you’re sure to get the reorders! You 
really have selling advantages that clinch sales in 
Tuffy’s unique construction: 


]. Tuffy Slings are made from 9-part machine 
braided wire fabric that’s exclusively Tuffy’s be- 
cause it’s patented. 


2. There is no other wire fabric sling with a stream- 
lined pressed-on ferrule eye splice to give the eye 
100 per cent of the strength of the fabric. 


3. The Tuffy Sling is super-versatile. Kink Tuffy. 
Loop it, knot it. Tuffy customers say it’s the 
toughest, most flexible sling they’ve ever used. 


But you have not only the finest sling on the market 
to sell. You also have the sling that’s backed by the 
biggest, hardest-selling advertising campaign. Every 
monta we’re contacting more than a third of a million 
prospects for you with advertising offering free 
copies of our completely revised 60-page sling hand- 
book. It’s the new edition of the famous sling hand- 
book which went to 85,000 sling users. And every 
lead from this advertising is turned over to Tuffy 
distributors for follow-up, sale and profit. 








Ferrata Srerp, fects on Fittiegs 
end Sleags be Usete! Mew Iditien 











Tuffy tradepaper advertisements 
like this will reach more thon o 
third of a million sling prospects 
monthly for Tuffy dealers 


Special Hoist Line Service From 
Union’s Many Branch Mill Depots 


We tell the reader of every Tuffy advertisement to see you, his Tuffy 
distributor, for in stock service. To make sure you don’t miss sales of 
Tuffy Hoist Lines to team up with Tuffy Slings, heavy stocks of hoist 
lines are carried at Union Wire Rope branch mill depots strategically 
located in more than a dozen cities across the country. You can give 
dependable, short-notice delivery on all Tuffy Hoist Lines 


: : we corpor ne ae 
2236 bacheater hice. ; Kansas City 26, Missouri 
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INSTALL WATSON-STILLMAN 
FORGED STEEL FITTINGS... 


...and get THESE IMPORTANT ADVANTAGES: 


Ss 


e Resistance to Pressure, Heat and Corrosion 
e Long Service Life 
e Low Maintenance Costs 


Watson-Stillman Forged Steel Pipe Fittings are fabricated and 
designed for tough service...and long service. They're drop forged 
of high quality metal to produce a strong, tough, fiber structure 
that resists the stresses of high pressures, shock and vibration. And 
our forged stainless and alloy steel fittings give you the added 
advantages of resistance to high temperatures and corrosion. 
Watson-Stillman Fittings assure you of safe, reliable service in 
process lines, high pressure steam lines and other arteries of the 
operating equipment in your plant. 

You can obtain a complete line of W-S fittings to suit your service 
and fabrication requirements. Available in Screw-End and Socket- 
Welding Types in Carbon Steel, 14% Chrome-%%% Moly steel, 2%% 
Chrome-1% Moly steel, Types 304, 316 and 347 stainless stee] and 
Monel. 

Send today for our informative bulletins. 


Sold through leading distributors 


WATSON-STILLMAN FITTINGS DIVISION 


HKD H. K. PORTER COMPANY, INC. 
‘HEINE Roselle, N. J. 
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TALK ABOUT 











Discharge orifice of 1” 
NICHOLSON trap (A 
compared with other 
types of same size (B 

Nicholson's greater—in 
every size! 


Compare capacity of a Nicholson Steam Trap with any other trap of same size. 
Greater capacity—right across the board—means Nicholson Industrial Traps dis- 
charge condensate and air from steam lines and process equipment faster, more 
effectively. Selling higher capacity gives you a sound sales story about “‘savings’’: 


@ lower initial cost—more for the money 

@ less upkeep expense— minor maintenance 
@ faster warmup—high, even temperatures 

@ faster production—increased 20% to 30% 


Where performance counts, specify Nicholson. Write for Catalog 953. 


O44 NICHOLSON and Consay, 


VALVES + FLOATS + METAL PARTITIONS 








14 OREGON STREET, WILKES-BARRE, PA. - SALES AND ENGINEERING OFFICES IN 58 PRINCIPAL CITIES 
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Here’s the inside story 
on QUAKER-QUAKER PIONEER 


profit plan for distributors... 





Quaker and Quaker Pioneer 
distributors are backed by a 
complete line of industrial 
rubber products, including 
belting, hose, packing and 
moulded rubber for every use 
—plus the customer-building 
advantages of Quaker-Quaker 
Pioneer engineering and re- 


search. 





40 SNOISIAIO 


The proof of the profits is in this portfolio. It shows how 
Quaker-Quaker Pioneer products mean business for distributors. 
It contains examples of selling aids currently doing an effective 
job on the distributor sales front—including up-to-date market 
data—pre-selling promotional pieces to industrial rubber users 
—a brief run-down on where and how our national advertising 
helps distributor selling — plus a quick idea of the range and 
versatility of Quaker-Quaker Pioneer products. Let us show you 
this complete package plan for profits. Write. 


H. K. PORTER COMPANY, INC. 


QUAKER RUBBER DIVISION 


Philadeiphia 24, Pa. 


QUAKER PIONEER RUBBER DIVISION 


H. K. PORTER COMPANY, INC 


San Francisco 7, California 
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FOUNDATION 
HOOK ANCHOR BOLT 
PROVIDES FIRM HOLD 

IN CONCRETE 


When builders of homes, garages, and other small structures 
need fasteners for bolting to concrete foundations, or for roof 
supports, sell them Bethlehem’s Foundation Hook Anchor Bolt. 

The Bethlehem Foundation Hook Anchor Bolt is ideal for 
foundation bolting and roof support because of its great 
strength, and because it is specially designed for firm grip. It 
is easier to use than a standard machine bolt, and is more 
economical, as well. 

The anchor bolt has cold-rolled threads for maximum 
strength. It comes plain or galvanized, complete with square nut 
and round washer, 50 pieces to the easy-to-handle corrugated- 
paper carton. It is carried in stock in % in. diameter, and in 
lengths from 6 in. to 20 in., in 2-in. increments. Other diameters 
and lengths can be furnished promptly. Just get in touch with 


the nearest Bethlehem sales office. 


BETHLEHEM STEEL COMPANY, BETHLEHEM, PA. 


On the Pacific Coast Bethlehem products are sold by Bethlehem Pacific Coast Steel 
Corporation. Export Distributor: Bethlehem Steel Export Corporation 


BETHLEHEM STEEL 


Bethlehem Foundation Hook 
Anchor Bolt with typical 90-deg pETH LEH EM 
bend. Bolt is also furnished with STEEL 
45-deg and 135-deg bends. 
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With These Yood DIXON 
pecial Purpose Fillings 


There are many items in the DIXON Quality Line designed 
for a variety of specific services. Don't overlook them, WTTTT TT , | enasennns 
for they offer the opportunity for extra sales among a Hi 
wide group of users. 
A few of these special-purpose fittings are described 
here. Each will give the same long, reliable service as 
the more familiar “Boss”, “Dixon” and ‘King’ Couplings. 


“DIXON” ALUMINUM FLORIST HOSE 


COUPLING 


A light weight yet durable coupling for water hose HTT TT) 
connections in greenhouse, nursery and other horticul- 


tural and general applications. Corrugated shanks have 
large bore to provide maximum flow. ¥%" and |" sizes. 


“DIXON” INSULATION HOSE COUPLING... 


Strong, durable, light in weight, and designed to permit 
unrestricted flow of material. Shanks machined from steel, 
with minimum wall thickness and smooth interior. Easily 
connected and disconnected. Sizes 2", 24%" and 3". 


“DIXON” OXY-ACETYLENE HOSE COUPLING... 


Unequalled in efficiency and safety for this service. 

Machined from brass bar. Left-hand thread for acety- 

lene hose; right-hand thread for oxygen hose. Ground- 

joint union—no washers. Standard threads fit all makes ceareheehetathae 














of welding equipment. 
“SUPER-KING” SHANK COUPLING .. . |< a i i 


For gasoline or oil hose in tank truck, bulk plant and 
refinery service. Easily installed, and reusable. Female 
(illustrated) has heavy brass swivel nut, and cadmium 
plated steel shank. Male is all cadmium plated steel. 
Shanks are extra long—5%" on all sizes, 2" to 4". 


“DIXON” SWIVEL CONNECTION 


Prevents hose from twisting and kinking at or near con- 
nection. Turns freely under pressure, and remains leak- 
proof under normal service conditions. Cadmium plated 
steel. No parts to get out of order. Sizes, 44" to %". 


“BOSS” HOSE MENDER... 

The practical way to repair high or low pressure hose, 
in sizes from Ya" to 6". Fitting consists of corrugated 
Mender Tube and two “Boss” Interlocking Clamps. Tube 
has flanges to engage clamp fingers. All parts cadmium 
plated—rustproof. 








GO and 


ie DIXON pile saying 


DIXON GENERAL OFFICES & FACTORY PHILADELPHIA 22 


iil er cele Lc stam ellitie Mmib de E's Th a Maellist| chasm hii Mis! ie.) 


* MPaAn x 12ON MPrAN 
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The Nicholson Long Angle Lathe cuts faster 
files in lathe-filing applications. Designed for 
steel and many other materials like alumi- 
num, brass and bronze, it is correctly used 
with a lateral, gliding motion. 

Moderate pressure and high spindle speed 
should be used to remove metal quickly. For 
a silken finish, the filer’s touch should be 


delicate. And he should avoid running his 
hand over the work, because oil and moisture 
interfere with the fine “bite” of the Long 
Angle Lathe file’s precisely cut teeth. 

"This file can mean satisfied customers — 
too, in Nicholson Swiss Pattern files for highly 
polished finishing, and for filing oval, ellip- 
tical, or irregularly rounded lathe work. 


IT WILL PAY YOUR CUSTOMERS AND YOU 


TO DISCUSS LATHE FILES AND TECHNIQUES—SOON! 


sos 


A Si dene 
NICHOLSON FILE 
ee “AL... Soa 


NICHOLSON FILE COMPANY, PROVIDENCE, RHODE ISLAND 
(Un Canada: Micholson File Company of Canada Ltd. Port Hope, Onterie | 


A FILE FOR 
EVERY PURPOSE 


; 
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“OPEN SESAME!” 


A password or charm at which 
doors or barriers fly open. 
Main objective of Deming Industrial 
Advertising is to help open doors 
of pump users for cooperation by 

our Distributors’ Salesmen. 


The Deming ad reproduced at the 
right is one of a series to appear 
in a number of industrial publica- 
tions in 1956. Note the cut at the 
foot of this ad. It will be used in 
the complete series for 1956. It is 
directed to thousands of men in 
diversified industries who specify or 
buy pumps and related accessories. 


Call your 
DEMING 


DISTRIBUTOR 
for help on pumps! 


We can’t prove it but we have good 
reason to believe that a straight- 
forward and businesslike sugges- 
tion like that will prove to be a door 
opener to some hard-to-reach pros- 
pects for pumping equipment. 


For more than 75 years, The 
Deming Company has believed in 
and practiced a policy of close 
cooperation with Distributors. That 
policy will be continued and devel- 
oped as time goes on. 


Year after year, the demand for 
Deming Pumps increases. As 
American Industry expands, the 
diversified line of Deming Pumps 
will gain wider and still wider 
applications. 


SELL DEMING! ... 
the right track! 


THE DEMING COMPANY 


541 BROADWAY « SALEM, OHIO 


and you're on 


Above view shows the two Deming 
Vertical Pumps installed at the McInnes 
Steel Company, Corry, Pennsylvania. 




















@ Powerful forge machines 
produce steel forgings at the 
Mcinnes Steel Company, Corry, 
Pa. These machines are oper- 
ated by steam power at 135 
lbs. pressure. 


Two Deming Vertical Pumps, 
working alternately, supply 
water for the boilers. Depend- 
able, low cost operation and 
easy accessibility for mainte- 
nance make these compact 
Deming Pumps ideal for boiler 
feed service. 
Today’s line of Deming Industrial 


Pumps includes more types, sizes 
and capacities than ever before. 


THE DEMING CO.- 541 BROADWAY: SALEM, OHIO 


CALL YOUR 
DEMING 
ISTRIBUTO 


DISTRIBUTOR 
a 2s 
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ABRASIVE CUTTING PARTICLES 


SAFETY FEATURES ‘“\ Ce 


SIMEX # 


RED WHEEL 


Consteuction) 


for production grinding, weld grinding, cleaning-up BIN CTel aia 


FORE gS 
Here’s a real money-maker for you . . . a sensationally new, fast ue ae aa 
turn-over item! It’s Simex, the new and different abrasive le 
wheel . . . reinforced resinoid bonded . . . lightweight . . . rigid 

type . . . a steady profit builder for you. For detailed 


information send for bulletin ESA-244. 





SIMMONDS ABRASIVE COMPANY + PHILADELPHIA 37, PA. 


Branch Warehouses: Boston, Detroit, Chicago, Portland, San Francisce * Distributors in Principal Cities 
Division of Simonds Saw and Steel Co., Fitchburg, Mass. * Other Simonds Companies: Simonds Stee! Mills, Lockport, N.Y. 
Heller Tool Company, Newcomerstown, Ohio, Simonds Canada Saw Co., Lid., Montreal, Quebec, 

Lion Grinding Wheels Div., Brockville, Ont. and Simonds Canada Abrasive Co., Lid., Arvida, Quebec 


for 
STEADY, REPEAT LAMP BUSINESS 


Re-orders for Champion Lamps hold steady month 
in, month out. That’s because Champions are sold only 
by selected suppliers like yourself and yow get the re- 
peat business, not just any chance competitive sales- 
man who comes along. Champion Lamps’ long, bright 
burning life is insurance that customers keep coming 
back. 

Choose Champion to better your business in lamps 
in every way. Write for full information. 


CHAMPION LAMP WORKS 


A DIVISION OF CONSOLIDATED ELECTRIC LAMP COMPANY 
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Thermoid i ecorinail + 
Multi-V Belts 
cut operating costs 


Industrial 


Rubber Products 






r 
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There’s a Thermoid V-Belt for every plant application. C, Dand E 
Every belt is pre-stretched to provide longer service and Section Belt 
maximum power transmission without slippage. Thermoid 

C, D and E sections are rayon-grommeted for brute 

strength and extra flexibility that withstands repeated 

shock loads. The entire belt is vulcanized into a solid unit 

that resists moisture, abrasion, internal friction and heat .. . 

assuring longer wear with less maintenance, lower 

operating costs. 


Mr. Distributor: Thermoid “‘built-for-the-job” 
Multi-V Belts, Hose and Conveyor Belting can help you 
increase your sales to all industries. You can always 
rely on Thermoid service and the complete cooperation 
of experienced Thermoid Sales Engineers with their 
intimate knowledge of industrial rubber problems. 
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PATENT PENDING 


Sianda 


f ase hy 


for: 


CARBIDE or HIGH SPEED STEEL TOOLS 


— 
wTielilelelas me Dwin Wheel Too! Grinder features pre 

cision, compactness, simplicity, ample working 
14” TD 


minimum parts. Each wheel on the TD has its st suitable for 
f diamond wheels 


and maintenance comfort, rigid tables and 


own spindle head with easily removable ~ 
cover. Also, large removable cover with @ Insert shows 10” Single Cup Wheel 


quick-acting latches at front of base 


Send for bulletin TW a 4 
| a ONE STEP 
~ _ > <= 


ve A] 


FROM 
OLD WAY NEW WAY 
ROUGH T0 Lost time between rough One step from rough to fin- 


Easy to mount new f 
wheel or moke FINISH GRIND a abe aan ish grind. Conserve floor 


adjustments for wheel wear ewey from wall. 

















space—place against wall. 


Mounting 


new wheel in A PARTIAL LIST OF USERS 


less than 5 minutes 
Alabama Pipe Co. Delco Products Div., GMC 
Allis Chalmers Corp. Ford Motor Co. 
Aluminum Co. of America Frigidaire Div., GMC 
Operating view of American Bosch Corp. Hughes Aircraft Co. 
‘ Bethlehem Stee! Co. International Harvester Co. 
10” grinder shows Fisher Body Div., GMC Pullman Standard Car Mfg. Co. 
ample room to serve Buick Motor Div., GMC Studebaker Corp. 
Chrysler Corp. Timken Roller Bearing Co. 


two operators 
Cincinnati Milling Machine Co. Westinghouse Air-Brake 


comfortably. Twin lights 
are optionai. 





ASTE EXPO. A DESIRED ACCESSORY! 
Mar 19 thru 23 Universal Precision Protractor Tool Guide— 


Chicago Amphitheatre with Dresser-Holder 
“A” knob for adjusting face of Protractor [in slide i 
¥," to 5” to or away from wheel. “B”’ knob for 360° adjust- 


the OL ANTIARDD electrical 001 CO. Protector Tool Guide hes only 360° edjustment. 


2520 River Road ¢ Cincinnati 4, Ohio 


ALSO MANUFACTURERS OF: Single, Multiple and 
INFINITELY VARIABLE SPEED GRINDERS, POLISHERS, BUFFERS; 
SUPER-PRECISION GRINDING SPINDLES, DRILLING AND 
BORING HEADS, SPEED LATHES AND SPECIAL MACHINERY 


Standardize with 
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sezsrzat no extra cost! 


STELLITE faced sealing surfaces are among 
the many plus advantages offered by Vogt 
General Purpose Valves. Fusion welded to 
the removable stainless steel seat rings of 
gate valves and to the integral seat of globe 
and angle valve bodies, tough, long-wearing 
STELLITE affords amazing resistance to 
erosion, corrosion and galling. 

The new line of Vogt drop forged steel GP's 
completely fills the demands of industry for 
a line of compact, lighter weight, shorter 





Hard faced” 


G-P series 5-9530 


face-to-face vaives. 
economies and longer life and are available 
in a complete range of sizes and types from 
4," to 2”. They are rated 800 pounds at 
850°F. and 2,000 pounds at 100°F. Send today 


for free catalog. 


They assure operation 


Adv. No. 2 in a series describing the features 


of Vogt G-P Valves. 


Write For Your FREE COPY of Supplement 
No. | to Catalog F-9. Address Dept. 24-F1 


HENRY VOGT MACHINE CO, 
P. O. Box 1918 © Lovisville 1, Kentucky 


SALES OFFICES 


New York, Philodelphia, Cleveland, Chicogo, St. Lovis, 
Charleston, W. Va., Cincinnati, Dallas, Son Francisco 


FORGED STEEL 








VALVES 
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MOUNTED WHEELS 


First—Foremost—and 
* Finest! The fastest 
turnover and the big- 
gest profit line in the 
abrasive field. Mini- 
mum space require- 
ments .. . low stock 
investment... higher 
profit margins. 





“XL” BOND WHEELS 


Areal Chicago Wheel 

. exclusive ... this new 

* “XL” Bond for car- 
bide tool and cutter 
grinding. Nothing 
like it on the market 

»—the answer to your 
diamond wheel short- 
age. All popular sizes 
and steel backs. 


DISTRIBUTORS WHO kuow a 


CHICAGO WHEEL 


Ask any Industrial Distributor who sells Chicago Wheel products, and 
he'll tell you that year-in year-out, it’s the top abrasive specialty line 
for him. His profit margin is larger and fully protected, and he’s never 
stuck with stock obsolescence or slow turnover. The Chicago Wheel 
line, moreover, is non-competitive on many items. And it’s backed by 
hard-hitting, consistent national advertising, helping to boost the fast- 
est growing company in the abrasive industry. If you are not satisfied 
with your present connection ... if you want to get aboard a real money- 
maker . . . don’t delay . . . find out today why CHICAGO WHEEL is a 
Peach of a Deal! 


GRINDING WHEELS 


Wide range of sizes, 
shapes and specifica- 
tions for every portable 
tool operation. The 
outstanding line from 
both quality and profit 
factors. Exclusive . . . 
“79E” Bond Wheels 
for faster production. 


CHICAGO WHEEL 
Sales Promotion Aids 


ay 
* 


CUT-OFF WHEELS 


Longer-lasting, stronger, 
more efficient wheels that 
cut anything. Complete 
range of sizes and shapes to 
meet every demand. Bonus 
selling feature is 10% 
greater cutting efficiency .. . 
a competitive advantage 
available only with Chicago 
Cut-Off Wheels, 


INTERNAL WHEELS 


Vital to today’s urgent 
production require- 
ments... a real leader 
in the field. Better bal- 
anced to give better 
finishes. Available in 
all popular sizes for 
every I.D. application. 


HANDEE TOOLS 
OF 1001 USES 


Top quality hand tools 
for shop and home use. 
Nationally advertised... 
nationally known. Wide 
range of models... plus 
more than 500 matched 
accessories for steady, 
repeat business. 


CHICAGO 





WHEEL: Mfg.Co. 


Dept. ID, 1101 West Monroe Street * Chicago 7, Mlinois 
Offices in Principal Industrial Centers 


INDUSTRIAL DISTRIBUTION © JANUARY, 1956 








/ 
V4 , 

J 4 

\ 

\ j 

} 4 
‘ 
| 


THE MOST UP-TO-DATE AND COMPLETE 
CARBIDE TOOL CATALOG AVAILABLE 


‘ 
\ A completely new carbide tool catalog, 
shadow indexed for ready reference. 


so 92 pages contain complete listings on Super Standard 
Carbide Tools, sizes and engineering information. 


 . Many new carbide tools cataloged for the first 
time, including an extended line of solid carbides. 


gu om aw een Sone for your copy POG ) a= oe ow ow os 
SUPER TOOL CO., DEPT. 332 : 
21650 Hoover Rood, Detroit 13) Mien 
Please send me my copy of Super No. 56. 
Name : 
Company 
Address 


TOOL COMPANY 


21650 Hoover Rd., Detroit 13, Michigan 5210 San Fernando Rd., Los Angeles 3, California 
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SINTERED POWDERED 
BRONZE BEARINGS 
AND BARS 


Now available for delivery is a complete line 
of Bunting Sintered Powdered Bronze Plain 
and Flange Bearings, Solid and Tubular Bars, 


and Thrust Bearings. 


Manufactured in Bunting’s own factory these 
Sintered Powdered Bronze Bearings represent 
a high point in sintered bronze quality and 


precision. 


The Bunting line of Sintered Powdered Bronze 
Bunting Industrial 
bearings provides a wide range of sizes 
Distributors have BS F =~ 
stocks of these Bunting including all A.S.T.M. recommended sizes, 

Sintered Powdered tolerances and standards. The composition of 
Bronze bearings. Ask your —_— he B . .: ze Stock li = 

5 the Bunting Sintered Bronze Stock line is 


Bunting Distributor : ; : 
copper 90% , tin 10%. 


le 
or your nearest Bunting 


Branch for catalog P-56 


coe OF WIile 


a eu 
—— 
This advertisement appears in ; 
® 


lron Age @ Mill & Factory 
Machinery ® Modern Machine Shop 
Southern Power & Industry @ Stee! 


BUSHINGS, BEARINGS, BARS AND SPECIAL PARTS 
OF CAST BRONZE AND POWDERED METAL 


The Bunting Brass and Bronze Company + Toledo 1, Ohio+ Branches in Principal Cities + Distributors Everywhere’ 
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Imsicdle story: 


Valves may look alike on the surface. Their 
performance is another story. And the in- 
side story of Powell Valves is that every 
Powell Valve has Performance Verified. 
X-ray and gamma ray inspection—ex- 
amining the very structure of the metal it- 
self—are two of the many ways that Powell 
can make absolutely certain that Powell 
Valves will give dependable flow control. 
Every part of every valve must pass 
rigid inspection. As a final step in manu- 


facture, every Powell Valve is subjected to 
an actual line test. Because of Powell's 
pains-taking quality control, valve repair is 
cut to the minimum and plant shut down 
through valve failure is substantially re- 
duced. Records from refineries, power and 
industrial plants the world over prove it. 


Consult your Powell Valve distributor. 
If none is near you, we'll be pleased to tell 
you about our COMPLETE quality line 
which has PERFORMANCE VERIFIED. 


The Wm. Powell Company, Cincinnati 22, Ohio... 110th YEAR 


FIG. 1793—Iron Body Bronze Mounted 
0. S. & Y. Gate Valve for 125 Pounds 


W.S.P. 


FIG. 2608—Bronze Full Flow 


Globe Valve for 200 Pounds W.S.P. 


FIG. 2491—Stainless Steel 0.S. & Y. 


Gate Valve for 150 Pounds W.P 


A i 


POWELL VALVES 


BRONZE, IRON, STEEL AND CORROSION RESISTANT VALVES. 
PS. This is just one of many. ads appearing in trading. magayimes that: 4b you aell POWELL VALVES! 
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Y An industrial distributor asks 


d leading questions about V-belts 


eee? . e has : 
I’m tired of ‘one belt’ sales! 
— 9° 
Can Veelos build my volume? 
Yes! Selling Veelos is selling volume. You sell by reels, 
not by belts, turn small orders into large orders. With 
four 100’ reels of Veelos (O, A, B, C widths) your cus- 
tomer replaces up to 316 different sizes of endless belts. 
Veelos Belts get used constantly because they're adjust- 
able to any length. No waste—no useless deterioration 


in storage. And Veelos stores in mere inches! 


~ 


©) “With Veelos, can I meet 
© customer needs quickly?” 


Yes! You never have to over-stock, because Veelos is 
packaged in 100° reels—each reel in its own tough, cor- 
rugated box. You can ship to your customer in these 
same cartons! There’s a Veelos belt for every possible 
requirement, and your storage is as easy as your custom- 
er’s. With Veelos, nobody has to maintain a huge in- 
ventory... and you can meet customer requests quickly 


and easily! 


“Is it true that Veeles cuts 
installation and down-time?” 


Yes! You've got a terrific selling point here—Veelos is 
an adjustable belt. Veelos adjusts to any drive, any 
length. Your customer doesn’t have to tear down out- 
board bearings, reset, tilt or move motors to replace a 
belt! Veelos is easily altered by adding or removing 
links—and you don’t have to stock hundreds of matched 


sets to meet customer emergencies! Veelos cuts cost. 


Veelos is sold exclusively 
through distributors. For 
information, write to: 


LINK V BELT MANHEIM 
Manufacturing & Belting Company 
114 Stiegel St., Manheim, Pa. 


Veelos is known as 
Veelink outside U.S.A. 


“Industrial Belt 
Specialists Since 1911” 


© M.M.& B. Co. 1956 


Adjustable to any length e Adaptable to any drive e Balanced power e Constant power e Vibrationless power 








LASTING ‘ecxony 
BORROUGHS 


* uNITIZED fei 


STEEL SHELVING 


Again we repeat what American industry is fast discovering about Borroughs Unitized flexi Steel Shelving... 
“No steel shelving is easier or quicker to assemble. It's the most practical, most flexible, most economical shelving 
on the market. Saves time—saves money—from the first day of its installation.” You owe it to yourself and your 
company to investigate all the outstanding advantages of Borroughs Unitized flexi Steel Shelving. 


Flexibility is demon- 
strated in this partial 


Each individual unit AT] = | WS a view of the large 
is complete in itself ps) Borroughs shelving in 


+-me part depends on unit stallation at the Ford 
Division of the Ford 


next to it..any unit or shelf |;— | ~ —— , 
can be moved independently. — <a — Motor Co., Assembly 
- 4 \ : “ Plant No. 2, Lovis- 


ville, Kentucky. 


; stallation at the wore 

0 4 | c w= house-carpet section of 

the J. L. Hudson Co 

department store, De- 

fer clesed troit, Michigan. Open 

Borroughs heavy gauge rolled shelving . . : end assembly permits 

shaped-post for open shelving saves . easy storage of rolled 
gives extra strength. erection time. stock. 


A , - 
| 2 =<, gj s : . Borroughs double 
id SS ) . mum foced open shelving 


Bt , : t * installation at Charles 


5 . A portion of the 
0 ; fy ; Borroughs shelving in- 


Scribner's Sons, Pub 


\ MT - N ) s 
fit Dy PS : . . ¥ lishers, New York City. 
\ < } ~ 5 Note compact shelving 


a 
| 
4 ‘ - "a? le orrangement—open 


tal 


insert shelf support bracket Tilt shelf into support bracket ; ey quires minimum floor 
..no fumbling with studs, bolts, ..and shelf is ready for loading. space. 
nuts or lock washers. ; , 


BORROUGHS MANUFACTURING COMPANY 


A SUBSIDIARY OF THE AMERICAN METAL PRODUCTS COMPANY OF DETROIT 


3024 NORTH BURDICK am KALAMAZOO, MICHIGAN 


@mp Plants and other Subsidiaries: (American Metal Products Co.—Detroit, Michigan—Union City, Tennessee) (AllianceWare, Inc.—Alliance, Ohio 
Kilgore, Texas—Colton California) (General Spring Products, Ltd.—Kitchener, Ontario, Canada) (Tube Reducing Corp.—Wallington, New Jersey) 


Manufacturers of quality products for automobiles, trucks, aircraft, offices, factories, warehouses, and homes. 
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NEW ELECTRONIC PROCESS 


Bay State Grinding Wheel Formulas are 
now computed AUTOMATICALLY! 





ELECTRONIC FORMULATION 


means this for you: 


% GREATER ACCURACY 

IN ENGINEERING. 

The ELECTRONIC FORMULATION 
system precisely spaces every interval 
between grade and structure changes 
equally along a perfect progression. This 
gives the Bay State abrasive engineer 
the industry’s most accurate measuring 
device for recommending wheel specifi- 
cations that will fit your job best. 


% GREATER ACCURACY 
IN MANUFACTURING 


Electronic precision replaces the possi- 
bilities of human error in figuring for- 
mulas which control the manufacture of 
every Bay State wheel. This precision 
makes sure you get the special grinding 
qualities determined best for your job. 


‘ ranch Office OF 


BAY STATE ABRASIVE PRODUCTS CO., 


Westboro, Mass., U.S.A. 


Branch Offices and Warehouses — 
Bristol, Conn.; Chicago, Ill.; 


Cleveland, Ohio; Detroit, Mich.; Pittsburgh, Pa. 


In Canada: 


: e for ne 
STATE se Home 


* GREATER ACCURACY 
IN DUPLICATION. 
Formulas for every Bay State grinding 
wheel are preserved on punched cards 
for electronic computers. This insures 
absolute accuracy in duplicating wheel 
formulation, with FASTER ORDER 
PROCESSING. 

en 
Truly “Wheels of Progress” in action, 
the ELECTRONIC FORMULATION 
system is an exclusive BAY STATE 
development. lis many advantages are 
yours when you call your BAY STATE 
DISTRIBUTOR, or factory representa- 
tive, for complete “on-the-job” engineer- 


ing service. 
c 


Office, at 


- 


WHEELS of 


PROGRESS 


=<. ’ 


Bay State Abrasive Products Co. (Canada) Ltd., Brantford, Ont. 
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It’s NEW! It’s Revolutionary! 


Ever? 


SO SMALL 
So SIMPLE 


SO TROUBLE-FREE! 


Big demand already created 


7. aAcCAP 
New sales opportunities for you 





» 
- 


® 


3. a BODY 


Here’s a revolutionary new steam trap...so small, it 
fits into the hollow of your hand. It has only 3 
rugged parts...all stainless steel. It has only one 
moving part...a hardened stainless steel disc, practically 
immune to wear. 

Is it any wonder that this new Sarco Thermodynamic steam 
trap practically sells itself...and is an ideal stocking item for 
jobbers!... 


2. aovisc 








Why TD-S50 is an exceptionally 
good stocking item for jobbers 


1 
I 

| 

| 

| 

I 

l 

! 

| 

| 

| 

l 

| 

| 

l 

Big demand—because this all-stainless steel trap is a revolution- 
, ary new type...the most important steam trap NEWS in years. 
" Simplifies your stock—you can sell the SAME TD-50, without 
| changes or adjustments...for pressures 10-600 psi...for light 
| or heavy loads...for the widest range of applications. 

I Door-opener—because of its news value and excitement created 
by 1,000,000 ads in 35 magazines. 

I 

l 

| 

i 

! 

! 

! 

! 

! 

I 

I 

| 

! 

I 

! 





And your accounts will appreciate these advantages... 


changes or adjustments. Simplifies 


1. Maintenance practically eliminated— 
users’ steam trap inventory. 


no valve-closing mechanism, no gas- 
kets, no critical clearances. Only 3. Closes tight on no load. 

moving pert is the hardened, stain- 4. Operates against back pressures up 
less steel! disc. All-stainless steel. to 50% of inlet pressure. 


2.SAME TD trap for 10-600 psi...for 5. Discharges condensate as it forms. 
light or heavy load ...for the widest 6. Not affected by water-hammer, cor- 
range of applications... without rosive condensate or superheat. 





YES, SO TROUBLE-FREE: No valve-closing 
mechanism to wear or stick —the kinetic 
energy of steam closes valve. No critical 
clearances to choke. No gaskets to leak. 


Write for Special TD-50 Introductory 
Offer for Distributors. Sarco Com- 
pany, Inc., Empire State Building, 


New York 1, N. Y. 
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Talk of the Trade 




















DO YOU KNOW HIM? In speaking recently at a 
meeting of the Lancaster and York, Pa., chapters of 
the Purchasing Agents Association, William J. Mc- 
Kee (National Tube) quoted a description of purchas 
ing agents . . . Do any of your buyers fit the descrip 
tion? 

The typical purchasing agent is a man of middle 
life, maybe bald-headed, wrinkled, intelligent, cold, 
impassive, non-committal, with eyes like a codfish, 
polite in contact (but at the same time unresponsive), 
cool, calm and as dammably composed as a concrete 
post. A human petnfication with a heart of granite, 
and without charm of the friendly germ, they are 
minus bowels, passion, or a sense of humor; they 
never reproduce; and all of them finally go to Hell.” 





RECORD BREAKERS: A five-man Briggs-Weaver, 
Houston, bowling team really went wild the other 
night .. . Paced by George Thorn with 265, the team 
wound up with a 973 game and a 2,632 series for the 
night . . . It was the highest single game rolled in 
the 10-year history of the Sentinel League; George’s 
game set a new league high for an individual game 
and the team series was a new season high . . . Con 
gratulations to George and his teammates, G. Hudson 
(180), K. Dane (173), P. Banks (179) and B. Dickmeyer 
(176). 


IN THE NEWS: A short biography of Fred A. 
Ellfeldt (Fred A. Ellfeldt Co., Kansas City) appeared 
in Research Hospital’s official monthly . . . Fred, a 
Research director, is so enthusiastic about his duties he 
once attended a board meeting in a wheel chair 


VITAL STATISTICS: George Treacy (Mid-Island 
Supply, Long Island City) was handing out cigars 
last month . . . Mrs. Treacy presented him with a 
daughter, their first born . . . The baby, Jeanne, the 
mother, Helen, and even the father, George, are all 
doing well. 


NEW MEMBER: After attending a Hardware ‘Trade 
Association meeting as a guest, Bob Calvin (Rogers 
Mill Supply, Belleville, N. J.) immediately applied 
for membership . .. When admitted last month, Bob 
explained he acted so promptly because “I never saw 
any other organization with so many nice guys” 
He must have taken that course in “how to win, etc” 
. Speaking of the Hardware ‘T'rade reminds me that 
Roy Schmidt (Stanley) again played Santa Claus and 
was really kept busy handing out turkeys and hams 


HAPPY NEW YEAR 
R. W.B. 
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HY-PRO REVOLUTIONIZES 
ITS NEW AND EXCLUSIVE 


New concept in production control— 
by the Tap Specialists—promises 
record sales for 1956 


ow, Hy-Pro—the tap specialists and tradi- 
N tional leaders in tap quality—have devel- 
oped a new and exclusive 3-way quality con- 
trol. It’s a strong sales story for your customers 
and a new source of plus profits from increased 
sales. Here are the three steps: 

The first is a new Heat-Treating installation, 
acknowledged to be the industry’s latest and 
most precise. And the result is the hardest, 
toughest tap which guarantees you unvarying 
perfection. 

The second Hy-Pro marvel is its new Elec- 
tronic Analyzer. All Hy-Pro taps are now sub- 


jected to an electronic analysis. This new equip- 


ment examines the structure of a tap without 
ever touching it. This is why Hy-Pro taps can 
produce more holes per tap at the lowest cost 
per tapped hole. 

The third instrument of perfection is Hy-Pro’s 
new Micro-Hardness Tester. Here Hy-Pro taps 
are microscopically examined for metallurgical 
uniformity on both interior sections and sur- 
faces. Even the extreme cutting edges are care- 
fully checked for hardness to within one-half of 
one thousandth of an inch to insure that every 
tap will give proper performance. 

And the best part of the Hy-Pro story is that 
you and your customers get the benefit of these 
new Hy-Pro developments at no extra cost. 
1956 promises to be a record year for Hy-Pro 
sales. Why not boost your volume too. Hy-Pro 
means new plus profits for 1956. 


1. Heat- Treating —Hy-Pro’s new heat treating installation—the industry's most 
advanced equipment—guarantees you the hardest, toughest taps yet achieved with 


unvarying perfection. 
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TAP PRODUCTION WITH 
3-WAY QUALITY CONTROL 











2. Electronic Analyzer—When a Hy-Pro tap is put in 3. Micro-Hardness Tester—Hy-Pro taps undergo the 

this machine, its structure must conform to the most only known microscopic examinations of metallurgical 

rigid Hy-Pro standards — or it is electronically rejected. structure on both interior sections and top surfaces. Even 

All Hy-Pro taps are subjected to electronic analysis. the extreme cutting edges are checked to within one-half 
of one thousandth of an inch 


“The Tap Specialists” 
New Bedford, Massachusetts, U.S.A. 


10428 W. MeNICHOLS RD 11232 LAWLER ST. (WORTH) 109 EDISON PL 
ADDITIONAL WAREHOUSES: DETROIT 21, MICH CHICAGO, ILL NEWARK 5, N. J 
UNIVERSITY 4-1077 GARDEN 4-0217 MARKET 2-4318 
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WATER HOSE 


ONE 
MANY 
GOOD 
PRODUCTS 


FOR: General Industrial Water Service. 
SOLD BY 


REPUBLIC 
DISTRIBUTORS 


WHY: Lightweight—only 35+ per 100’ in the popular 3/4”, 
2 braid size. 


Strong: The 3/4” two braid is rated at 200% w.p. 
Flexible: Braided construction—will not kink. 


Long Lengths: Availabie in specified lengths up to 100’ 
or in 500’ reels or bales with no more than 3 lengths 
to the reel, shortest length not less than 50’. 


SIZES: 1 /2” to 2”, including all standard sizes in between. 


Other Republic Hose for Water Service 


Champion—Where you have external abrasion and high 
pressure conditions. The finest hose made! 


Chariot—For general service where abnormal conditions do 
not prevail. Wrapped construction. 


Republic Contractors Road Hose—For highway paving and 
road projects. 
Fairway Water Hose—An excellent hose for golf courses, 


greenhouses and similar services. 


Other Water Hose in the Republic line: Hi-Pressure Orchard 
Spray; Relief Car Washinc; Republic Street Washing and 
Invader Street Washing. 


e*eeeeoeeoeeeweeeeeeweeeeeeeeneeeeeeeneeeeeeeeeeneeeeee 


REPUBLIC RUBBER DIVISION 


LEE RUBBER & TIRE CORPORATION, YOUNGSTOWN !, OHIO 


INDUSTRIAL RUBBER PRODUCTS 
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Industrial Distribution 





It’s Just Smart Business 


| Fe SPRING I wrote a follow-up note to myself: 
“Check into this subject for an editorial in 
the January 1956 issue.” The reason for the post- 
ponement was that last spring nothing could be 
done about the subject. The idea dealt with a job 
that is usually done in January. Here it is January. 
I still think the idea is good. So here goes. 


The Man with the Order 


All this started last spring after I had read the 
beautifully-illustrated annual reports of some score 
or more manufacturers in our field. In not one 
report did I find any mention of the distributive 
organization that had brought in the orders over 
the years. No mention was made of the source of 
the sales that had made the firm prosperous. | 
maintain, for manufacturers in our field, the dis- 
tributive organization that has been built up over 
the years is as much of an asset to the corporation 
as any plant or piece of equipment or union con 
tract that gets full play in the usual annual report. 

Now I know, the annual report is the realization 
of an accountant’s dream. Assets and liabilities are 
set forth in careful detail. All elements of income 
and outgo are enumerated. But where did the sales 
come from? What did the company do during the 
year to build a stronger distribution system? Al 
though no dollar figure can be put on this asset 
in the balance sheet, what was done during the 
year to expand, to improve, to strengthen the 
firm’s distribution? The new addition to the plant 
is described in great detail. But what about the 
distributive system that brings in the orders to 
keep the plant going? 

As a stockholder of the firm I'd like to know 
about this intangible, but very real and valuable, 
asset. As an employee of the firm I have a very real 
interest in where the orders are coming from that 
will secure my job and pay my wage. As a user of 
the company’s products I want to know what has 
been done to insure availability of the products at 
the time, place, and in the quantity needed. 
There’s a reason why everyone wants to know 
what's being done about distribution. But no one 
thinks of telling the “story.” 


While I’m on this point of telling the distribu 
tion “story,” I'd like to suggest another area where 
manufacturers in our field are missing a bet. Each 
month we receive scores of new product releases. 
They'd probably make a stack four or five feet 
high. But there’s not one in a hundred that tells 
where and how the new products are available. 
Not one word about distribution channels. We 
get beautiful pictures of the product. Reams of 
paper extolling the virtues of the items. A blow 
by-blow account of its conception, gestation, and 
birth. But not a word about where it is available. 

Of course, we on INpustriaL Disrrisu rion 
know that it is available through a network of in 
dustrial distributors. But the same release is going 
to a host of user or consumer magazines, and a 
paragraph about availability would be mighty help 
ful to those editors and to their readers. The user 
or final consumer sees the new product item in his 
favorite magazine. It has just the attributes to 
solve a problem he is facing. But where can he get 
it? Let’s make it easy for the customer to buy 
Why not tell the distribution “story?” 


New Year's Resolution 


To my way of thinking these additions require 
no great commitment on the part of manufactur 
ers. Neither does the inclusion of the distribution 
“story” need justification on the grounds of loyalty 
or cooperation. It’s just smart business. But if it’s 
good, why isn’t it being done? 

I'd like to suggest that in the thinking of too 
many people in manufacturer organizations, the 
distribution system is not viewed as an asset. This 
is a way of thinking—or not thinking. Sure, the 
president and the vice presidents in charge of sales 
and production know the importance of a stead 
flow of incoming orders. But what they know isn’t 
“sold” down the line. Manufacturers might well 
place this telling, or retelling, of the distribution 
“story” high on the list of New Year’s resolutions 
for 1956. 


ee a 
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With Harold Wolff (left) and C. McD. England, Jr., Huntington’s Mayor Theuer proclaims “Distribution Week”. 


“Distribution Week” Proclaimed 


! CAN BE DONE! ‘The Joint Advertising and Awards 

Committee of the National Industrial Distributors’ 
Association and the Southern Industrial Distributors’ 
Association demonstrated conclusively that it could be 
done. What? That industrial distributors could com 
mand the most important channels of communication 
in a community to tell the story of the essential role 
they play in American industry. “Distribution Week” 
in Huntington, W. Va., was the vehicle used to put 
this story across. This is one phase or aspect of the 
industry-wide public relations program currently being 
developed by the Committee. 

Cooperating with the Committee at the local level 
vas the Huntington Chamber of Commerce, Junior 
Chamber of Commerce, Marshall College, the Hunt 
ington high schools, and the Huntington Retail Mer 
chants Association. All service clubs in Huntington 
had programs tied in with “Distribution Week”. The 
Huntington experiment was a pilot or test case, and 
besides doing a successful public relations job in this 
city, it made it possible for methods and procedures 


to be developed which distributors in other localities 
can use in promoting similar “Distribution Weeks’ 

Of the six speakers who talked on distribution dur 
ing the week, three were industrial distributors. A 
fourth speaker was Harold Wolff, who also told the 
industrial distributor’s story. Mr. Wolff is public rela 
tions counsel to the Committee and is of the firm of 
Harold Wolff & Associates, New York. The distribu 
tors were John D. Williams, Mau-Sherwood Suppl; 
Co., Cleveland; Walker Wellford, J]. E. Dilworth Co., 
Memphis; and C. McDonald England, Jr., Logan 
Hardware & Supply Co., Huntington. 

The speakers appeared before six service clubs with 
a total attendance of more than 400 business and 
civic leaders. Mr. Wolff, in addition to appearing on 
TV and radio news programs and before the Ameri- 
can Business Club, also made two talks before two 
assemblies at Marshall College. Mr. England, during 
the week, addressed more than 1,200 high school 
students. Mr. Williams spoke to a Lions Club meet 
ing, and Mr. Wellford addressed the Rotary Club. 
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Marketing Key To Valley Expansion, Buzzell Says 
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Huntington’s local press gave distribution and marketing a big publicity push 


Wins Enthusiastic Support 


Other speakers arranged for by the Committee were 
George E. Dove, general freight agent of the B. & O. 
Railroad, who talked to the Civitan and Advertising 
Clubs, and Professor Robert D. Buzzell, Department 
of Economics, Ohio State University, who spoke to the 
Kiwanis Club. 


Wide Publicity 


Thirteen news stories were published about the 
Week in the local newspapers, aggregating 131 column 
inches. “Distribution Week” stickers were distributed 
to 100 leading firms, and a competition to select a 
“Miss Distribution” drew many entries. Two direct 
mailings were made to 271 wholesale and retail firms 
promoting the “Week” and the “Miss Distribution” 
contest. 

Appraising the results, R. L. Gibson, president of 
the Huntington Chamber of Commerce, wrote Mr. 
Williams: 

“From the standpoint of someone not directly con- 


the 
Ihe 
city was certainly well exposed to your story, and I 
was particularly pleased that it was given to several 
school-age groups. Various presentations made elicited 


nected with your organization, I believe that 


results of ‘Distribution Week’ were excellent 


quite some bit of comment locally, all favorable. | 
think there can be no doubt but that the people of 
Huntington generally have a better understanding of 
a distributor’s function, now that ‘Distribution Week’ 
has been held. Summing up, | think that we could 
say that your promotion was completely successful.” 

The Joint Committee feels that the Huntington ex 
periment could serve as a model for similar under 
takings by individual distributors in all industrial com 
munities. In order to assist these distributors to initiate 
and participate in such “Distribution Weeks,” Inpus 
rRIAL Distripution prints digests of the speeches 
made by Professor Buzzell and the three distributors 
It is hoped that other distributors, working with the 
Committee, will undertake similar public relations 
activities in their own communities. 


SPEAKERS PASSED THE WORD AROUND .. . 





Harold Wolff spoke on television. 


John D. Williams addressed the Lions. 


Rotarians Hear Distribution Story 


By Walker Wellford 
J. E. Dilworth Co., Memphis, Tenn., former 


president of the Southern Industrial 


tributors’ Association 


you MAY ASK why we industrial dis- 
tributors have gone to the effort and 
expense to present this program. The 
reason for “Distribution Week” is 
certainly not any desire for publicity 
in the ordinary meaning of the word. 
It stems rather from a weep ‘onviction 
on our part that there is a need for a 
better understanding and appreciation 
of the importance of distribution to 
the economy. 

Industrial distribution is an old 
business. But, because there are many 
who do not really understand the na- 
ture of our type of distribution, we 
see costly errors made by businessmen 
who are otherwise highly efficient in 
operating their own businesses. These 
errors are rooted in a broad and basic 
lack of understanding of some aspects 
of the distributive process and, as 
such, are not too different from errors 
made by sellers and buyers in the con- 
sumer goods field. Some of these mis- 
conceptions are perpetuated in our 
textbooks of history and economics. 
Some have led to serious errors of 
public policy. 

What difference does it make 
whether you, as businessmen or as 
professional men or as citizens, under- 
stand the functions of industrial or 
any other kind of distribution? Let’s 
see why. Our gross national product 
is now about $395 billion, the high- 
est in history. At that level of busi- 
ness activity, our factories are busy 
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and our people employed. Anything 
less would mean shutdowns and lay- 
offs. About 55% of our consumption 
is what can be called necessities. But 
45% is what economists call “dis- 
-retionary spending,” things that peo- 
ple don’t have to buy. Someone has 
to persuade people that they really 
do need something. That’s where the 
distributive system comes in—new 
product design, market research, ad 
vertising, merchandising, creative sell- 
ing. Sometimes it is just a question 
of whether or not a supply or service 
is available locally that will determine 
whether or not a deep freeze or a new 
tool will be bought. The main reason 
our production and employment are 
at high levels today is because dis- 
tribution has been operating. 

In this picture, industrial distribu- 
tion is particularly important. Of the 
total output of our factories, a little 
over half—52.1%—is sold not to the 
consumer public but to business it- 
self. Obviously, a high level of these 
industrial sales is highly essential for 
business prosperity. This year there 
has been an unprecedented expendi 
ture just for new plants and equip 
ment. The figure indicates a rate of 
29.7 billion. But, much of that ex 
penditure is “discretionary.” Sumner 
Slichter of Harvard estimates that 
ordinarily about two-thirds of this ex- 
penditure is for replacement and the 
rest is optional. This year, the rate of 
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“optional” spending is even greater. 
These expenditures will not be made 
unless somebody sells somebody some- 
thing. To keep our factories going, 
we will have to keep our selling and 
service effort going. 

We industrial distributors know 
that service is the most important 
commodity we have to sell. It starts 
with maintaining local stocks. If a 
replacement or a part is needed, cer- 
tainly a customer doesn’t want to wait 
until it arrives from the maker. He 
may also need engineering service and 
we either have that on our own staff 
or can get it from our suppliers. Of 
course, we also extend credit which 
saves our suppliers untold time, 
trouble and expense. Another money 
saving service is the advantage we offer 
of one monthly statement covering 
many different items from many dif 
ferent manufacturers. Most of all, 
though, we offer know-how. We 
know our customers and the product 
lines we sell. One visit from an in 
dustrial distributor salesman can cover 
the same ground as 20 visits from dif 
ferent manufacturers’ representatives, 
none of whom have the same intimate 
and continuing familiarity with cus 
tomers’ needs that our men have. 

But doesn’t this service get added 
to the price? you ask. A study con 
ducted a few years ago by one of the 
largest hacksaw blade manufacturers 
indicates an emphatic “No.” He took 
all his invoices for a month and com- 
puted the cost and price of selling 
direct compared with selling through 
distributors. He found that, if he had 
sold every account direct, it would 
have cost him 16% more than selling 
through industrial distributors. This 
included several large Government or- 





ders and, when he eliminated those 
from the calculations, the increased 
cost was over 20%, an increase that 
he would have had to add to the price 
of his product. And, even at this 
higher price, the customer could not 
get many of the services he gets rou- 
tinely from a good local distributor. 

Now, I want to make one point 
clear. We industrial distributors are 
in favor of the lowest possible distribu 
tion costs. But it’s one thing to cut 
distribution costs, and quite another 
thing to eliminate distributor services 
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or the distributor entirely. That has 
proved, in almost every case, to be a 
costlier business. Costs are involved 
when business is so keenly competitive 
in the struggle to maintain and expand 
markets. Although productive capac 
itv is expanding, I don’t have to tell 
you we are in a buyers’ market. This 
makes it even more important to buy 
and sell as effectively and as eco- 
nomically as possible. The future of 
many a product and many a company 
will depend on the continued effec 
tiveness of the distributive system 


Distribution Essential to Economy, Lions Learn 


By John D. Williams 


Mau-Sherwood Supply Co., Cleveland, chairman, 
Joint Advertising & Awards Committee, Na- 


tional and Southern 


| ™ SURE THAT ALL OF YOU HAVI 
HEARD in one form or another the 
cry to cut out the middleman, that he 
is a parasite in our economy. Elim 
inating the middleman is the misin 
formed person’s idea of the best 
method for reducing costs 

This misconception of the middle 
man gets into high places too. During 
the early days of World War II, as 
production controls were being en 
acted, production men who knew 
nothing of marketing and distribution 
were called in to administer controls. 
These people thought that, by elim 
inating the industrial distributor, they 
could speed up delivery from manu- 
facturer to industrial consumers. Little 
or no priority assistance was given to 
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the distributor In fact, restrictive 
regulations on the activities of the 
distributor were issued as if he 
unessential to the war effort. 

But examples of costly shutdowns 
ind production delays, plus a vigorous 
educational effort by distributors, 
gradually shed a light. It was demon 
strated that the distributor's 
in stocking, selling and advising on 
supplies that kept factories going was 
highly essential. Moreover, it was also 
demonstrated that the distributors 
could perform the distributive func 
tion more efficiently and more eco 
nomically for a group of manufacturers 
than each manufacturer could do for 
himself. 

You have also heard it said that dis 


weic 


service 


tribution costs are too high compared 
to production costs Again, these 
critics fail that the dis 
tributor gives with the 
he sells. ‘Take two similar 
turing plants. Suppose that one buys 
everything he can direct from the 
factory or from a price-cutter Che 
other plant buys from its local dis 
tributor. The first plant may realize 
a temporary gain on invoice compari 
son of similar products, but what hap 
pens to this plant when it runs out of 
supplies, or has a fire, or needs engi 
neering service in a hurry? 
services which the second plant get 
with the purchase of its supplies. It 
takes only one emergency for the first 
plant to realize the error in its pu 
chasing policy 

Some of the that we, as 
distributors, perform that justify ou 
existence and support the 
prices we ask are: daily delivery, in 
cluding nights and Sundays if neces 
sary; credit, which often includes 
carrying an account for 60-90 days 
providing engineering service to cus 
tomers; screening new products and 
demonstrating the with appli 
cability in our territory; working with 
customers to help them plan inventor 
reductions. We also enable the in 
dustrial buver to group together on 
one order an 
laneous items with the assurance 
them the next day 

We have to clear up these miscon 
ceptions about what is involved in dis 
tribution We have to spend 
enough distribution of 
goods and services to create a demand 
to keep people employed and factories 
operating at maximum or near-maxi 
mum levels of production 
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AND DISTRIBUTION WAS EXPLAINED TO SCHOOL STUDENTS... 








Local business joined in “Distribution Week.” 


Left is G. E. Dove, B&O 


freight agent, with Luigi Narcise, president of Junior Chamber of Commerce. 


1,200 Students Gets Facts about Distribution 


By C. McDonald England 


Logan Hdwe. 


& Supply 


Co., Huntington, 


W. Va., former Southern Association presi- 
dent and past chairman of the Joint Adver- 
tising & Awards Committee 


IS KNOWN AS A DISTRIB 

uror. Many of your fathers are 
distributors of one kind or another, or 
ire in one phase of distribution. I am 
what is called an industrial distributor. 
lf 1 tell you something about what I 
do, you may find out something about 
what your father does and about what 
there are in the distribution 


| 1M WHAT 


careers 
held. 
As a distributor, | have a warehouse, 
which is really a kind of store. In my 
warehouse, you will find goods which 
vere manufactured in many parts of 
the country, goods that are used by 
manufacturers in this area to keep 
their plants going. Suppose a machine 
in one of these plants breaks down. A 
special part 1s needed to fix the ma 
chine. If it isn’t fixed fast, the plant 
nay shut down partially and the work- 
rs sent home. They will not be able 
to produce goods to fill orders. The 
plant will lose money. Where can the 
repair part be obtained? Suppose the 
company that made the machine is 
in Philadelphia. The plant with the 
broken machine can call or wire Phila 
delphia to have the part found and 
rushed here. If everything goes well, 
the part might get here in a couple 
of days, so the plant loses only a day 
or two of production. But they may 
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have trouble finding the right part in 
Philadelphia. ‘There they don’t know 
the local plant very well and they may 
not know just what model of the ma 
chine is used here. Or they may not 
be able to get it on a plane, or the 
planes may be grounded. Even if they 
can, it’s a lot of trouble for a big 
factory to stop and find one part for 
one customer. It’s also very expensive 
And there is always the possibility that, 
when the part gets here, it is the 
wrong one which makes it even more 
costly for everyone concerned. 

Now that’s where I, or some other 
distributor, come in. All the plant 
with the broken machine has to do is 
all me on the phone. I know the ma 
chine and the part needed. I have it 
in my warehouse and my truck rushes 
that part right out to the plant. 

That’s only one example of what a 
distributor does. Suppose your father 
owns or works in a factory. The plant 
makes a product which your father 
wants to sell. He can try to sell di 
rectly to customers all over the coun 
try by hiring salesmen, paying big 
travel expenses, putting ads in papers 
and magazines. If they sell a lot, he 
can increase production and keep the 
plant busy. If he doesn’t sell a lot, 
then he can’t keep the plant so busy 
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and may have to lay off some of the 
workers. 

There is another way he can sell 
his products and save a lot of money 
and effort and probably sell more. He 
can make arrangements with distrib- 
utors all over the country to buy and 
stock his product and let them sell it 
to local customers. This way he gets 
more salesmen and covers more 
ground, as the distributors have sales- 
men who call regularly on their cus- 
tomers. The distributor is a local mer- 
chant and knows his local customers 
better than a national organization 
could know them. The distributor 
knows what they need and what would 
be a good product for them to use. 
Customers know that buying from a 
local distributor gets them good de- 
livery and good service at any time 
they need it. 

Studies have been made which show 
that a local distributor can do all this 
more efficiently than a big national 
organization can. This is interesting 
because we have been taught that 
mass production is more efficient than 
small-scale production. That is true 
of manufacturing, but not so true of 
distribution. Some things can be dis 
tributed efficiently by national organi 
zations. But, even though you have 
national advertising, a good deal of 
distribution is personal and local in 
nature and therefore can be done more 
effectively and efficiently by local dis- 
tributors because of their personal re- 
lationship with customers. 

Today, our factories can produce 
is much goods as they did 10 
vears ago! Next year we will be able 
to produce 20% more than we did 
last vear. If we can’t distribute and 
sell, that much, we will have to shut 
down some of our factories. If we 
want to distribute all this production, 
we wi!l need at least a million more 
voung men and women in distribu 
tion. There is no more productive or 
career than a career in dis 
tribution. Selling merchandise of all 
kinds—food, clothing, houses, autos, 
appliances, TVs, radios, etc.—that our 
factories produce. But, in addition to 
selling there are other jobs which 
range from sales manager to shipping 
clerk and include even engineers who 

special services to customers. 
[here are many reasons why our 
country is the best in the world. One 
of those is our wonderful system of 
distribution which, bv efficiently trans 
mitting the goods from the factory to 
the user, enables factories to keep 
running efficiently. We are world 
leaders in many ways, and distribution 
is one of them. I am proud to be an 
industrial distributor. 
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Distribution Adds Value, Kiwanians Told 


By Prof. Robert D. Buzzell 


Dept. of Economics, 


ROBABLY NO ONE THING about mar- 

keting stands out more in the pub 
lic’s mind than the cost of performing 
distributive functions. Because mar 
keting is so generally associated with 
cost, it has been under a handicap in 
this country for a great many years. 
Manufacturing, farming, labor all 
have vocal public relations groups 
which inform the public of the value 
of their services. Marketing alone is 
thought of as an activity which adds 
cost to a product, but not value. | 
would like to point out some of the 
things that are wrong with this “cost 
approach” to marketing. 

How much does marketing cost 
us? Actually there are three questions 
involved here: How much does it 
cost? What do we receive for this 
cost? Is marketing worth its cost? 
So let us take the first two questions 

How much cost? What do we re 
ceive for it? In that order. 

Our latest available estimate is that 
about 48% of the consumer's dollar 
goes for the costs and profits of the 
marketing system his means that, 
in terms of personal consumption ex 
penditures in 1954 of about $250 bil 
lion, about $115 billion represented 
the social cost of marketing. 

More important, perhaps is its real 
cost. The real cost of marketing in- 
cludes the labor and capital devoted 
to it. We have no reliable estimates 
of the amount of capital employed in 
marketing, but we do know that about 
25% of the civilian labor force is em 
ployed in marketing jobs, or more 
than 16 million out of 65 million 
emploved in the U.S 

Both the share of the consumer's 
dollar going for marketing and the 
proportion .of the labor force engaged 
in it have increased greatly in the 
past 50 years. For each dollar spent, 
less and less goes into physical produc 
tion and more and more into distri 
bution. Then, because this average 
share has increased, many people feel 
that marketing is wasteful. I feel that 
this attitude is mistaken because it 
depends on two basic fallacies about 
marketing costs. The first I’d like to 
call the fallacy of percentages. Pro 
duction costs have been greatly re 
duced in the past 50 years through 
mass production. Automation prom 
ises to reduce them even further. Be 
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cause marketing 


of this, percentage 
have increased in many cases 
while absolute or dollar marketing 
costs have remained stable or 
decreased slightly. Then part of the 
increase in percentage marketing costs 
is due purely to the mechanics of com- 
puting percentages. 

Another factor is that, while pro- 
duction costs can be reduced with in- 
creasing volume, marketing costs are 
much more difficult to reduce. ‘There 
is reason to believe that some kinds 
of marketing costs, such as personal 
salesmanship, increase with volume. 
Higher marketing costs are often 
necessary to make mass production 
possible 

Further there is the mistaken belief 
that marketing costs are unnecessary, 
the fallacy of “low distribution costs”. 
It rests basically on the belief that 
our present high level of production 
could be maintained without market 
It ignores the 
oul 


costs 


even 


ing activities and costs 
role of demand creation in SVS- 
tem Our capacity to produce far 
exceeds our willingness to consume. 
Ihe only way to utilize our capacity 
scems to be through the creation of 
a demand sufficient to absorb a full 
or near-full level of production. Only 
through creative salesmanship and ad 
vertising and market research can this 
be donc 
Actualh 
that, as a country 
standard of living, a 
tion of its resources will always be de 
voted to marketing and services and a 
maller proportion to primary produc 
tion. Our own history bears this out 
And what do vou get? When you buy 
a product, you buy not only a physical 
new auto, but 
many services 


historians believe 


progresses in its 


many 


greater propor 


commodity such as a 
you buv a 
with it. Consumer 
credit, delivery, sales help, etc., are 
ipparent and they are reflected in the 
cost of marketing. Are there too many 
customer services? The customer will 
decide that. It is interesting to note 
that over the years the supermarkets 
have gradually, but steadily, increased 
the services offered with the result that 
operating expenses have increased 
from 6 or 7% of sales in the early 
1930’s to 15 or 16% todav. 

Another service which buy 
with your products is more difficult 


also great 


services such as 


you 
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Competition can be a good thing—es- 
pecially when it results in selection of 
“Miss Distribution,’ Carol Peters, who 
was showered with gifts 


to appreciate lhis is the service of 
demand creation itself. Bec 
keting makes possible 
tion, it reduces the total price you pa 
If every automobile were built b 
hand, it is estimated that the 
cost $20,000 But with 
production you pay $2,000 to $5,006 
Che 
advertising and research 
cost of marketing 
From what I'v 
clear that the old 
marketing is one-sided 
ing on a positive approach 
ittempting to study the values 
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and to compare these with past year 


and for different tvpes of marketing 
institutions 

We are confident that, if the publi 
understands marketing and its func 
tions, it will cease to attack its “high 
costs”. After all, we nothing to 
hide. When the facts are known, I 
believe you'll agree with me that the 
services we receive for money in 
marketing are well worth their costs 
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DAY BEFORE HURRICANE IONE was scheduled to hit 
Providence, everyone at Barker Chadsey worked from 9 a.m 
to 10 p.m. on “Operation Big Move.” Four vans and two 
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tractors shuttled the five miles each way between Providence 
and Johnston, R. I. Previous plans, based on adequate time 
and systematic operation, were reluctantly scrapped. 


A Hurricane Made Us Move In A Hurry 


The memory of $100,000 fiood damage in the past year and the threat of a new 


hurricane caused Barker Chadsey Co. to abandon long-range plans for moving 








EVERYBODY PITCHED IN and everybody kept at it 
even when capricious Ione headed out to sea. For although 
danger was past, Barker Chadsey’s operations were split be 
tween Providence and Johnston. To insured continued op 
eration and service to customers, everyone had to keep things 


going smoothly in both locations 


“Wy ou DON’T KNOW HOW FAST YOU CAN RUN until 

Y you're scared,” is a favorite observation of 
J. T. O'Connell, president of Barker Chadsey Co. of 
Rhode Island. 

When Hurricane Ione threatened the New England 
coastline, Mr. O’Connell decided they’d better start 
running. Long-range plans for a move to a mill five 
miles away in Johnston were abandoned, and the 
whole staff got busy with the mammoth task of 
moving over a million dollars worth of inventory in 
industrial, marine and hardware supplies. 

As Alex Walsh, treasurer, puts it, “Some things 
worked out fine; others got fouled up. But maybe 
other distributors contemplating a fast move can 
profit by our experience. 

“Some time ago,” Mr. Walsh advises, “We'd been 
informed our building would be demolished to make 
way for a North-South Freeway. So we purchased 
mill property in Johnston which offered some 60,000 
sq. ft. floor space. Realizing the immensity of a 
move, we allowed plenty of time for planning. We 
wanted to know where everything was going and 
planned on having Johnston in first-rate shape before 
shipping a thing out of Providence. But when Ione 
appeared on the horizon, we dumped our leisurely 


plans for an efficient move.” 
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NEW STEEL SHELVING on hand was quickly assem 
bled in new quarters consisting of 60,000 sq. ft. of floor 
space. Shelving had been purchased to replace many wooden 
formerly used. Quick erection of shelving enabled 
truck incoming stock close by for immediate stor 
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SKID BOXES saved the day, accord 
ing to Mr. Walsh. ““These pallets witl 
superstructures provided efficient way to 
small, odd-shaped packages 
in great numbers. We acquired 125 of 
them with purchase of the mill prop 
erty, and rented two fork lift trucks to 
it the old building 
Without them 
nuch longer.” 
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ONE OF THE FIRST STEPS was to rush painting interior 


of Johnston plant. Spray equipment had been in use prior 


to Ione’s threatening winds, but this operation was stepped 


up when danger was imminent. Assets in new location wer 
and unloading facilities, adequate, modern 


systems throughout the plant 
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ORDERS WERE FILLED from steel shelving whik 
Alex Walsh, treasurer 
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What’s the Economic Weather Up Ahead? 


Considering all factors, says this economic observer, sunny pros- 
pects face businessmen in 1956—with only the odd, scattered squall 


By Dexter Keezer 


Director of Department of Economics 
McGraw-Hill Publishing Co. 


1 SEEMS CLEAR that for 1956, as a 
| whole, gross national product, 
personal income and industrial pro- 
duction will all set new records. 

This is not to say that the rise 
will necessarily take the form of an 
even progression from quarter to 
quarter. Any time a boom picks up 
as much speed as this one has lately, 
there is the chance of a temporary 
stumble, particularly if some one 
section of the economy is operating 
at a dangerous speed. Most observers are convinced 
that this is a true characterization of the current state 
of affairs in the automobile industry. A production 
pace of 2 million cars in the fourth quarter of 1955, 
compared with optimistic estimates of 7 million for 
the full year 1956, suggests the possibility that some- 
time next year this industry, and its suppliers, may 
suffer a painful let-down. And enough of the economy 
is geared to automobile production for the let-down 
to have some general effects. 

But it is, we think, a characteristic of our present 
economy that the effects of a drop in one industry 
(like autos) or one section of the national income 
(like farm income) wear off pretty quickly. One reason 
is that the economy has been running on so many 
potent cylinders that we can have “rolling readjust- 
ments” such as that in prospect for 1956—with capital 
goods rising to offset any drop in autos. Another is 
that our built-in growth potential (GNP normally 
increases 4% per year) is such that we can take minor 
let-downs in stride. ‘Thus it seems to us that, even 
if the boom does get a bit out of hand in the months 
just ahead, and some let-down ensues, the trend will 
be upward again before 1957 is over. In short, the 
prospect is good not only for 1956 but for the years 
following along in immediate succession thereafter. 


Business Planning and Research 


Historically, the most unstable element in our 
economy has been business investment in new pro- 
ducing facilities. But it’s no longer unstable. Over the 
next few years business investment in new plant and 
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equipment will be expanding and at 
a relatively stable rate. Two new, 
and I believe too little appreciated, 
elements in our economy will make 
important contributions. 

1. We have been making periodic 
surveys of plans for business invest- 
ment in new facilities for the past 
eight years. When we started out 
only a handful of the cooperating 
companies had any plans for capital 
investment beyond the year imme- 
diately ahead. Now about 90% of 
the reporting companies, and it is a 
far larger number of companies than 
that with which we started, can give 
us estimates of their capital expendi- 
tures for some years ahead. Along with this increased 
emphasis on long-range investment plans has gone a 
greatly increased determination to stick to the plans, 
and thus be in a position to take advantage of the 
expanded markets which lie ahead. 


Forty-fold for Research 


2. Another major force in stimulating business in 
vestment in new processes and equipment is provided 
by the tremendous volume of research of one kind 
and anothyr being done these days. As a nation we 
are spendir:g about $4 billion a year for research. 
About one-half of it is financed by government and 
about two-thirds of it done by private establishments. 
This is about forty times as much as we spent for 
research in the 20's. 

Since the end of World War II we have nearly dou 
bled our manufacturing capacity in the United States. 
In the meantime, the economy as a whole has grown 
about 40°. I know that reflection about that pair 
of facts causes many of you to fear that continuation 
of a high level of investment in new producing facili- 
ties is going to sink us under the weight of excess 
producing capacity. 

I am sure that this is not going to prove the case. 
I have already touched on one key reason. American 
business firms increasingly gear their capacity require- 
ments to long-range programs rather than counting 
on keeping every bit of their equipment going all the 
time. Another key reason is that we need a large 
investment to replace worn-out facilities. This year 
more than half of our business investment is going 
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for that purpose. Of the balance, the larger part is 
not going simply to increase capacity, but to provide 
more efficient capacity or capacity to do entirely new 
things. 


Does Business Have the Money? 


There remains, of course, the rather crucial ques- 
tion of whether business firms can get the money to 
fulfill this urge. This immediately involves taking a 
look at their prospective sources of capital funds. 

For 1955 the reserves set aside by American corpora 
tions for depreciation will amount to about $14.5 bil 
lion. That’s enough to cover well over half of their 
investment in new producing facilities. And these 
depreciation reserves will continue to increase in the 
years immediately ahead, to reach a total of about $20 
billion in 1958. With depreciation allowances of this 
magnitude, American industry will need to make only 
modest drafts on retained profits and the new securities 
markets to carry forward a steadily increasing program 
of investment in new producing facilities. 

In addition, and a most important addition, we 
have a tested governmental device to stimulate busi 
ness investment if, by some mischance, it should get 
to lagging in a disturbing way. The device is accel- 
erated depreciation which, it has been clearly demon 
strated by a $30 billion test of it, can be counted upon 
to give prompt and powerful leverage to business in- 
vestment. 

I realize fully that business investment in new plants 
and equipment is not a process that is carried on in a 
vacuum or at least a comfortably isolated compart- 
ment. I am quite aware of the fact that over any 
considerable length of time this process is geared to 
what consumers are doing to take off the products 
being turned out by the new equipment. 


Keeping Up the Standard 


Here again I find a reassuring prospect. We have 
a rapidly increasing population and a population in 
which I find no perceptible trend toward giving up 
the present high living standard. Also we have access 
to the basic resources to see that the living standard 
is maintained. There may come a time, of course, 
when added population is a curse, as it is already 
viewed in some parts of the world. But that time is 
obviously further down the road than the period with 
which I am concerned. 

In the meantime, individual income is distributed 
very broadly and in depth, and we have a built-in 
device to increase the flow of this income steadily. As 
near as we can tell, wage and salary increases in 1955 
added about $14 billion to the nation’s disposable 
income, as compared to that of 1954. And for 1956 
we already have another substantial increase in dis- 


posable income provided for by the long-term agree- 
ments governing industrial employment. For example, 
between provision made for so-called productivity 
increases and cost-of-living increases, it is estimated 
that the automobile workers already have about a 
10¢-an-hour wage increase arranged. I am aware that 
some fear the future; they see people so surfeited with 
new automobiles, household appliances, food and en- 
tertainment that they fear those people will soon 
become less avid consumers, with very disturbing 
economic results. 

I do not dismiss this worry lightly. I sometimes 
shudder to think what would happen if a great evan 
gelist of asceticism and the simple life should come 
along and get command of our modern engines and 
mass communication and persuasion. He or she might 
wreck our economy. As a nation we have become so 
rich that we can take or leave a very large part of what 
is produced without any immediate personal incon 
venience at all. I think the share is as much as 40% 
of the total. But if we left it, a great depression would 
not be far behind 


The Monochrome Complex 


Happily, at least from the standpoint of keeping 
our economy going well, there seems to be little 
tendency on the part of the American consumer to 
exercise his option not to consume. 

There is now reason to believe that the tremendous 
power of advertising will, if necessary, be used to 
stabilize sales in a manner it was never used prior to 
1954. Then, for the first time in our history, adver 
tising volume was increased by 6% while sales were 
going down by 4%. Always before advertising and 
sales had gone up and down together. This little 
appreciated change in advertising practice last year 
is responsible in no small degree for the fact that the 
recent recession was one of the mildest on record. 


The Geneva Complex 


With the evaporation of the “spirit of Geneva” any 
near-term prospect that the federal government is 
going to be spending a much smaller proportionate 
part of our national income has, alas, evaporated, too. 
Even if the spirit should return, any cut in defense 
spending is likely to be offset over the next five years 
by other demands. Our state and local governments 
are under the increasingly acute necessity of increasing 
their expenditures for public facilities such as high- 
ways, schools and systems to get and control water 
and keep it away. This will require both greater local 
expenditures and increased federal aid. 

[ don’t want to leave the impression that I believe 
there are going to be no bumps at all in the economic 

(Continued on page 184) 
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“In 1953 we designed our planned 
selling program. As a result, for each 
$1,000,000 in sales, we added last year 
$9,800 in net profit.”—Bernard C. 
Weirauch, Orr Iron Co., Evansville. 


Central States officers for the coming year are: H. J. Stangel, J. J. Stangel Hardware 


Co., Manitowac, Wisc., vice president; L. 


P. Russon, Vonnegut Hardware Co., 


Indianapolis, president; Leonard L. Dietz, Dietz Industrial Supply Co., Aurora, 
secretary; and L. W. Gilbert, Screw Machine Supply Co., Chicago, treasurer. 


Cooperation Is Theme 
At Central States 


rTHEMI 


ta OOPERATION WAS THi 
of the 23rd annual convention 
of the Central States Industrial Dis 
tributors’ Association in the Edge 
water beach Hotel, Chicago 
Opening on Sunday, Nov. 20, 


with a two-hour “contact booth’ 
program and a “fellowship” how 
the second day program included a 
business meeting to which manu 
facturers were invited, morning and 
afternoon “contact booth”’ sessions, 
a luncheon, a cocktail hour and a 
banquet and variety show. 

C. W. Helstrom, Globe Machin 
ery & Supply Co., Des Moines, 
presided at all sessions and, at the 
conclusion of the convention, 
turned the gavel over to his succes 


Russon 


sor as president, L. P. 


Se 


“Margin—manufacturers think they pay 
it; consumers think they pay it. In 
reality, we create it.”—L, W. Gilbert, 
Screw Machine Supply Co., Chicago. 


Vonnegut Hardware Co., Indiana- 
polis. Other officers for the 1956 
are H. J. Stangel, J. J. Stangel 
Hardware Co., Manitowac, Wis., 
vice president; Leonard L. Dietz, 
Dietz Industrial Supply Co., Aurora, 
secretary, and L. W. Gilbert, Screw 
Machine Supply Co., Chicago, 


treasurer. 


Inventory Investment 


Speaking on the subject “Inven 
Relation to 
Myers, vice 


tory Investment in 
Cross Profit,” R. B. 
president of Electrical Engineering 
& Equipment Co., Des Moines, told 
arrives at an 
factor, why 


how his company 


inventory investment 
such a figure is necessary to success 
ful distributor operations, and how 


it may be used. 


Two Problems 


Howard F. St. George, president 








of Shadbolt & Boyd Co., Milwau 
kee, discussed two distributor 
problems in his talk on “The 1955 
Picture”: the rising cost of doing 
business fixed margins of 
profit, and selective distribution. 


with 


He concluded with a recommenda 
tion that a committee be appointed 
to assemble data on increased gross 
margins, and to present the data to 
major suppliers. 


Code of Cooperation 


Lewis W. Gilbert, president of 
Screw Machine Supply Co., Chic 
ago., called attention to the copies 
of the association’s newly adopted 
“Code of Cooperation” which were 
distributed to all present. He 
covered the five points in the 
“code”, pointing out to manufac 
turers: “We 
with you—but just as it takes two 
to tango, it takes two to cooperate.” 

The code, printed in an eight 
page folder, 5 by 7 inches, is repro 
duced on the next page (page 94). 


want to cooperate 


Planned Selling 


“The Profit in Planned Selling’, 
presented by Bernard Weirauch, 
vice president, sales, Orr Iron Co., 
Evansville, Ind., was a report on the 
firm’s method of combating back 
ward profits in the face of increased 
sales volume. In some respects a 
modified key line selling plan, it 
includes establishing an index of 
adaptability to determine the 24 
cream lines out of the firm’s 350 
stocked lines, and a market analysis. 
(hird key factor of the plan is the 
conveying of enthusiasm to the com 


pany’s salesmen. The result for his 
Mr. Weirauch 
increase in net profit of almost a full 


firm, said, was an 
percentage point. 

Mr. Weirauch mentioned several 
times that a report on his operation 
was published in INpusrriaL Dts 
rRIBUTION in the December, 1954 
issue (pages 90-92) 


Mutual Loyalty 


The theme of the convention, 


“Make this your gauge: how does it 
look from the other fellow’s side?”— 
H. Thomas Hallowell, Jr., Standard 
Pressed Steel Co. 


“Cooperation”, was carried out 
further at the 
when the president of Standard 
Pressed Steel Co., H. Thomas 
Hallowell, spoke on “Loyalty Must 


be Mutual.” 


luncheon meeting 


Associaiton Scholarship 


The luncheon and the banquet 
ind variety show were held in the 
Village. The retiring 
president, Mr. Helstrom, was pre 


Polynesian 


sented with a luggage gift certificate 
by Sam Clark, Samuel Harris & Co., 
One of Mr: 
last official acts was to announce 


Chicago Helstrom’s 


that the association had set up a 


two-yeal industrial distribution 


scholarship. 


—— 


“Wise manufacturers know too many 
cooks spoil the broth, and select dis- 
tributors in relation to potential.” — 
H. F. St. George, Shadbolt & Boyd, 
Milwaukee. 


“It’s essential intelligent judgment be 
used in selection and maintenance of 
inventory.”—R. B. Myers, Electrical 
Eng. & Eqpt. Co., Des Moines 





Central States Meeting (continued) 


rt 


OF COOPERATION 


CENTRAL 
NOS 
USTRIAL 
DISTRIBUTORS 
ASSOCIATION 


mic wi ae: Le eg 


EVERY MANUFACTURER who attended the Central 
States Association meeting was given a copy of this “Code 
of Cooperation.” 


Five Point Code Adopted 


ive supyects, Selective Distribution, Administrative 

Policies, Inventory, Training, and Merchandising 
are discussed in the Central States Association’s 
recently adopted “Code of Cooperation.” The con- 
tents of the booklet are as follows: 


Cooperative Distribution 


—the most vital force in today’s industry, covers all 
products. 

it is generally accepted that intelligent cooperation 
leads to success. Already, it has enabled members of 
the Industrial Distributors’ Association to operate their 
business on a gross margin comparable to any other 
industry—in fact, lower than most of them. This 
has come about through increased efficiency in hand- 
ling the Manufacturers’ many products together with 
aggressive and successful sales promotion of these 
products. 

Specifically, the Central States Industrial Distribu 
tors’ Association recommends the following Code of 
Cooperation between Distributors and Manufacturers. 


Selective Distribution 


Distributors should practice selective representation 
in the lines they handle. They should immediately 


advise the Manufacturers of changes in policy and 
key personnel. 

Manufacturers should maintain a policy of selective 
distribution. All changes in policy or product should 
be discussed openly with Distributors. 

Manufacturers should publish a statement of sales 
policy outlining conditions and terms of distribution. 
All direct sales and inquiries should be referred to 
Distributors. 


Administrative Policies 


Manufacturers should establish a definite policy 
on price changes, indicating increases and decreases, 
suggesting resale prices with a gross margin sufficient 
to show a reasonable profit above expenses. 

Distributors should maintain a sufhcient inventory 
to properly represent the Manufacturer. 

Distributors should buy in reasonable quantities. 
Small orders should be avoided wherever possible. 

Manufacturers should grant Distributors permission 
to return standard, salable merchandise, at regular 
intervals, without penalty. When a line is with- 
drawn, the Distributor should be allowed to return 
standard merchandise at market prices. 


Training 


Distributors should maintain an education program 
for their salesmen and inside employees to aid them 
in actively and intelligently promoting the sale of 
products for the Manufacturers they represent. 

Manufacturers should provide an adequate product 
training program for the education of Distributors’ 
organizations. A planned sales program, including 
market analysis, should be conducted in the field by 
factory representatives whenever possible. Definite 
arrangements should be made well in advance of the 
representatives’ arrival. 


Merchandising 


Manufacturers should package in reshipable decimal 
packages wherever feasible. ‘Transportation to desti- 
nation should be prepaid when reasonable quantities 
are ordered. Allowances on special shipments should 
be pro-rated. 

Manufacturers should maintain the historical two 
percent cash discount payable on the fifteenth of 
the month following. All goods shipped after the 
25th of the month to be billed the following month. 

Distributors should provide the Manufacturers with 
adequate representation in their catalogs. 

Distributors should cooperate with Manufacturers’ 
representatives in the marketing of their products. 

Manufacturers should supply Distributors with 
reasonable quantities of literature, catalogs and price 
sheets, imprinted, at no cost to the Distributor. 


Additional Central States Coverage starts on page 208 





How To Introduce A New Salesman 


A 5-point announcement smoothes the way for a new 


salesman at The Enos & Sanderson Company in Buffalo 


Executive vice president 
George D. Enos, Jr., explains: 


“A new salesman has his hands full trying to rush 
around his territory to meet all the people he should 
know. It’s a tough, time-consuming job. We decided 
to try an announcement letter that would help intro 
duce the new salesman. We tried to tell his accounts 
and prospective customers—as briefly as possible—his 
background, what he looks like, and the products he 
will sell. To help him do a selling job on his initial 
calls we plugged our new catalog and a new product 
that could be demonstrated in our warehouse.” 


—Siet & sre 


ENOS AND SANDERSON COMPANY 


V/ y 


. 


New salesman 
Floyd Amann reports: 


“It sure was surprising to be recognized by people 
I'd never seen before in my life. But it certainly 
helped overcome the newness of the assignment. On 
inost of my first calls—even with people who knew 
me from my past background—the announcement 
letter was a good conversation piece; the products 
mentioned—including the demonstration item—gave 
ine a lead on what to emphasize; the catalog plug was 
a reminder to see if they had one, and, in some cases 
I got to go through it with interested personnel.” 
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SALES CLIMB CHARTED HERE shows 57% increase a year after Larry Friedel took 


over territory in ’53. Note slumps during periods he was attending manufacturers’ s¢ hools 


Sales Climb With Sales Effort 


By Robert Slater, Associate Editor, Chicago 


W HEN Larry FRriepet left his seven-year job with a 
welding shop to join Globe Machinery & Supply 
Co., Des Moines, three years ago, he was handed a 
territory that was in the red. Here’s how he built 
it up. 

“First I made four or five calls with our sales man 
ager,” says Mr. Friedel. “And I spent my evenings 
with him putting together an up-to-date catalog and 
price sheet for my own use. I made a diagram of out 
stock room, which showed me where every item we 
carried was stored. 

“Then I took a list of the accounts in the territory 
with a record of the volumes they had produced over 
the previous three years. I went through the old 
invoices and made lists of the items these accounts 
had been purchasing, so I'd have an idea of what they 
were interested in on my first call. 

“I worked the territory a month, then attended 
a power transmission-manufacturer’s school. Later 
in the year I attended a pump school.” 

After Mr. Friedel had been selling for six months, 
he set up a commodity analysis—what he calls a 
“logical analysis of potential market.” He made 
monthly postings of the principal items sold, by com 


modity. ‘Then he compared that with the average 
accumulative postings of the previous year. Then he 
checked specific major accounts by comynodities— 
to see if he was selling as much as had been sold 
previously. 

“I found that I could take five or six customers 
who are using one particular item—say, valves—and 
check their dollar volume to see during which period 
they did their big buying. It showed a constant pat 
tern. Through this, I established buying patterns and 
seasonal trends. This only works, of course, with 
expendable items like pipe, valves, saw blades. 

“I also was able to compare similar accounts. If 
one business gives me good volume in valves, then a 
similar business of identical size, should have the 
same potential. If I’m not getting their business, 
it’s my fault”. 

With this start on his paper work, Mr. Friedel 
was able to get a clear picture of what his accounts 
were potential customers for, and of the volume he 
could aspire to do with them. He points out, how 
ever, that the individual salesman can complete and 
utilize these helpful figures only if his house supplies 
the basic information—the whole job is prohibitive 
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“DON’T CONFUSE movement with action,” Larry Friedel 
warns. He pre-plans daily stops, loads down his station 
wagon with appropriate sales ammunition; balances outside 
calls with inside paper work 


for the individual salesman without his company’s 
help. 


The Catalyst 


“T had a good picture of what I could do with this 
territory,” says Mr. Friedel, “—now I had to go to 
work. I had to put my definition of salesmanship- 
the ability to transmit enthusiasm—to work. 

“A good many of my accounts were sand, cement, 
limestone and gravel operations. I stepped up my 
calls on these outfits; I made a bid for those items 
which I knew they used, and weren't buying from me 
and, once in, I made every effort to solidify my posi 
tion by improving some aspect of their operations. 

“For instance, one cement company was drilling 
limestone to a depth of 24 feet, for dynamiting. They 
were using drill steels with self-manufactured swedged 
ends. First I got them to substitute drill steel with 
rock bits, then eventually with carbide bits. I did 
a time study for them—which showed that the carbide 
bits gave them a 30% time gain, and far more drill 
steel life. 

“Once established with this account, I turned my 
eve to their lubricated valve needs. I made frequent 
calls, kept them supplied with literature, and showed 
my enthusiasm in every way I could—with the result 
that I finally sold them two 10-in. lubricated plug 
valves. 

“Next on my list was air hose. They use a lot of 
it for their drilling operation. I found that they 
were having trouble with ply separation on the hose 
weir liner over the tube. We worked on that for a 
while, and finally I was able to sell them the type 
hose best suited for their purpose. Now I’m working 


MUD ON YOUR FEET can mean sales in the bag 
Mr. Friedel stepped up his calls on cement plants after 
study indicated they lagged behind their sales potential 
in volume and variety of items 


on the next item—but in the meantime, our volume 
with them increased 300% over 1953 

“In another case, comparison of two similar 
accounts showed me that one company should be 
using a lot of transmission equipment. In a bid to 
corner that business, I made more calls, and got my 
company to put in special stocks of sprockets, pulleys, 
sheaves. Similarly, our volume increased here 

“Study showed me that out of my 150 accounts, 
85% of my volume comes from the top 15. So | 
repeated this same process with those 15 money 
makers—without of course, neglecting my many 
small customers. ‘That’s how I increased my ‘54 
volume 57% over '53—and that’s why my graph shows 


my volume still climbing.” 


The Personal Touch 


Mr. Friedel pointed out that, although Glob« 
Machinery has its own quotations department, h« 
makes it a point to write 90% of his own quotations 
and to deliver them. It shows the customer he’s 
enthusiastic about his business—and it also enables 
him to work in an adequate description and to offer 
alternates when advisable 

Mr. Friedel doesn’t miss any bets when he enter 
tains customers, either. He confines his entertaining 
pretty much to lunches—and following the meal, he 
tries to get the customer into Globe's building, con 
ducting a one-man tour of the stock, the busy ofhces, 
and an introduction to the man on the order desk 

“You see,” says Mr. Friedel, “I'm enthusiastic about 


my own company too—I believe the customer can't 


help but be impressed by our large stock and our 
impressive office.” 
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“OUR DELIVERY TRUCK IS AS NEAR AS OUR PHONE” 


Looking for a way to speed-up deliveries? 
You should be, for all distributors agree— 


“All we have to sell is service.” 


Two-Way Radio Speeds Delivery 


By George L. Bottari 
Assistant Editor 


Herbert F’. Ramsdell. “The big job is to give 


vour customer service 


“s r'TING THE ORDER is Only half the job,” observes 


“For the past two years,” Mr. Ramsdell adds, 
‘We've been using a two-way radio system that 
speeds-up service by putting our one delivery truck 
to most efficient use.” 


Here’s How It Works 


\ local communications company installed the 
radio equipment in the delivery truck for a nominal 
fee ($25 to $30), and no-charge maintenance is pro 
vided thereafter 

Ramsdell Industrial Supply receives a monthly 
bill, similar to a regular phone bill, which includes a 
flat monthly charge for the equipment, plus return 
phone calls made by a central operator to the firm. 

Whenever Mr. Ramsdell wishes to contact his 


delivery truck, he phones the central operator and 
gives her the message. She immediately sends out a 
call, using the truck code number. Incidentally, only 
one phone call by Mr. Ramsdell is necessary; it is the 
operator's responsibility to contact the truck. Usually, 
Mr. Ramsdell stands by and, when the driver is 
contacted, the operator relays the message to him. 
I'he driver repeats the message and, as it comes over 
a loud speaker, Mr. Ramsdell can check his driver's 
understanding of the message. If an answer is required, 
the driver gives one, and the operator relays it back 

Each subscriber has a code number—in Ramsdell’s 
case, a Truck No Also, a code sheet has been 
devised with numbers for all major accounts. Though 
all subscribers are on the same short-wave band, they 
do not have access to the details of Ramsdell’s business 
as most overheard messages sound similar to: “Have 
you delivered at 46?” 

The list of customers, alphabetically, with code 
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. says Herbert F. Ramsdell, president, Ramsdell Industrial Supply Co., Worcester 


numbers in numerical sequence, is always on M1 
Ramsdell’s desk, and a duplicate is carried by the 


truck driver 


Here Are Some of The Advantages 


lhe two-way radio system helps customers in a jam 

Recently, one of Ramsdell’s customers, a manu 
facturer of machinery, was crating a machine prior to 
loading it on a boxcar for export shipment. Discover 
ing an odd size box wrench missing from the machine 
accessories, the customer phoned Ramsdell of the 
urgent need for this tool. Mr. Ramsdell contacted 
his truck driver through the central operator, directed 
the truck to a local supplier and, within 15 minutes, 
the truck driver delivered the special wrench to the 
customer 

In addition to time-saving advantages, this cas¢ 
illustrates the savings in mail and_ transportation 
charges that can be affected by directing the truck 
driver to pick up from local suppliers when in their 
vicinity 

It is also possible to give customers definite delivery 
information in a matter of minutes. Although the 
truck driver always followed a set daily route in the 
past, it was necessary to make a number of phone 
calls to catch him when needed. This was not only 
costly and inefficient, but also annoyed customer 
personnel who had to take the message, give it to the 
driver, and often permit the driver to use their phone 
for a return call. Today, the central operator can 


ilwavs contact the driver, or know of his whereabouts, 
for he signs off and on with the central office when 
ever he goes into a plant, or leaves the truck for 
lunch 

he system saves backtracking and extra trips (gas, 
oil, wear and tear on the truck). 

For example: if Mr. Ramsdell gets a call from a 
customer to pick up a grinder for repair, he can 
determine if the driver is in that area, and relay a 
message through the central operator, “Pick up 
grinder at No. 47 

When the tornado hit Worcester in 1953, Mr 
Ramsdell volunteered the truck and driver to police 
and Red Cross. The tornado had cut all communica 
tions in one wide swath and, for two days, the two 
way radio system was used to take and receive 
messages in and out of the distress area 

The lack of civilian communications and the use 
fulness of Ramsdell’s truck with the two-way radio 
system, helped Civil Defense Authorities to rectify a 
situation that could prove disastrous under war-time 


conditions 


Well Worth The Expense 


In conclusion, Mr. Ramsdell says, “Possibly the 
two-way radio system is particularly advantageous to 
us because we are close to a number of our suppliers, 
and because we operate only one delivery truck. But it 
still seems to me it is well worth the expense just to 


provide customers with extra special service 
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Try Your Luck 


Cincinnati distributor 


real challenge to 


N. Wirruuin, Jr., president of Wirthlin-Mann 
e Co., Cincinnati, couldn’t have got off to a worse 
start selling the city’s big Coney Island amusement 
park. Over 20 years ago, making his first call as a sup- 
ply salesman, Mr. Wirthlin appeared at the park and 
found the superintendent, Shirley Watkins. Before he 
could open his mouth, let alone a catalog, Mr. Wirth- 
lin was summarily ordered off the premises. 
A short time later he made another foray against 
the park. Same result. 
“As far as I was concerned,” Mr. Wirthlin recalls, 
“I was through selling industrial supplies. I wasn’t 
going to take this treatment from anyone.” 
Then, as it must to all successful supply salesmen, 
a9 : came the happy ending. Or, rather, the happy be- 
ian rbahes--emrcdlerved sguctchempe gene agate ginning. Out at the park one day as a paying customer 
to maintain safety standards, say E. N. Wirthlin, Jr., and 5 ] , paying , 
superintendent Shirley Watkins Mr. Wirthlin happened across two maintenance men 
replacing a chain drive in one of the rides. Having had 
considerable practical experience in the installation of 
transmission equipment, he watched this operation 
with mounting professional interest. 


Do-It-Yourself Salesman 


Finally, he couldn’t stand it any longer. 
He gave the maintenance men his frank opinion on 
how they were doing the job. One thing led to an- 
other, and soon Mr. Wirthlin had taken off his coat 
and was doing the job himself. 
In time the superintendent, Mr. Watkins, showed 
up, doubtlessly attracted by the spectacle of two work- 
men watching a park patron do their work. He recog- 
nized and remembered Mr. Wirthlin, but instead of 
ordering him off the premises as before, observed that 
Mr. Wirthlin seemed to know what he was doing. 
Mr. Wirthlin, of course, agreed, and a few minutes 
later had the job completed to everyone’s satisfaction. 
Quite possibly, it was seeing a salesman who could 
do something more constructive than just talk that 
impressed Mr. Watkins. At any rate, from that mo 
ment Mr. Wirthlin was “in.” Ever since, he’s handled 
the Coney Island account and, as he says, learned the 
real meaning of that hackneyed word, “service.” 
~ \ny supply salesman going after amusement park 

business must, to an extent, readjust his thinking— 
for here is a type of enterprise much different from 
the conventional industrial plant. In three or four 


“TUMBLE BUGS,” stored for winter, are examined for X We 
short summer months, it must turn a profit. Which 


defects in their chain drive 
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At Amusement Parks 


finds local “Coney Island” 


his service and ingenuity 


means every hour of every day of that period must 
produce revenue. If a ride breaks down, that business 
is lost for good. “Backlog” is a totally foreign word 
to an amusement park. 

As Mr. Wirthlin puts it: To an amusement park, 
business is like a man with a big beard in front and 
bald in back. If you don’t catch the man by the 
beard as he’s going by, you can’t catch him at all. 

To help a park avoid or cope with breakdowns, the 
supply salesman virtually puts himself on 24-hour duty 
during the summer months. Mr. Wirthlin is at Coney 
Island at least twice a week—and always on Saturday 
night when breakdowns can cause the most disruption 
If he can’t keep his Saturday night appointment, Mr 
Wirthlin will tell Mr. Watkins where he can be 
reached. “I’m like a doctor on call,” he says. 


Salesman’s Way to Spend An Evening 


Mr. Watkins always remembers the Saturday night 
Mr. Wirthlin and a girl friend were visiting the park 
and a shaft on the “Cuddle-Up” ride gave out. Mr 
Wirthlin sent his girl home, and spent the rest of 
the night at the park helping the maintenance crew 
get the ride back into operation. 

But the returns from this sort of attention have 
been high. Look in any direction around the big park, 
and some industrial supply item is visible—endless 
chain for the rollercoaster, 3,600 feet of cable for the 
Space Ship ride, steel strapping marking out the 
miniature golf course fairways, drive cable on the 
Ferris wheel. 

A closer look around the park reveals many another 
item—tools, fasteners, power transmission components, 
V-belts for compressors serving the park dining rooms 
Coney Island’s huge swimming pool—one of the 
world’s largest—requires transmission equipment for 
its laundry, valves and hose for its enormous filtration 
and pumping plant, and, at last count, had 10,000 pad 
locks for the locker rooms. And in the maintenance 


shop, a staggering variety of fasteners, tools, and other 
replacement items must always be kept on hand for 


emergency. 

But maintenance is more than good business—it’s 
a matter of safety. Not only insurance coverage but 
the park’s reputation demands rigid adherence to high 
safety standards. Thus, vital parts of the various rides 
are continually inspected for flaws and faults 
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3,600 FEET—count ’em—of wire rope hold these sleek 
“Space Ships” 
periodically replaced for safety 


in 


their whirling orbit—and must be 


DESIGN of drives requires special distributor service. Here, 


entered directly above driven sprocket 


driy 


sproc ket is 
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It may be tough to turn down an order 


but this Buffalo distributor says . . . 


“lf You Don't Stock t—Admit It” 


_—— A GOOD CUSTOMER offers an order for some 
thing you don’t stock, it’s always a temptation 
to take it,” admits Howard A . Neubecker, president 
of Empire Industrial Supply Corp., Buffalo. “But with 
today’s high cost of doing business, you can’t make 
money on such transactions.” 

Past experience has pointed out that such practice 
invariably results in loss of time and money. And 
it doesn’t always result in a satisfied customer either. 
Occasionally, Mr. Neubecker points out, the item 
ordered is incorrect, necessitating the routine of pass- 
ing credit for the returned item, processing it through 
the outside source, picking up and billing the correct 
item. 


Let’s Sell What We've Got 


“It just mushrooms.” Mr. Neubecker observes. 
“And by giving the customer the impression you 
stock all lines, you set it up for them to order more 
and more merchandise that has to be obtained else 
where. I’ve told our salesmen, “Why not concentrate 
on getting orders for material we stock, items we can 
make a legitimate profit on?’” 

In one respect, past experience in picking up items 
proved worthwhile. After a number of occasions 
where they picked. up a certain item, management 


asked “Why don’t we stock that line?”, and it resulted 
in adding a profitable line. 

Once management became aware of the practice 
of handling too many orders for non-stock items, 
decisions were made that eventually led to a complete 
re-evaluation of inventory and lines handled. “Not 
only did we tighten up on handling non-stock items, 
but we also discovered some stock items that didn’t 
turn over, and some lines that didn’t return a decent 
profit. We got rid of the obsolete items, and ended 
by dropping 10 lines because of small volume or 
insufficient profit.” 


And Make Some Money 


Harry A. Gordon, sales manager of the firm, says, 
“If more non-stocking distributors referred their 
customers to the distributors who do stock the line, 
the stocking distributors could build their volume at 
full discount and make some money. With the 10% 
courtesy discount arrangement, no one really makes 
any money.” 

Mr. Neubecker concludes, “Though we feel our 
thinking is straightened out now, I'll admit it’s still a 
temptation to take every order you can get your 
hands on. But at least when we don’t stock it, we're 
consciously trying to admit it. And it does pay off.” 








Here’s What Happens When .. . 


You take an order for an item you don’t stock, according to Howard 


Neubecker and Harry A. Gordon of Empire Industrial Supply, Buffalo. 
1. Time and money is wasted trying to locate it. 
2. Time and money is wasted picking it up. 
3. Time and money is wasted on double bookkeeping. 


4. Usually, you pick it up from a competitor—at a 
10% courtesy discount. Your competitor loses 
money. You lose money. 
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| One Of The Nation’s Biggest 
Pools Of Industrial Supplies 


Keeps Zremuagham Industries 
In High Gear 


Hundreds of thousands of items of machinery, equipment and supplies 
peeded by industry, railroads, utilities and mines for operation, mainten- 
ance and repairs are stocked by Birmingham's large industria! supply and 
epecialized distributors. 

These suppliers and their experienced etaffs render a service of vite! 
value to diversified wagh. the B area and 





central dtstrict of the South. 

Birmingham ¢ industria! distributors include 

--the Nation's second largest machine tool, industrial and elec- 
trical supply distributor, which represents lines of 6,000 manu- 
facturere and carries a $6,000,000 inventory containing upwards 
of 45,000 items. 

--one of the South's largest ‘ndustrial supply houses, which has 
specialized for S@ yeare in machine tools and woodworking 
equipmea:. 

--two of Alabama's oldest and largest distributors of hardware 
and general industria! supplies. 

--ecores of other distrib who on « limited 
number of specialized lines and serve industry in the South- 
east from Birmingham. 








IRMINGHAM 
OMMITTEE OF 100 


1924 Sixth Ave, N_ Birminghem, 
Executive Committee 
———— —S ne 


NE erty 
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SEVEN NEWSPAPERS with national circulation carried this 


advertisement and it tells a good story 


Tell It To Everybody 


Birmingham, Ala., economic devel- 





opment unit uses local distributors’ 
stocks and services to attract new in- 
dustry in nationwide ad campaign 


T HE IMPORTANCE OF A POOL of industrial supplies 
and equipment maintained locally to the industrial 
growth of a community was dramatized recently in an 
advertisement prepared by the Birmingham, Alla.. 
Committee of 100 and published simultaneously in 
seven large newspapers of the country, with a nation 
wide circulation. 

The purpose of the ad was to attract new indus 
tries to Birmingham. Recognition by the Committee 
of the value of local stocks of industrial supplies and 


equipment provided the theme: “One of the Na 
tion’s Biggest Pools of Industrial Supplies Keeps 
Birmingham Industries in High Gear”. The burden 
of the text is: 

“Hundreds of thousands of items of machiner, 
equipment and supplies needed by industry, railroads 
utilities and mines for operation, maintenance and 
repairs are stocked by Birmingham's large industrial 
supply and specialized distributors. These suppliers 
and their experienced staffs render a service of vital 
value to diversified enterprises throughout the Bu 
mingham area and entire Southeast. They bulwark 
industry against serious breakdown delays. They pro 
vide fast deliveries—available 24 hours a day in emer 
gencies. They save both big and small plants the 
expense of carrying large stocks assist them in 
solving engineering problems keep them posted on 
new products .. . help them stay geared to maximum 
production efficiency. Their service is playing a larg: 
part in the great industrial growth of this central di 


trict of the South.” 


Well Publicized 


lhe advertisement in each of the seven papers wa 
three columns wide and 12 in. deep. It was prepared 
by Paoli Smith of the Sparrow Advertising Agenc\ 

In effect, the advertisement publicized not only the 
fact that there was a large pool of industrial supplies 
and equipment for new industries to draw on if they 
move to Birmingham, but also drew the attention of 
a nation-wide audience to the importance of - the 
industrial supply and equipment distributor ever 
where to industry, nationally and locally 

William French, president, Moore-Handley Hard 
ware Co., vice chairman of the Committee of 100, is 
a charter-member. He was chairman of the finance 
committee which raised sufficient money in pledges 
to finance the program for five years. The committec 
was formed just before January 1950 as the city had 
just celebrated its 79th birthday and business leader 
realized that, in 1948 and 1949, it had not attracted 
a single new industry. 

The Committee decided that the city needed 
new plants to progress and, 2. a variety of industric 
to cushion the impact of troubled times in coal and 
steel. By the beginning of 1954, the Committec 
induced 74 new plants and industries employing ove: 
14,000 people with annual payrolls of more thai 
$50,960,000 to settle in Birmingham 

Birmingham is not alone with an economic devel 
opment committee; the plan of action has becom« 
popular due to industry being “on the move” since 
the war. But the committee recognizes distribution 
is a strong factor in its economic life and pictures 
of local distributors’ signs appear in a section of its 
brochure “Diversity in Commerce and Industry in 


l 


Birmingham, Ala.” 
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Freight Cost Contro—aA Matter of Awareness 


By Don McGill, Associate Editor 


OMPETITIVE STRESSES and administrative strains 

have combined to nibble at the distributor’s 
margin of profit. However, by exerting more con- 
trol over their freight transportation costs, dis- 
tributors could recoup part of this lost profit. 
Further Control is simple, needing no elaborate 
paperwork. 

The reader will note that the discussion in this 
series has been confined to controlling costs on in- 
coming shipments, and has avoided mention of a 
distributor’s own delivery costs. There is a reason 
—it is mainly on incoming shipments that dis- 


tributors have encountered the most trouble in 
cost control. 

Effective control in this phase of distributor 
management means chiefly the systematic han 
dling of transportation detail based on a know 
ledge of rates and procedures. Outside help in this 
complex field is available in most centers where 
distributors are located — and certainly many sup 
pliers are willing to help, if only to solve their 
own problems occasioned by the distributor's 
difficulty in pinning down “trafic management” 
essentials. 


iS rATED SIMPLY, Controlling trans- 
portation costs is a matter of 
awareness. Once the distributor is 
aware of what freight transportation 
is costing him, he can then take the 
steps necessary to bring this cost 
within limits. 

If this sounds elementary, it 
should be pointed out that most 
manufacturers—according to a 
recent survey conducted by the 
National and Southern Industrial 
Distributors’ Associations — follow 
the policy of prepaying charges on 
shipments they make to distributors. 
And, in most cases, the charge is 
included in the invoice covering the 
shipment. This charge is usually 
an estimate made by the manufac- 
turer's trafic department, not the 
actual charge levied by the railroad 
or truckline (manufacturers cannot 
get the actual charge fast enough to 
include it in the covering invoice). 

Distributors do not often argue 
with the figure manufacturers give 
them, since a manufacturer's traffic 
department can invariably calculate 
the correct rates and charges on a 
particular shipment. Nevertheless, 
many of them would prefer to 
receive a separate advice of some 
kind on the actual cost of freight, 
so that they could then set up an 
accounting control over it. But 
manufacturers maintain this would 
only increase their own paperwork, 


104 


and quite possibly delay the send 
ing out of the invoice itself. 

The distributor's best alternative 
in face of this situation, then, is to 
establish some method of “tagging” 
or isolating the freight charge on a 
shipment before it gets away from 
him. One distributor does this very 
simply. On the receiving slip, which 
is filled out when a shipment arrives 
at his warehouse, space is provided 
for two items of information: 

1. The “pro” number—this is the 
number on the freight bill copy he 
receives from the carrier. It derives 
its name from the fact that the rail 
road or truckline numbers freight 
bills in progression each month. 

2. Freight charges—this informa 
tion is copied directly from the 
freight bill. 

This distributor transfers this in 
formation to the manufacturer’s in 
voice by means of a rubber stamp 
(see below), so that when the in 


Des ab ccncevsasee 
PRICE EXTENSION 

DATE REC'D. 

ORDER CHECKED BY 

CHARGED TO 

REGISTER No. 

GOODS REC'D. DATE 

REC'D. VIA & CHARGES 

REC'D. RECORD CHECKED BY .... 
BOOK CHANGED 

PRICES O.K. 
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voice goes through the costing oper- 
ation, freight charges can be singled 
out and posted separately. 

While this procedure is followed 
by what may be termed a “large” 
distributor, it is simple enough for 
even the smallest distributor to 
adopt without unduly overloading 
his clerical operation. 

The first step, then, in controlling 
transportation cost is to isolate the 
cost itself. 


Cutting the Cost 


Now come the several steps neces 
sary to reduce the cost. According 
to a good number of manufacturers, 
distributors needlessly waste money 
when they do not take advantage of 
freight These allow- 
ances vary from one manufacturer to 


allowances. 


another, and from one type of 
commodity to another, but they all 
have one prime purpose—to offer an 
incentive for placing a quantity 
order that costs the manufacturer 
proportionately less to process, pack, 
and ship. 

While it is frequently difficult 
for the small distributor always to 
take advantage of the freight allow 
ance, many of them could well 
review their inventory control and 
ordering procedures to see if they 
aren’t unnecessarily cutting into 


their profit margin by peppering 





their suppliers with a succession 
of small orders. 

One manufacturer says: “There 
are a few distributors with whom I 
am well acquainted who have in- 
stalled good inventory control sys- 
tems and who today claim this is 
one of the most important assets 
of their business. I also know a 
great many large distributors who 
are still depending on the experience 
of one or two of their men, and the 
consequences of this type of order- 
ing are serious to both the distribu- 
tor and the manufacturer.” 


“Best Way?” 


Another source of waste is the 
carefree manner in which some dis- 
tributors word shipping instructions 
to their manufacturers. The 
favorite request in the small space 
provided for this purpose on the 
purchase order is asking the manu- 
facturer to ship the “best way.” To 
a small manufacturer maintaining 
no traffic department able to choose 
the fastest, most inexpensive routes, 
the “best wav” has little meaning. 
Indeed, what he may consider his 
best way might turn out to be the 
worst possible way from the dis- 
tributor’s viewpoint. 

One manufacturer states: “If we 
carry out these instructions (‘best 
way, ‘fastest way,’ etc.), the dis- 
tributors would object to the exces- 
sive transportation cost.” 


Matter of Routing 


Some manufacturers ask that dis- 
tributors leave the responsibility of 
determining the best routing up to 
them. They maintain they have the 
trafic management facilities for 
routing a shipment in such a way 
that the end result in terms of time 
and money will be “best” for the 
distributor. While this request un- 
doubtedly has its merits, the distrib- 
utor would be better advised to tell 
his supplier what carriers—in par- 
ticular, nearby connecting truck- 
Ines—give him the best, most 
trouble-free service. The manufac- 


COST CONTROL OVER FREIGHT CHARGES is exerted by Akron’s Hardware 
& Supply Co. through space provided on receiving form for freight bill number 


and charges 


turer can then keep this informa 
tion on file and use the carriers 
suggested by the distributor. 

For example, suppose the manu- 
facturer is located at Point A on the 
route of a highway carrier operat- 
ing scheduled service to Point B, a 
short distance from the distributor’s 
town on a connecting truckline. If 
the distributor leaves the entire job 
of routing up to the manufacturer, 
there’s a chance the shipment will 
be routed to a connecting carrier 
that gives only indifferent service 
(interline shipments are a chief 
cause of complaints among both 
shippers and consignees). To assure 
himself of good service, the dis- 
tributor, knowing local trucking 
conditions, should specify the con- 
necting carrier to assist the manu- 
facturer. 

“If,” says a manufacturer, “a dis- 
tributor will endeavor to point out 


INDUSTRIAL DISTRIBUTION © JANUARY, 1956 


Data is transferred to supplier’s invoice by rubber stamp. 


the experience he has had with a 
carrier, the manufacturer will gain 
considerably in his own experience.” 
One distributor not only takes 
special care in giving his suppliers 
shipping instructions, but uses the 
correct Classification terminology 
on his purchase order forms, so that 
the manufacturer involved won't 
use the wrong commodity descrip 
tion and thus run the chance of 
incurring higher freight charges. 


Getting Help 


In this connection, a distributor, 
if he is a member of his local Cham- 
ber of Commerce, can make use of 
the organization’s traffic manager to 
assist him with the complexities of 
routing, rates and rating, commod- 
ity descriptions, etc. If a distrib 
utor wishes to brief himself on 

(Continued on page 185) 





Bonus Plan 
for Inside Staff 
Gets More Sales 


A’ INCENTIVE PROGRAM for inside employees is given 
the credit for having consistantly upped 1955 
sales volume over previous records for Crown Supply 
Co., Chicago. 

(he first month (January) that Crown beat its 
ill-time record in sales for that specific month, each 
inside employee received $5 from Harry A. Nusbaum, 
president. ‘The ante was upped $5 each succeeding 


month. ‘The bonus had reached $50 by October— 


PHONE SALESMAN Ken Eidnes is machinery expert, 

handles counter sales and purchasing in that field. Each 

man handles “super’’ work load, enabling house to operate 
th relatively few number of emplovees 


ABRASIVES EXPERT Bill De Wees adds his sales with 
Mr. Nusbaum. Incentive is a cumulative $5 bonus each 
succeeding month all time record is topped. Bonus hit $50 
in October: all hands were betting on a $390 cumulative 
total for 1955 


a total of $275 that had been handed free and cleat 
to each worker—and indications were that, the total 
for the year would be $390. 

Mr. Nusbaum’s entire inside crew, totaling eight, 
is included in the monthly award deal, which 1s ovet 
and above the employees’ regular annual bonus. His 
relatively small inside staff consists of a bookkeeper, 
three phone men, two truck drivers, a shipping clerk, 
and a secretary. The award system is in accordance 
with this theory of Mr. Nusbaum: 

“The cancer of the industrial supply business 
today,” he says, “is overstafing. I'd rather have 
fewer well paid help doing their job, than a lot of 
workers making pin money for doing nothing. It’s 
better to have one inside man at $110 doing more 
work than two would for $65 each. That's simple 
arithmetic. 

“So I expect plenty of work from the few employees 
I have; and, in return, I pay them well. It’s also my 
custom to pay each employee an annual bonus—not a 
predetermined sum, | base it on seniority and on each 
man’s contribution during the preceding year. ‘Then. 
during a period such as 1955, it made sense to me to 
spur all my people on to make hay while the sun 
shines—and that’s what this cumulative bonus is 
doing. 

“For instance, Harold Fray (a shipping clerk) is 
doing the work formerly handled by two men—even 
though our volume is considerably larger now. He 
gets our orders out immediately—as a result, prompt 
ness is one of Crown Supply’s big selling points in 
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Mr. Nusbaum’s theory that “the cance 


over staffing 


the Chicago area. Further, he pays singular atten 
tion to records. It was he who suggested we add an 
extra copy to our order form for the expeditor. On 
his own he devised a form of record keeping on 
goods shipped to large accounts, a binder with ruled 
pages showing status of shipments for that customer.” 

I'he three phone men also wait on counter cus 
tomers, and each man is an expert in his own type 
of product. Charles Henrich sells and orders cutting 
tools and miscellaneous items, Bill De Wees grinding 
wheels and abrasives, and Ken Ejidnes machinery 


Every One Volume-Conscious 


“Each one of the phone men,” says Mr. Nusbaum, 
“is conscious of dollar volume, and is keenly interested 
in making a sale. If a customer calls for a hack saw 
frame, they automatically ask, ‘How are you fixed for 
blades today?’ 

“Splitting one man among several jobs does more 
than allow us to keep employee number at a minimum 
—it keeps each phone man well informed on the 
stock situation. We feel a man who knows ou 
inventory in hand, as well as the product and the 
price, can answer the phone more intelligently than 
one who is tied to his desk and his catalog. If some 
one calls here for a certain size grinding wheel, Bill 
can tell them, “The wheels are $2.39 each, and we 
can give them to you out of stock. Ali the men 
have the answers pretty much at their fingertips.” 

Mr. Nusbaum points out that each member of 
Crown Supply, from truck drivers to the bookkeeper, 
knows and works on the house’s theory—if you take 


good care of the customer when he wants an insigni 


ou he 
~3 


RECEPTIONIST Harriet Toppel 


takes care of all billing, correspondence, up own system 


phones, secretarial work, in line with 


of the industry supply business today is tomers fast 


SHIPPING CLERK Harold Fray mad 
showing shipment 
status; suggested extra order copy be 
added for expeditor; gets orders to cu 
Eight employees, from 
drivers to steno, share bonus 


ficant item, he'll remember you when he’s ready 
And he attributes 
part of Crown's increasing volume to that 

Harriet Toppel, who acts as typist, secretary, phone 


to hand out some big business 


operator and receptionist, puts out a volume of work 
far above normal, says Mr. Nusbaum. “This is the 
spirit,” he says, “that enables us to operate a business 
with less employees than our competitors.’ 

Truck Driver Major Benford is included in the 
award program and, according to Mr. Nusbaum, 
logically so. 

“Major brings back orders when he makes deli 
veries,” he says. “He’s willing to help out any place 

“He never has to be reminded to maintain his 
vehicle. We had 50,000 miles on his truck when | 
traded it in recently. The paint job and the finish 
were perfect. It’s like that all the way up the line.” 


Repeat Orders the Aim 


Phone Salesman Bill De Wees feels that the 
cumulative monthly bonus is indirectly responsible for 
the increase in phone crders. “Let's put it this way,’ 
he says. “Any time some one hands you a check gratis, 
how would you feel? When you're talking to a cus 
tomer, you can see the cash register chalking ‘em up 
Say they order six wheels, when 10’s a break—naturally 
we exhaust every polite effort to get them to order 10 
And it’s made us more careful on the phone—we hav« 
every reason to keep the customer happy. We want 
him to remember us, and come back for mor | 
think the whole thing has made us put just a littl 
more effort in it than we normally would—and | 
think that’s what’s made the difference 


VETERAN Charlie Henrich take 
phone orders for cutting tools and mis 
ellaneous equipment Cumulative 
j bonus sets up mental cash register, en 
couraging men to promote tic im sak 
ind imsure customer satistaction 
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COMPLETION OF 15-YEAR PLAN for expansion of Neill-LaVielle Supply Co.’s physical 


facilities is marked by opening of this new building, third unit of firm’s building program 


15-Year Plan Produced New Plants 


Louisville firm’s officials determined location and construction of new 


quarters back in 1939 and now move into modern supply quarters 


eaten Suppty Co. has just completed 

integration of its physical plant consisting of three 
divisions—the supply firm, steel warehouse division 
and Bearings, Inc.—with the occupancy of modern 
new quarters of the supply firm at 221] South Brook 
St., Louisville. Now all three operations are located 
on the company’s five-acre tract practically in the 
center of Louisville’s flourishing industrial belt. 

The Open House which the firm conducted for two 
days in October at the new supply building culmin- 
ated an expansion move originated back in 1939 by 
Fred Pfeiffer, Sr., president, and Norris H. “Bud” 
Young, Sr., vice president and sales manager. The 
firm, at that time located on West Main St. in the 
trafhe congested wholesale area of downtown Louis- 

LAYOUT OF NEW BUILDING FLOOR PLAN was used nk. es Guewing sad: Meee. Sone end. Young 
to plan moving of 90 carloads of merchandise by Fred decided it was time to lay plans for the future. 
Pfeiffer, Jr., and Norton Pfeiffer The two officers decided that a new building was 
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About The Building 


SIZE: building area is 260 by 125 ft., giving 
63,000 sq. ft. of working area in semi-basement 
and first floor. 

Offices: along front of building, 10,200 sq. ft. 
... City sales and Will Call section adjoins offices 

. . office walls of bleached mahogany, ceilings of 
stria pattern fiberglass acoustical tile . . . floors 
of vinyl asphalt tile . . . fluorescent lighting . . . 
sales meeting room large and equipped with motion 
picture projection, slide and sound equipment. 


CONSTRUCTION: latest construction method 
used . . . first floor is waffle type lift slab designed 
for 300 Ibs. per sq. ft. live load with columns 24 ft. 
on center . . . in construction, entire first floor 
divided into six individual lifts each weighing about 
400 tons and raised by hydraulic jacks placed on 
tops of 12 permanent structural steel columns .. . 
after slabs were lifted into position steel plates 
were welded to columns on underside of slabs to 
support metal column collars built into slabs . . . 
in addition to economy of construction, 24 ft. spans 
permit more leeway in arranging stocks . . . roof of 
steel beams, steel joists and 2.5 in. poured gypsum 
topped by pitch and gravel . . . exterior walls of 
buff brick, Indiana limestone trim . . . interior walls 
4 to 8 in. thick . . . steel sash used for ground floor 
windows and continuous aluminum sash with pic- 
ture window vision on first floor. 


INTERIOR FEATURES: location of elevators, 





Briefs About Everything .. . 


loading platforms, stairways permit low cost han- 
dling . . . docks at truck level height. 


EXTERIOR FEATURES: wide driveways, spacious 
paved areas around docks to eliminate truck bottle- 
necks .. . ample parking space . . . Will Call sec- 
tion located near parking space. 


About Moving 


PLANNING: under the direction of Fred Pfeiffer, 
Jr., who laid out permanent location of sections of 
merchandise on floor plan of new building, sched- 
uled movement of sections from West Main St. to 
. 90 carloads of merchandise 
. continual moving by sections 
no loss of “business 


new building 
moved altogether . . 
over period of 3-4 weeks. . . 
day”. 


About Celebrating 


TWO-DAY OPEN HOUSE arranged on Oct. 13, 
14... . visitors welcomed from 1 to 9 p.m. each 
day . . . Thursday and Friday set aside for open 
house .. . 35 major manufacturer-suppliers pro- 
vided “live” exhibits with clinic features to answer 
visitors’ queries on products, production ond main- 
tenance problems refreshments and food 
served . . . prizes (by draw) awarded every hour 
of “open house” sessions . . . Attendance in thou- 
sands . . . buses used to transport visitors from 
supply headquarters to steel warehouse and Bear- 
ings, Inc., locations and return industrial 
movies shown. 








necessary, that the old multi-storied building in 
which they were operating was inefficient and poorly 
located for future expansion. But build where? They 
figured the drift of Louisville industry would take 
place to the south, rather than east or west, as some 
industrial plants had already moved in that direction 
The plot was studied in relation to possible new plant 
building around,the area and finally selected. 

The site selected was 314 by 210 ft., bounded by 
Brook, Floyd and Warnock Streets. It turned out 
to be a good selection, for it is now surrounded by a 
host of new industrial plants and is actually only about 
a half-mile from the geographical center of industrial 
Louisville. 

In 1945, the company established its steel ware 
hous. division and built a 15,000 sq. ft. building on 
the new site. The year before, Bearings, Inc., was 
established as a bearing specialty house, and tempor- 


arily located next door to the downtown quarters 
But, the steel warehouse division expanded business 
onsiderably and in 1953, an additional 25,000 sq. ft 
of building was constructed. This made it possible 
to move Bearings, Inc., to the Floyd St. address 

\t the same time the addition was constructed 
for the steel warehouse, plans were started for a new 
building for the supply firm. This building was con 
structed during the latter part of 1954 and completed 
in Sept. 1955. Thus, the company’s integration aad 
expansion plan was realized 

According to Fred Pfeiffer, Jr., 
general manager, 90% of the orders received by the 


vice president and 


company since moving into its new quarters, are 
taken over the phone by nine inside salesmen, Over 
the-counter business has more than doubled. The 
proximity of the new quarters to customers, con 
venient access and ample parking facilities helped. 
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SALES QUIZ: Test your knowledge of .. . 


Products and Markets 








1. HAND TOOLS (Woodworkers ) 


While many industrial supply salesmen hove little 
difficulty spotting potential orders for large equip- 
ment, it’s surprising how much total business is often 
overlooked by missing such miscellaneous supplies as 
woodworkers’ hand tools. 

Here are some questions on just a few woodworkers’ 
hand tools to stimulate your thinking about the po- 
tential on such items in your territory. 

A. Suppose a shop man says, “We need some bench 
planes for smoothing long surfaces. | see four 
types illustrated above. What are they called 
and how do they differ?” What would be your 
answer? 

. How do you specify the length of a hand saw? 
What are the most popular sizes? 

. Woodworking chisels are available in many 
sizes and shapes with one of three basic types 
of handles as illustrated below. Can you name 











2. PAINT 


Pete, the paint salesman, suggests keeping your eyes 
peeled when you're in customers’ plants; the poten- 
tial’s there, why not paint your way to new sales 
peaks? 

A. “A primer, or undercoat, is usually required on 
high-quality work,” claims Pete. “Two popular 
primers are red lead and zinc chromate. For 
black enamels and japans, however, the primer 
can be the same material as the finish coat but 
thinned down and applied lightly.” Do you 
agree with Pete? 

. “Bituminous coatings include japans, asphalt 
varnish and bituminous enamels,” says Pete. 
“But | can never get their individual qualities 
straight.” Can you match them with the proper 
qualities listed below? 
japans corrosion and water 

resistant 

applied varnishes inexpensive, hard finishes 

bituminous enamels water resistant 

. According to Pete, “Phenolic finishes are rela- 

tively fast drying, and have excellent durability 

and chemical and moisture resistance.” Do you 
agree? 

D. “Silicone finishes,” claims Pete, “have out- 
standing heat resistance, good hardness, resist- 
ance to weathering and good abrasion resist- 
ance.” Any argument? 
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3. CHAIN DRIVES 


Charlie, the chain drive salesman, has successful 
applications on bottling machinery, textile machinery, 
concrete mixers, paper pulp grinders, and many 
others. See how you stack-up with Charlie's know-how. 
A. Charlie contends, “Misalignment of chain drives 
is conclusively indicated when the sides of 
sprocket teeth or inside surfaces of roller link 
plates show wear.” Do you agree? 

. “Lubrication is important,” Charlie points out. 
“And one good way to check for good lubrica- 
tion is to remove the connecting link and ex- 
amine the lubricant and pins. Poor lubrication 
is indicated by black lubricant in the chain 
joints and bright, polished surfaces of pins and 
bushings after wiping the lubricant off.” 

True False 

. Scrubbing and rinsing chains with kerosene or 
gasoline is recommended by Charlie as an ade- 
quate method of cleaning. Do you agree? 

. “Excessive wear in the chain bearing can cause 
pitch elongation,” says Charlie. “And when the 
chain pitch doesn’t match the sprocket pitch, 
you've got trouble. One way to recognize this 
condition is to spot the chain jerking and jump- 
ing around during travel over the sprockets.” 
Is Charlie on the beam about this? 


4. HOSE COUPLINGS 


Harry, the hose salesman, says, “Selling hose without 
couplings or fittings is like selling cars without 
wheels. The chief job of hose is to carry air, water, 
steam, dry cement, oil and many other materials, where 
rigid pipe is impractical. To do this job efficiently and 
safely, hose has to be connected with couplings and 
fittings designed to do a particular job.” 

Test your familiarity with these items by identifying 
the hose couplings and fittings illustrated above 





FOR ANSWERS, PLEASE TURN PAGE 





Answers to Sales Quiz on pages 110-111 





A. 











Bench planes differ in their length ranges. The 
four types illustrated, and their length ranges 
are: a. Smoothing plane 5'2-in - 10-in; Jack 
Plane 11'%4-in - 14-in; Fore Plane 18-in; Jointer 
Plane 22-in - 24-in. 


. The length of a hand saw is the length of the 


blade in inches. Most popular sizes are 24-in 
and 26-in. 


. Chisels illustrated are: a. Tang, b. Socket, c. 


Everlasting. 











2. Paint 


A. You should have agreed with Pete 100%. 


Japans are inexpensive, hard finishes; applied 
varnishes have excellent water resistance; bi- 
tuminous enamels give excellent corrosion and 
water resistance. 


. Pete’s right. And modified phenolics have ex- 


cellent abrasion resistance. 


. Pete is almost completely correct. However, it 


should be pointed out that silicone enamels not 
containing metals have poor abrasion resistance. 





3. Chain Drives 


A. Charlie’s 100% right on this. 


C. 


Charlie’s fouled up here. His evidence indicates 
good lubrication. Poor lubrication is usually 
indicated by a red or dark brown appearance of 
pins and bushings or by a roughened and scored 
finish. 

You should have agreed. 


D. Charlie’s on the beam about this situation. 


Were you? 





4. Hose Couplings 
Hose couplings and fittings should have been identi- 
fied as follows: 
a. Pin-lug fire hose coupling 
b. Short-shank brass coupling 
c. Two-bolt malleable iron or brass hose clamp 
. Long-shank cast brass coupling 
. Rocker-lug fire hose coupling 
. Two-clamp iron pipe nipple 
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a 1 
cut = 
2 THREAD + 


MACHINE BOLTS 


STANDARDIZE ON “NATIONAL” |. : 
... forthe most complete line = pediiges we — 


: , -s Wood Screws 
Because National makes the most complete line of fasteners 


produced by any single manufacturer . . . you can benefit by 
one-source buying of the highest quality fasteners. With the 
entire line packaged in sturdy boxes with color-coded labels Cap Screws 
for fast identification, you'll keep your stock handling costs : Tapping Screws 
to a minimum ... another reason why it pays to standardize Stove Bolts 


Machine Screws 


Nuts 


on National. Carriage Bolts 


THE NATIONAL SCREW & MFG. COMPANY Lag Bolts 
Cleveland 4, Ohio Machine Bolts 


Pacific Coast: National Screw & Mfg. Co. of Cal. 
3423 South Garfield Ave. « Los Angeles 22, Cal. 


a | ational P 
; er Fasteners P Hodel!l Chains } Chester Hoists 
& 
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Cotter Pins 








U.S. TOTALS 


October 1955 
Compared with 
September 1955 





Compitep py INDUSTRIAL DISTRIBUTION 





+3% 


October 1955 
Compared with 
October 1954 


LL 





First 10 Mos. 1955 
Compared with 
First 10 Mos. 1954 





Yd 











+19% 


+12% 





Supply Sales Trend 


Final Figures For October 1955 








October 1955 
Compared with 
September 1955 


October 1955 
Compared with 
October 1954 


First 10 Mos. 1955 
Compared with 
First 10 Mos. 1054 





NEW ENGLAND 
Connecticut 

Maine 

Massachusetts 

New Hampshire 
Rhode Island 


Vermont 


MIDDLE ATLANTIC 
New Jersey 
New York 


Pennsylvania 


EAST NORTH CENTRAL 


Illinois 
Indiana 
Michigan 
Ohio 
Wisconsin 


WEST NORTH CENTRAL 


lowa 

Kansas 
Minnesota 
Missouri 
Nebraska 
Nerth Dakota 
South Dakota 


+12% 
+ 1% 


+ 6% 


- 








+33% 
+23% 


+20% 


+ $% 





+13% 
+ 6% 


+14.% 


+ 9% 
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DISTRIBUTORS GET STRONG 
SELLING SUPPORT fee ACMES 
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SALES TRENDS (Cont'd.) 





October 1955 
Compared with 
September 1955 


October 1955 
Compared with 
October 1954 


First 10 Mos. 1955 
Compared with 
First 10 Mos. 1954 





SOUTH ATLANTIC 
Delaware 
District of Columbia 
Florida 
Georgia 
Maryland 
North Carolina 
South Carolina 
Virginia 
West Virginia 


EAST SOUTH CENTRAL 
Alabama 
Kentucky 
Mississippi 
Tennessee 


WEST SOUTH CENTRAL 


Arkansas 
Louisiana 
Oklahoma 
Texas 


MOUNTAIN 


Arizona 
Colorado 
Idaho 
Montana 
Nevada 

New Mexico 
Utah 
Wyoming 


PACIFIC 
California 
Oregon 


Washington 





+ 4% 


+ 4% 


+ 1% 


+12% 


- 2% 








+2 7% 


+18% 


+31% 


+20% 


+24% 





+19% 





INDUSTRIAL DISTRIBUTION © JANUARY, 1956 








this steam trap 
sales policy 


builds you greater profits 


© Twenty years ago when the Yarway Impulse Steam Trap was introduced, a 
policy of selective distribution through Industrial Supply Houses was adopted. 





Today—more than a million Yarway Impulse Traps later—this policy of working 
with and protecting our distributors remains unchanged. 


The Yarway Impulse Steam Trap’s simplicity, small size and proven dependability 
... the fact that it is good up to its maximum pressure without change of valve or 
seat... that it has only one moving part—and trouble-free stainless steel construc- 
tion—make it an ideal product for Industrial Distributor merchandising. 


Attractive packaging for easy stocking and 
quick identification . . . consistent advertising, 
dealer helps and a strong field organization 
assisting distributors in serving their 
customers needs—ALL THESE MAKE THE 
B 4 4 YARWAY IMPULSE STEAM TRAP AND 
& y) YARWAY IMPULSE ITS COMPANION, THE YARWAY FINE 
STEAM TRAP SCREEN STRAINER, 
FAVORITE 2ROFIT PRODUCERS 
FOR INDUSTRIAL DISTRIBUTORS. 


= 


YARNALL-WARING COMPANY 
111 Mermaid Avenue, Philadelphia 18, Pa. 


impulse’ steam traps 


FINE SCREEN STRAINERS 


YARWAY 
FINE SCREEN 
STRAINER 


INDUSTRIAL DISTRIBUTION © JANUARY, 1956 





IDEAS: 


How you can... 


sy develop salesmen’s presentations 


Sales presentations are the result 
of infinite care with details and one 
of the most important details is the 
proper poise and delivery of a talk 
that goes with the presentation. 
Maurice P. Theim, vice president in 
charge of sales for the Dillon Supply 
Co., Raleigh, N. C., gives each sales- 
man on the staff a chance to develop 
his public speaking, or rather vocal 
delivery, at weeklv meetings. 

A salesman is selected to give a 
talk on a particular product or line 
of products handled by the company 
at each meeting. He may be well- 
versed in the product or line of 
products, or he may not be. The 
point is that he has to prepare him- 
self for his “night on” and that 
might mean boning up on his knowl 


edge of products and applications 
as well as diction and presentation. 
He can organize the presentation 
way he believes it to be 
effective and he knows he is giving 
it to a critical audience. And, sales- 


im any 


tougher than making a presentation 
to a customer or prospect. But, it 
keeps Dillon Supply salesmen on 
their toes. 

The picture shows the Dillon 
Supply group ready to start one of 


Willis Harris, Bill Hennessee, John 
Miravalle (assistant vice president, 
who is also a specialist in materials 
handling and power transmission), 
Mr. Theim, A. S$. Chappell, Raiford 
Austin, Wade Pridgen and Toby 


men report, the job is much _ their meetings, with (left to right) Underwood. 


... get ready to move ahead of time 


Have you plans, definite or indefinite, to move to 
a new location? If so, you will want to set up your 
warehouse ahead of time in such a manner that moving 
day will be as painless and inexpensive as it possibly 
could be. 

That’s what the management of E & B Supply 
Co., Perth Amboy, N. J., has attempted to do in its 
fastener department with moveable racks. Victor 
Dengelegi, warehouseman, points out how two-by 
four’s are bolted together for quick removal. ‘The 
assembly is not anchored to the floor. 

E & B is expanding and consolidating its ware 
houses, and plans for moving certain departments are 


now being formulated 


“OUTLOOK FOR BUSINESS” WHICH USUALLY APPEARS 
ON THIS PAGE WILL BE FOUND ON PAGES 90 AND 91. 





FOR RUGGED, RELIABLE POWER 
TRANSMISSION AND CONVEYING 


Recommend These EQUIPMENT GIVE YOUR CUS- 
TOMERS. DEPENDABLE 


Dick ORIGINAL 3 y Dick Prooucts 
Balata Belts...They’re 


STRONGER...LAST LONGER 








Designed and processed for high-efficiency 
service, “Dickbelts” will satisfy your customers’ 
most rigorous power transmission, conveyor or 
bucket elevator belting needs. 

You can have complete confidence in the prod- 
uct when you sell “Dickbelts”. Their rugged 
thirty-five ounce hard surface closely woven 
duck is thoroughly impregnated with the finest 
grade Balata gum to insure no-slip, suwre-grip 
holds on pulleys. This quality construction also 
guarantees great tensile strength for added 
years of wear. “Dickbelts” resist moisture and 
sharp changes in temperature. They will not 
stretch or shrink. 

“Dickbelts” will prove themselves to your cus- 
tomers as they have to users in all industries — 
versatile — economical — practical. They are 
available in all standard widths and plies and 
can also be fabricated to specification. 


Distributorship Information Gladly Sent On Request. 


R.& J. COMPANY, INC. PASSAIC, N. J. 


SEATTLE, WASH. 


CHICAGO, ILL. - SAN FRANCISCO, CALIF. -. LOS ANGELES, CALIF 


INDUSTRIAL DISTRIBUTION © JANUARY, 1956 





Manufacturers’ 


New... 


Training Programs « Displays - 





TES a 
FACTORY MEASURED under controlled humidity, length, 
tagged and heat sealed under vacuum in aluminum-lined 
moisture-proof bags are Manhattan Condor V-Belts. 


ae 
PACKAGED BELTS 
permit easy identification due to large, easily-read labels. 
Length certification is also clearly marked on carton labels 


stock easily, speed inventory and 


It’s a Vacuum for Manhattan’s V-Belts 


The problem of insuring matched 
sets of multiple V-Belts from factory 
to consumer has been solved, accord- 
ing to an announcement from Man- 
hattan Rubber Division, Raybestos- 
Manhattan, Inc., Passaic, N. J. 

A method of dehumidifying large 
multiple V-Belts during manufac- 
ture, then vacuum-sealing them in 
aluminum-lined moisture-proof bags 
of special design enables the com- 
pany to certify the length of every 
big V-belt within very close toler- 
ances—from the factory to final in- 
stallation in the field. 

Kach “D” section Condor V-Belt 
in moisture-proof package is 
shipped one belt to a carton for con- 
venience in stocking and matching. 
“C” section belts in moisture-proof 
packages are shipped matched, two 
to a carton. Length certification is 
clearly marked on each carton label. 

Positive matching is said to be 
insured because the belts (in sizes 
C-195 and up and D-195 and up) 
are pre-stretched during manufac- 
ture, factory measured under con 
trolled humidity, and lengths stabi 


120 


lized during the stocking period as 
long as belts are kept in the sealed 
bags. Packaging the bags in clearly 
labelled shipping cartons makes for 
easier stocking and shipping, and 
minimizes errors in filling orders for 
matched sets. 


Dumore Issues Catalogs 
On Grinders and Drilling 


Dumore Precision Tools, Racine, 
Wisc., has issued two new catalogs, 
one covering the firm’s automatic 
drilling and tapping units, and the 
other its line of tool post grinders, 
hand grinders, automatic drilling 
equipment, drill grinders, and 
accessories. 

In the former publication (no. 
55-D), the first eight pages are 
devoted to an evaluation of basic 
tool requirements for automatic 
drilling, tapping, reaming, and other 
operations. Remainder of the cata 
log covers features of automatic 
drill units and drill heads and the 
drill grinder. 

The second 


catalog contains 
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technical and application illustra- 
tions, and several charts for calculat- 
ing accessories for various types of 
grinding machines and operations. 


Union Twist Catalog 
Covers Carbides 


Union Twist Drill Co., Athol, 
Mass., has issued a new carbide tool 
catalog (no. CC) covering recent 


UNION 


“t) CARBIDE TOOLS - i 


ZA 





Packages « Films « Literature 





developments in and additions to 
its line of carbide drills and cutting 
tools. The publication contains 64 
pages of listings, illustrations, and 
specifications. 


MacWhyte Film Tells 
Wire Rope Story 


MacWhyte Co., Kenosha, Wisc., 
has produced a 16mm. sound black 
and-white film titled “Lifeline” 
depicting the manufacture and uses 
of wire and wire rope. The film 
opens with shots showing wire rope 
as a “lifeline” in such industries as 
logging, oil, construction, mining, 
then takes the viewer on a tour 
through wire and wire rope mills, 
showing the various steps in manu 
facture. The film closes with an 
explanation of the ways wire rope 
is made into various slings and 
assemblies. ‘The scene for the story 
is laid in the firm’s mills at Kenosha. 


American Chain Chart 
Shows Wire Rope Slings 


American Chain & Cable Co., 
Wire Rope Sling Dept., Bridge 
port, Conn., has issued a_ wall 
chart picturing its “Acco-Registered” 
wire rope slings, and listing diame 
ters and lifting capacities. Measur 
ing 17x21 in., the chart is printed 
in three colors on heavy paper, and 
has been designed for display in tool 
cribs, rigging departments, etc. 


Severance Tool Reduces 
Prices on Carbide Line 


Severance ‘Too! Industries, Inc., 
Saginaw, Mich., announces a price 
reduction on “most items” in its 
“Midget Mill” line of carbide tools. 
With the the 
firm’s mills will continue to take the 
same quantity discounts as other 
listed Severance cutting tools, says 


the company. 


revised list prices, 


Viking Tools Cataloged 


Viking Tool Co., Shelton, Conn., 
has issued a catalog covering its 
full line of cutting and milling tools 
and a bulletin describing its “Dexa 
matic” too] with throwaway carbide 
inserts and “Chiptrol” feature 
Plastic-bound, the catalog presents 
photographic and engineering draw 
ing illustrations, together with text 
and _ tabular describing 
cutting and milling tools. It 
contains general explanations on 


materials 
also 


characteristics of each type of tool 
together with suggestions on appli 
cation. 

With the aid of drawings and 
tables, the bulletin 
technical aspects of Viking’s Dexa 


describes the 


matic tooling 


Worthington Film 
On Power Pump Care 


Worthington Corp., Harrison, 
N. J., has produced a color slide 
film titled “How to Install and Take 
of Power Pumps.” Photos 


and diagrams, serve to present a 


Care 





step-by-step explanation of the chief 
problems in installing and maintain 
A series of humor 
trouble 


ing the pumps 


ous cartoons deals with 
shooting such problems as getting a 
pump up to capacity, building up 
pressure, and abnormal vibration 

Accompanying the film is an off 
set booklet reproducing the illustra 


tions and script 


Colorado Fuel Issues 
Technical Manual 
Colorado Fuel & Iron 
New York has | 2-page 
technical manual on its “Bart 
lectro-clad nickel plated steel. ‘The 


( OTp 


issued a 


manual presents technical descrip 
tion of the products, along with 
manufacturing techniques and fab 
rication procedures, including form 
cleaning, handling, 
and testing. The firm’s Wickwire 
Spencer Steel Div. has issued a 
“Dura-grip” wire 


welding, 


a4 
ing, 


bulletin on its 


] 
rope slings 


ADDITIONAL MANUFACTURERS’ ACTIVITIES START ON PAGE 172 








METAL 
CUTTING 
SAWS 


by 
ATKINS 


A NATION-WIDE WAREHOUSE SERVICE 


ATKINS SAW DIVISION 
BORG -WARNER CORPORATION 
402 S. Illinois St. 
Indianapolis 9, Ind. 


ATKINS SAW DIVISION 
BORG -WARNER CORPORATION 
2202 S. Hill Street 
Los Angeles 7, Cal. 


ATKINS SAW DIVISION 
BORG -WARNER CORPORATION 
635 N.W. 16th Avenue 
Portland, Oregon 


ATKINS SAW DIVISION 
BORG-WARNER CORPORATION 
2400 Rossville Bivd. 
Chattanooga, Tenn. 


ATKINS SAW DIVISION 
BOR WARNER CORPORATION 
11] W. Des Plaines 
Chicago 6, Ili 


ATKINS SAW DIVISION 
BORG -WARNER CORPORATION 
5600 Tulip St. 
Philadelphia, Pa. 


MACHINE 
KNIVES 


by 
ATKINS 


FILES 


by 
ATKINS 








PRECISION 
GROUND 
FLAT STOCK 


by 
ATKINS 





CARBIDE 
TIPPED 
SAWS 


by 
ATKINS 











ENGINEERING 








PRODUCTION 











D HLL 









THE /\Cl ATKINS INDUSTRIAL CATALOG 


I 


AN 84 PAGE INDUSTRIAL CATALOG 


OF THE COMPLETE ATKINS LINE—CONTAINING SEVEN 
INDIVIDUAL SECTIONS: 


@ Metal Cutting Saw: 
@ Woodcutting Saws 
@ Carbide-Tipped Saw 
@ Machine Knives 

@ Files 

@ Saw Chain 


@ Precision Ground Flat Stock 


= WOODCUTTING 








DISTRIBUTOR 











Orgill Bros. 
Names President 
to Replace Mayor-Elect 


Joseph Orgill, Jr. has been 
named president and treasurer of 
Orgill & Co. Memphis, 
lenn., succeeding his cousin Ed 
mund Orgill, mayor-elect of Mem- 


Bros. 


phis. 

The former company president 
said he resigned before taking office 
as mayor so he could study city 
affairs. Present officers of Orgill 
Bros. will retain the same posts, ex 
cept Kenneth W. Orgill, now vice 
president, who will become secre 
tary. 

Ihe new president has worked 
in various capacities with the com 
pany since graduating from Yale 
University in 1927, including sales, 
credit and warehouse operations. 
He designed the company’s new 
building and supervised its opera- 
tion and the operation of the IBM 
department. 





E. A. Duffy 


Harris Pump & Supply 
Names Promotion Head 


Harris Pump & Supply Co., Pitts 
burgh, has appointed E. A. Duffy 
as sales promotion managet 

Formerly vice president and gen 
eral manager of Chandler-Boyd Co., 
Pittsburgh, he had been with 
Chandler-Boyd since 1945. 





Marwedel Policy under Garrett Mapped 


Officers of C. W. Marwedel Co. of San Francisco, now a subsidiary of The Garrett 
Corp., held a conference recently on sales and policy matters in the company’s 1 
role. Shown here are Dave Owens, Malcolm Campbell, Dwight Carroll, Dan Baran 
Frank Nelson, Homer Steele and Ralph Vincent 


124 
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Discontinue Branches, 
Electrical Committee 
Urges Manufacturers 


branch 
“uneconomic” 


Manufacturers’ ware 
houses often are 
and many of them should be dis 
continued, according to the board 
of governors of the National Asso- 
ciation of Electrical Distributors. 

he association’s governing body 
recent that 
“duplication” of local stocking 
functions by both distributors and 


charged in a report 


manufacturers only adds to distri 
bution The report noted 
that electrical distributors’ average 
inventories were between $100,000 
and $250,000 and that they could 
spread their warehousing costs over 
a variety of different stocks. Manu- 
facturers, it was claimed, could not 
local warehouses, and 


costs. 


do this in 
their increased costs had to be ab 
sorbed in another way, eventually 


by the consumer. 


Distributor Stock Stressed 


Ihe governing board said it 
feared the situation might lead to 
discontinuance. of the distributors’ 
warehousing function. It also 
scored distributors who encourage, 
directly or indirectly, the setting 
up of local manufacturers’ branch 
stocks. “Distributors 
age and pursue tactics that minimize 


the stock carrying function are put 


who encour 


ting themselves out of business,” 
the report charged. 

Che board cautioned that seem 
ing advantages of local suppliet 
stocks are illusory and “may boom 
erang’” when the construction busi 
ness declines in the next few years 
with 
overhead in branches will be in a 
precarious position in a declining 
and this could lead to 
conditions,” it was pre 


Manufacturers expense and 


market 
“chaotic 
dic ted. 





1100 Attend Onondaga Supply Co. Machin-0-Rama 


Invitations mailed to 750 brought written response from 
450. Total attendance for three days was 110( sting 
of plant personnel salesmen rarely get to sec 


Manufacturers’ representatives, in white coats, were kept 
busy demonstrating their products to interested plant person 


Cons 


nel during three-day exhibit in Syracuse, N. Y 


Small Business Agency 
Publicizes Distributors 

“How Industrial Distributors 
Help Small Manufacturers,” a new 
leaflet, has been published by the 
Small Business Administration. 

Prepared for the agency by Frank 
M. Cruger, Indiana Manufacturers 
Supply Co., chairman of the Joint 
Activities Planning Committee of 
the National and Southern Associa 
tions, the leaflet is No. 66 in the 
S.B.A.’s series of Management Aids 
for Small Business. It points up the 
advantages of using distributors in 
stead of selling direct and lists eight 
ways in which a distributor can help 
a small manufacturer if: 1. he lacks 
an adequate sales force of his own, 
2. the product line is too narrow 
to support its own sales force, 3. a 
new product is introduced and needs 
the prestige of an established firm to 
help with the introduction, 4. the 
product is sold to a wide variety of 
industrial plants, 5. “on-the-spot” 
stock is needed, 6. nationwide dis- 
tribution is needed in the shortest 
possible time, 7. entrance to rela- 
tively inaccessible industrial buyers 
is needed, customers are 
widely separated from each other 
and it is too expensivéto reach them 
otherwise. 


or, 53. 


Machine demonstrations were 
featured at a three-day “Machin-O 
Rama” held recently by Onondaga 
Supply Co., Syracuse, N. Y. 

Exhibits were manned by repre 
sentatives of 20 manufacturers with 
all machines wired and operating 
with perishable products handled 
by the firm. Some 1100 customers 
and prospects attended the show 
during the three days it was open 
from 11 a.m. to 9 p.m. 

The company promoted the event 





by mailing out 750 invitations 
Written response was received from 
350 prospects. 

Literature folders were distrib 
uted to guests for the catalogs and 
brochures they picked up at vari 
ous booths. Interest cards were 
filled out by many visitors request 
ing further data on products that 
were exhibited. 

Jack Sweeney, general manage 
said he hopes to have the show 
every three years 








Republic Rubber Holds Saies Conferenc 


—_ Hy | 


Plans for 1956 and a review of the vear featured the 


Republic Rubber Division, Lee Rubber & 





annual sales conference of 
held recently in Cleveland 


lire Corp., 
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Norton Names Product Sales Managers 


Donald L. Price 





Shapleigh Hardware 
Makes Sale Agreement 


Directors of Shapleigh Hardware 
Co., St. Louis, have agreed to sell 
the firm to a Cleveland group for 
about $5,250,000 stock 
holders’ approval. 

Harold C. Schott & Associates are 
the prospective buyers. ‘The agree 
ment would require them to take 


pending 


up 75% of the company’s outstand 
ing common shares for $67 a share. 

\. Wessel Shapleigh, president 
and chairman of the board of Shap 
leigh Hardware, urged stockholders 
to accept the offer in a letter. The 
Cleveland group said the company 
would be operated much as it had 
been in the past if they acquired it. 


George A. Park 





Norton Co.’s Abrasive Division 
has re-aligned its sales organization 
by naming four sales managers to 
take charge of product lines. 

Donald L. Price becomes sales 
manager, grinding wheels: George 
A. Park, sales manager, abrasives; 
Harlan T. Pierpont, sales manager, 
refractories, and Fred L. Curtis, sales 
manager, new products. 

Mr. Price will be responsible for 
the sales of all grinding wheels and 
bonded abrasive products, with 
Norton district offices 
warehouses, district managers 
abrasive engineers and distributor 
sales under his supervision. 

Mr. Park’s responsibility is the 
sales of abrasive grain, ore and 
Tumblex barrel finishing media 

Mr. Price has been a sales man 


sales and 


and 





York, Pa., Firm Moves Headquarters 


* 


Fulton, Mehring & Hauser Co., York, Pa., recently moved into its new building on 


North Beaver St 
ing firm, and has been wholly 


palletized. Parking lot adjoins 


126 


Building was formerly occupied by old-time wrought-iron fabricat 
refurbished 


Warehouse operations have been 
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Harlan T. Pierpont 





Fred L. Curtis 


ager in both regional and national 
capacities since 1949. Mr. Park, 
recently manager of distributor sales, 
has been a regional sales manager 
and Cleveland district manager. Mr. 
Pierpont has been sales manager for 
refractory products since 1948. Mr. 
Curtis, will direct sales of 
newly created products such as 
ceramic coatings, ceramic cutting 
tools, and wear-resistant products, 
has been an assistant sales manager 
since 1954. 

William R. Moore, vice president, 
who is approaching retirement, will 


who 


continue to have responsibility for 
sales of pulpstones, wear-resistant 
products and flooring materials. 





SKF Industries 
Names President 


Edwin R. Broden has been named 
president and chief executive office: 
of SKF Industries, Inc., succeeding 
Richard H. DeMott, president and 
board chairman. Mr. DeMott will 
continue as chairman of the board 

Mr. 
director. 

With SKF since the spring of 
1955, Mr. Broden has been execu 
was pre 


Broden was also elected a 


tive vice president. He 
viously executive vice president of 
Carborundum Co. 

Mr. DeMott has been 40 years 
with SKF. He started as a sales 
apprentice, later became New York 
district manager, head of industrial 
development, assistant sales man 
ager, general sales manager, and vice 
president of sales. 





Porter Expands Rawiplug Branch Managers Meet 
Disston Operation; plug branch Managers 


New Manager Named 


H. K. Porter Co., Pittsburgh, 
has purchased Carlson & Sullivan, 
Inc., Monrovia, Calif., manufac 
turer of steel rules and measures, 
and will operate it as part of its 
new Henry Disston Division. 

Porter acquired Henry Disston 
& Sons six weeks ago in exchange 
for $6,000,000 of Porter preferred 
stock. It is operating the Philadel 
phia saw and tool concern, which 
has five subsidiaries and six plants 
in North America and abroad, as 
the Henry Disston Division. Eastern managers of Rawlplug Co. were briefed on new distributor training program 

Carlson & Sullivan, founded in recent meeting in New York City 
after World War II, moved four 
years ago into a new 25,000 sq. ft. 
plant in Monrovia. It will be 
known as Carlson Rules & Meas 
ures, Henry Disston Division. C. 
Vernon Newton has been appointed 
Carlson’s plant manager. 


To Manage Disston 


Lawrence L. Garber, a vice presi 
dent of H. K. Porter, has been 
named general manager of the 
Henry Disston Division. With 
Porter since 1950, he was recently 
general manager of Porter’s Alloy 





Metal Wire Division Western managers of the company held the same meeting in Hot Springs, Ark 





Flexible Tubing Maps Marketing Plans “Free Staters” 


Elect Officers 


Jack Hall of Standard Pressed 
Steel Co. has been elected president 
of The “Free Staters,”’ Baltimore 
factory representatives organization 

Also recently elected were Al 
Merriam, Simonds Saw & Steel Co., 
vice president, and R. C. Mervine, 
secretary-treasure! 

Organized four years ago to 
encourage mutual understanding 
of factory representatives’, distribu 
tors’ and customers’ problems, th« 
Free Staters admit representatives 
selling through distributors 

Besides outings and meetings, the 


group sends delegations to local 
Program for distributors was main topic of Flexible Tubing Co.’s recent meeting f 

: h ? 5 unctions of purchasing agents, tech 
for field representatives and engineers at Guilford, Conn. Frederick K. Daggett i oe 


president, addresses the group nical men and others 
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Education Aids Chairman Visits Clarkson 


Guest speaker at Clarkson College’s Student Society of Industrial Distribution 
meeting recently was F. Marsena Butts (seated center), of Butts & Ordway Co., 
Cambridge, Mass. With him are Society’s student officers. Mr. Butts is chairman 
of the Joint Educational Aids Committee of the two distributor associations 


Ray Neal Retires as R. C. Neal President 


Ray C. Neal has retired from R. C. 
Neal Co. after 42 years as head of 
the Buffalo, N. Y., firm. 

He will continue his partnership 
in Erie Industrial Supply Co., Erie, 
Pa. 

He had remained as R. C. Neal 
president for two years after the 
sale of the company according to 
an agreement with the new owners. 

Mr. Neal founded R. C. Neal as 
as industrial supply firm in 1913 
after working for Buffalo Wholesale 
Hardware Co. for nine years. 





Ray C. Neal 


Walworth Adds 
Conoflow Subsidiary 
For Automation Lines 


Walworth Co. has completed an 
exchange of stock with Conoflow 
Corp. and will operate it as a sub 
sidiary beginning Jan. 3. 

Conoflow, founded 1943, 
manufactures final control elements, 
including automatic control valves, 
pneumatic power operators and air 
regulation equipment. Walworth 
officials said the merger gives their 
firm “a more extensive diversifica- 
tion into the rapidly growing field 
of automation used in the process 
industries, the power industry and 
atomic energy development.” Wal- 
worth has produced industrial valves 
and fittings for more than 100 years. 

Conoflow will operate as an in 
dependent subsidiary under the 
same policies as in the past, with 
no change in management or per 
sonnel, Rudolph B. Werey, Cono 
flow president announced. The Phil 
adelphia plant will be retained. 


in 








Heads Wheel Institute 


Grant S. Diamond, president of 
Electro Refractories & Abrasive 
Corp., has been elected president 
of the Grinding Wheel Institute 
succeeding Clarence E. Etheridge, of 
the Macklin Co. 








Active in the National Industrial 
Distributors Association for many 


Order Index Continues 


at High Rate 





years, he was the association’s presi- | T 
dent in 1949 and is now on its Ad | 
visory Board. He helped organize 
the first New York State chapter 
of the American Society of Tool 
Engineers, and founded the Amigos 

















of Buffalo, industrial salesmen’s 
group. He has served as director or 
officer of the Ellicott Club Associa 
tion, the Buffalo Chamber of Com 


JULY 1948 100 


from June ‘5! to July 





NEW ORDER INDEX 
INDUSTRIAL SUPPLIES 
AND MACHINERY 


(Temporarily discontinued 





$2) 








merce and the Buffalo Niagara Sales 
Executives. 
He is a trustee and past master 


of Highland Lodge No. 835, | 
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In 1942-1943 he served on the 
War Production Board as chief of 
the Industrial Supply Section. 


to double 
Associatiot1 


was still close 
the American 


October but 
compiled by 





ADDITIONAL NEWS STARTS ON PAG 


New order index for industrial supplies and machinery dropped 13 


2 points in 


base month of July 1948. Index is 


the 
! 


E 202 








There's a Yale Hoist for every lifting job! 


*y 


The Yale Pul-Lift gives 
one man the strength of 150 


YOU CAN OFFER CUSTOMERS THE HO/ST THAT DOES HUNDREDS 
OF JOBS— QUICKLY, SAFELY, ECONOMICALLY 


Your customers in every industry can use the amazing power 

of the YALE Pul-Lift Hand Hojst that allows a single worker to 

lift or pull loads up to 15 tons! Universal ratchet action makes it as 
simple to operate as a wrench. Portable, versatile, designed and built to 
YALE’s exacting quality standards, the Pul-Lift will go anywhere... 
handle routine or specialized jobs with equal ease...outwork 

and outlast any other hoist of its type! 


Offer your customers the important savings that the rugged power of 
the YALE Pul-Lift will bring them. 


Y A § FE * INDUSTRIAL LIFT 
TRUCKS AND HOISTS 


Gas, Electric, Diesel & LP-Gas Industrial Trucks * Worksavers 
Warehousers « Hand Trucks » Hand & Electric Hoists 
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Price Index for 19 Product Classes 


(1947-49—100) 


% Change 
Oct. Sept. Oct. From 
NAME OF PRODUCT CLASS 55 55 "54 Year Ago 


Abrasive Products 122.0 119.8 116.9 +4.4 


Cutting Tools 143.4 143.4 124.9 +14.8 


Fans and Blowers 157.4 156.0 143.7 +9.5 
Fasteners 168.2 166.3 157.0 +71 
Incandescent Lamps 147.2 147.2 136.9 +7.5 
Industrial Rubber Products 141.8 141.8 133.6 +6.1 
Lubricants 75.0 74.6 69.7 +7.6 
Materials Handling Equipment 143.5 142.0 134.2 +6.9 
Mechanics Hand Tools 156.5 152.6 143.4 +9,1 


(Files, saw blades) 
Metalworking Accessories 145.9 145.9 127.8 +14.2 
Motors 110.6 109.6 109.9 +06 
Paint 115.0 1148 112.8 +2.0 
Portable Power Tools 125.6 124.6 120.3 +4.4 
Power Transmission Equipment 147.2 145.1 133.1 +10.6 
Precision Measuring Tools 129.2 118.3 +9.2 
Pumps and Compressors 140.9 131.9 +68 
Steel Products 154.5 144.7 +6.8 


(Pipes, bars, nails, wire rope, etc.) 
Valves and Fittings 141.9 131.0 + 8.3 
Welding Machines 129.2 124.3 +3.9 


(Equipment, rods) 
Total Index 141.2 129.8 +8.8 


Bureau vf Labor Statistics and Industrial Distribution 
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Ask 
YOUR LYON 


Dealer for 


TO HELP LYON DEALERS SELL! 





Ads like this appear in Business Week, 
Factory Management & Maintenance, 


Purchasing, Institutions, School Executive, = STEEL KITCHENS for a HOME 


School Equipment News, Automotive News, 
Industrial Distribution, Office Appliances. 
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LYON METAL 
PRODUCTS, INC. 


















































Factories in Avrora, lil. and York, Pa. ™ ih °7 T . . F °F ° * 
Dealers and Branches in Aji Principal Cities 





N THE MARKET .... 


HERE ARE THIS MONTH’S NEW AND IMPROVED PRODUCTS 





Chain 
Welded Aluminum, 


In Four Sizes 


Welded aluminum chain in 4, 
fs, & and 4-in sizes has been devel 
oped and introduced. 

Some of the features claimed in- 
clude; light weight, unusual non- 
sparking and non-magnetic charac- 
teristics, resistance to corrosion, 
color anodized finishes. 

McKay Co., Pittsburgh 


C-Clamps 


100% Automatic, 
Available in 6 Sizes 


Said to be completely automatic, 
a new line of C-clamps has been an 
nounced. 

When disengaged, the 
spindle is free to slide back and 
forth along entire length. At any 
point, it can be brought into posi 
tive contact with the nut by rotat- 


clamp 


ing handle clockwise. When en 


gaged, tightening action can be 


continued through entire length of 
the screw. 

Available in six sizes, from 2 to 
12-in. 

Wilton Tool 
Schiller Park, Il. 


Mfg. Co., Inc., 


Cabinets 


Dust-Free, 
Tamper-Proof 


Available in four general types, 
new steel storage cabinets have been 
added to the company’s Hallowell 
line. 

Adjustable shelves can be placed 
as close as 4in apart; four shelves 
are furnished, with additional 
shelves and rests available if needed. 
Equipped with locks master-keyed 
to all their lines, the cabinets are 
shipped assembled or knocked down 
in cartons. 
locks 


and coat rods are made of plated 


Shelf-supports, handles, 


steel; standard colors are green o1 
gray; all painted surfaces are phos 
phate under-coated to improve paint 
adhesion. 

Standard Pressed 
Jenkintown, Pa. 


Steel Co., 
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Lubricating System 
Accurate Control 
Mist Cooling 


Atom-Lube mist cooling 


Milford 
and lubricating system in a new, 
improved version is said to provide 
more accurate control of mist cool 
ing and operating area. 

Incorporating a $-in nozzle, sup 
plementing the standard 3-in type, 
the unit can now be applied to many 
operations where excessive mist o1 
lubricant would be a problem. 

\tom-Lube is a complete system 
using an air jet to atomize any 
desired cooling or lubricating liquid 
from water to heavy machine oils. 

Henry G. Thompson & Son Co., 
New Haven, Conn 


Gloves 
Abrasion-Resistant 
Koroseal-Coated 


Recommended by the 
wherever toughness is needed for 
handling abrasive materials, new 


maker 





TODAY 


. PRODUCTS WITH SALES POSSIBILITIES FOR INDUSTRIAL DISTRIBUTORS 





Koroseal-coated gloves have been 
announced. 

The Koroseal surface is also said 
to protect against acids, caustics, 
petroleum and mineral oils. 


B. F. Goodrich Co., Industrial 
Products Div., Akron 


Bench Model, 
Tilting Arbor 


Designed to provide builders and 
small woodworking shops with a 
large capacity portable 
“second” saw, a new bench model 
tilting arbor 10-in circular saw has 


low-cost 


been introduced 
The new saw 
34-in, weighs slightly over 200 Ibs, 
and is operated by a 1 hp motor. 
Delta Power Tool Div., Rockwell 
Mfg. Co., Pittsburgh 


cuts stock up _to 


Lamps 
Increased Output 
With Axial Filament 


Increased light output in house 


hold, commercial and _ industrial 


lamps has been developed by im 


FOR AN INDEX OF THIS MONTH’S NEW 


proving the tungsten filament in 
basic design. 
According to the manufacturer, 
altering the mount structure so the 
filament is positioned lengthwise, 
or axially, in the bulb and substitut 
ing coiled-coil filaments for singly 
coiled ones in lamps of 300 watts 
and larger, effect an increased light 
latter 


15% the im 


output of the lamps over 
their lifetime of 
proved 750-watt bulb, for example, 
is said to produce 21.6 lumens pet 
watt of 
compared with an efhiciency of 18.9 


watt for 


electricity consumed as 


lumens pet present 750 
watt bulbs. 

Lamps of 750 and 1000 watts used 
in commercial and industrial light 
ing installations are now available 
with the improved axial filament 
Other 


soon as manufacturing equipment 


sizes will be available as 


can be converted and installed 


General Electric Co., Cleveland 


Bearing Bronze 


Available in 44 Sizes 
From 5 to 9-in Diameter 


Continuous-cast bearing bronze 
in new, larger sizes from 5 to 9-in 
diameter, in foundry alloys and a 
variety of shapes to 12 ft. long, have 
been announced 

Up to now, bronze produced by 
the company’s process ranged from 

to 5-in in diameter 

I'he copper base stock produced 
by this process in a form equivalent 
to mill 


shapes is ready for machining o1 


length rods, tubes, and 


other fabricating operations 
American Smelting & Refining 
Co., Barber, N. | 


Fittings 


For Plastic 
Or Metal Tubing 


Nylo-Seal fittings, molded 


tube 





' PRODUCTS, SEE PAGE 139 
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EXACT FLUTE SPACING 
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UNIFORM 
FLUTE CONTOURS 
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PRECISION CHIP 
DRIVER CONTOURS 
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ACCURATE AND 
CONCENTRIC CHAMFERS 





advertisements say 
CALL YOUR WINTER 
DISTRIBUTOR 






































no more 


lasts longer-cuts faster 


Heller NUCUT files combine coarse, fine and extra fine teeth in a 


planned irregularity, creating the ‘‘wavy-teeth'’ design. The coarse teeth 
cut deep, clean; the fine teeth leave a smooth, scratch-free finish. 

This ‘‘Wavy-Teeth"’ design makes the file clear itself, adds longer 

life. NUCUT “‘wavy-teeth"’ files cut faster without scraping or 

chattering. Ask your distributor for Heller NUCUT files 


with patented ‘‘wavy-teeth.” 


HELLER TOOL CO. 


A Subsidiary of Simonds Saw and Steel Company 
NEWCOMERSTOWN, OHIO 


BRANCH OFFICES: New York, Chicago, Detroit, Los Angeles 
HELLER DISTRIBUTOR FRANCHISE 
INVESTI GATE FOR ALL YOUR FILE NEEDS 
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AMESSAGE TO AMERICAN INDUSTRY * 


The National Merit Scholarship Corporation 


Business is Offered Big Dividends 
on Investment in Higher Education 


Business firms searching 
for a satisfactory avenue to 
provide financial aid for 
our colleges and universi- 
ties now have a new oppor- 
tunity of major importance. 
It is provided by the Na- 
tional Merit Scholarship 
Corporation, which has of- 
fered to devote $8 million 
to matching, dollar for dol- 
lar, gifts by business firms 
for college scholarships 
and supplemental gifts to 
the institutions where the 
scholarships are used. 
The National Merit 
Scholarship Corporation, 
an independent agency fi- 





The McGraw-Hill Publishing Com- 
pany is availing itself of the opportunity 
to establish ten National Merit Schol- 
arships. They will be known as the 
McGraw-Hill Merit Scholarships. The 
scholarships are to be awarded to qual- 
ified candidates for a four-year college 
course in the fields of science, engineer- 
ing and the other professions and the lib- 
eral arts. There will be no limitation, 
beyond the appropriate professional ac- 
crediting, on the college or university 
selected by a successful candidate. As 
part of a continuing program to aid high- 
er education and educational institutions, 
McGraw-Hill is happy to be able to share 
in what it believes to be the constructive 
educational endeavor of the National 
Merit Scholarship Corporation. 











ONE OF A SERIES 


school graduates do not go 
to college. The principal 
reason is that they do not 


have the money required. 


To Save Unused 
Brain Power 


The National Merit 
Scholarship Corporation 
will strive to eliminate this 
dangerous neglect of top- 
flight ability. To this end 
it is inviting the nation’s 
high schools, numbering 
more than 24,000, to par- 
ticipate in its program by 
designating as available 


candidates for National 


nanced initially by gifts of $20 million from the 
Ford Foundation and $500,000 from the Carnegie 
Corporation, has three major purposes which are 
closely related. They are: 

1. To locate those of the nation’s young men 
and young women who are best equipped to go 
to college. 

2. When necessary, to help these young peo- 
ple go to college by giving them financial aid. 

3. To help colleges and universities meet the 
full cost of the instruction of those to whom 
National Merit scholarships are granted. 


At present about half of the nation’s top high 


Merit scholarships the top 5 percent of their senior 
classes. Those so designated are then invited to 
take a series of tests and to submit reports designed 
to assure selection of the very best talent in each 
state. The number of scholarships to be allotted to 
each state will be proportionate to the number of 


high school graduates in the state. 


The winners, the total number of whom will be 
determined by the amount of money the Scholar- 
ship Corporation has available, will be eligible for 
awards. For those who need no financial help to go 
to college there will be honorary awards of $100. 
For those who must have help the Corporation will 
grant scholarships covering as much as necessary 
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of the cost of instruction and living expenses for 


a four-year college course. 


Colleges Get Financial Help 


The provision of funds to cover the students’ 
expenses does not, however, solve the financial 
problems faced by many colleges. That is because 
the tuition charges paid by the students do not 
cover the cost of the instruction. The deficit must 
be met by drawing upon endowment funds, gifts, 
grants, and other available sources. 

Consequently, to prevent holders of National 
Merit scholarships from imposing any additional 
financial burden on the colleges and universities 
they elect to attend, the Corporation will make a 
supplementary grant to these institutions. The sup- 
plementary grant will be the equivalent of regular 
tuition charges made by the school, with a top 
limit of $1,500 a year for both the tuition and the 
supplement. 

As the scholarship grants to the winning stu- 
dents wil] vary, depending upon how much finan- 
cial help they need, so will the supplementary 
grants vary from one college to another, depending 
on their regular tuition charges. However, it is 
anticipated that on the average the full cost of a 
National Merit scholarship—including aid to the 
student and the supplement to the college—will be 
about $1,500 a year. 

Many business firms will find a compelling ap- 
peal in a program which is designed at once to 
mobilize the nation’s intellectual resources more 
effectively and, in the process, give very badly 
needed financial help to our colleges and univer- 


sities. 


Two For One Return Offered 


However, there are numerous other inducements 
to business firms to finance National Merit schol- 


arships. These scholarships may: 


1. Carry the name of the firm or be named 
in honor of someone designated by the firm. 

2. Be limited to use in types of colleges of 
particular interest to the sponsoring firm. 

3. Be limited to a college course, such as 
science, engineering or liberal arts, of special 
concern to the sponsor. 

1. Be restricted to candidates or institutions 


in geographic areas specified by the sponsor. 


In addition to these advantages there is a special 
financial inducement to help the Merit Scholarship 
program. It is that for every Merit scholarship a 
firm or individual finances, the Corporation will, 
up to the limit of $8 million, match the funds and 
make another Nationa! Merit scholarship available. 

There are many good ways of helping our finan- 
cially beleaguered colleges and universities, and 
many corporations are already using one or more 
of them.* For those companies that can do so with- 
out embarrassing complications one of the best 
ways is to make unrestricted gifts directly to the 
institutions. But this new way provided by the cre- 
ation of the National Merit Scholarship Corpora- 
tion (Address: 1580 Sherman Avenue, Evanston, 
Illinois) has the broad appeal of serving two pur- 
poses of transcendent importance simultaneously. 
The purposes are to see that our best brains are 
fully trained and utilized and that our colleges and 
universities, crucial contributors to this process, 
are helped at the same time. Business will serve 
the nation and its own community well by giving 
the National Merit Scholarship Corporation gen- 


erous help. 


* These, as well as the plight of our colleges and universities, 
are discussed in a pamphlet, “Business Aid to Our Colleges 
and Universities,” which embodies a series of five editorials 
which appeared in all McGraw-Hill publications. Copies of 
the pamphlet can be obtained without charge by addressing 
the Department of Economics, McGraw-Hill Publishing Com 
pany, Inc., 330 West 42nd Street, New York 36, New York. 
Methods of helping our colleges and universities financially 
are also outlined and discussed in a pamphlet, “Aids to Cor- 
porate Support of Higher Education,” which may be obtained 
without cost by addressing the Council for Financial Aid to 
Education. 6 East 45th Street, New York 17, New York. 





This message is one of a series prepared by the 
McGraw-Hill Department of Economics to help 
increase public knowledge and understanding 
of important nationwide der elopments that are 
of particular concern to the business and pro- 
fessional community served by our industrial 
and technical publications. 

Permission is freely extended to newspapers, 
groups or individuals to quote or reprint all or 


parts of the text. 


Aeuctd Utthve— 


PRESIDENT 


McGRAW-HILL PUBLISHING COMPANY, INC. 
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On The Market Today 


(Starts on page 132) 





from Zytel (Nylon), which can be 
used with either plastic or metal 
tubing, have been announced. 

The new fittings are said to be im- 
pervious to most acids and alkalis 
and can be used with stainless steel 
tubing, nylon, polyethylene, alumi 
num, steel and copper tubing. 

Other features claimed include: 
working pressures range from 150 to 


500 psi, depending on temperature; 
withstand temperatures from minus 
70 to plus 250 deg. F.; high impact 
strength, withstand steam steriliza 
tion; normally furnished in Royal 
blue and resistant to weathering. 

Sizes range from } to 4-in O. D. 
in unions, bulkheads, half unions, 
elbows and tees. 

Imperial Brass Mfg. Co., Chicago 





BEARING BRONZE 

American Smelting & Refining 

Co. 

BINS 

Bay Products, Inc 
BROACHES 

Shearcut Tool Co 
CABINETS 

Standard Pressed Steel Co 
C-CLAMPS 

Wilton Tool Mfg. Co 
CHAIN 

McKay Co 
COUNTERSINKS 

Severance Tool Industries Inc. . 
DRILL GRINDER 

McDonough Mfg. Co 
DRILLS 

Chicago-Latrobe 

Cincinnati Lathe & Tool Co.. 

Whitman & Barnes 
FITTINGS 

Imperial Brass Mfg. Co 
GLOVES 

B. F. Goodrich Co., Industrial 

Prods. Div. .... 

LAMPS 

General Electric Co 
LIFT 

Oster Mfg. Co. ; 
LUBRICATING SYSTEM 

Henry G. Thompson & Son Co. 132 
MICROMETER 

Lufkin Rule Co 144 
MILLS, END 

M. A. Ford Mfg. Co., Inc 
MOTOR CLIP 


Tinnerman Products, Inc..... 





Index of This Month’s New Products 


MOTORS 
Electro Dynamic Div., General 
Dynamics Corp 
OILER 
Eagle Mfg. Co 
OVERLOAD PROTECTOR 
Machine Accessories 
POWER DRIVE 
Beaver Pipe Tools, Inc 
SALAMANDER 
Jackson Mfg. Co 
SAW 
Delta Power Tool Div., Rock 
well Mfg. Co 
SAWS, CHAIN 
Mall ‘Tool Co 
SCREWDRIVERS 
Plomb ‘Tool Co 
STRAIGHTENER 
Cable Strate Co 
TACHOMETER 
Rev Products Co 
TOOL HOLDERS 
Carboloy Department of Gen 
eral Electric Co 
TOOL INSERTS 
Carmet Div., Allegheny Ludium 
Steel Corp : ; 
TOOLS, DIGGING 
Ingersoll-Rand Co 
TRAPS 
Clark Mfg. Co 
VALVES 
A. W. Cash Co 
Crane Co 
Lunkenheimer Co 
Ohio Brass Co.... 
Rockwood Sprinkler Co 
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KEYWAY 
BROACH 
KITS 


a “must” in every machine 
shop and every maintenance 
department, for cutting any size 
keyway from Vs" to 1” in any 
bore from \%" to 3” — by hand in 
one minute. 


SQUARE HEXAGONAL 
BROACHES 
to meet the demand for stock 
broaches that will finish cast or 


drilied holes in one pass. For 
Hs" to %" holes. 


PRODUCTION TYPE KEYWAY 
BROACHES for quantity pro- 
duction of keyways also avail- 
able from stock in ten popular 


sizes. 
Winute Wan 
MAGNETIC 
BASES 


hoid dial indicator 
ge es. 360° horizon- 
al, 


a 


coe oe 
- “Aw 
“ee ae 


o~ 


180° vertical 
swing. Save set-up 
time, increase work 
accuracy. One sells 
another. 


du MONT 
H. S. Ground 
TOOL BITS 


square and rectan- 
gular, with the bal- 
anced combination 
of toughness, wear 
resistance and red 
hardness that keeps 
users coming back 
for more. 





See them at Booth 406—PLANT 
MAINTENANCE SHOW—Philadeiphia 





nea! 
TAYLOR 
CHAIN 


dependable 


service! 
TYPES AND SIZES OF 


QUALITY CHAIN 


Chain is a specialty—not a side line—at Taylor 
Chain. That’s why so many distributors and 
wholesalers all over the nation make Taylor's 
plants in Hammond and Pittsburgh their one 
dependable source for everything from No. 
8 Sash Chain to 2” Alloy Steel Chain. 
Taylor’s seasoned sales engineers and 
Taylor’s 83 years of chain-making know- 
how are at your disposal — ready to help 
you with any chain problem you or your 
customers might have. 
Contact Taylor Chain for your next 
chain requirements. You'll be time and 


money ahead if you do! 


S.G. TAYLOR CHAIN COMPANY 


Hammond, Indiana; Pittsburgh, Pennsylvania 


Free! Complete 
Taylor Chain Cat- 
alog is available 
FREE to bona 
fide distributors. 


a 


$. G. Taylor Chain Saey 
Dept. G, Hammond, Indiana 


Rush free catalog and price lists. 


Be Tavior Mave 


City 


Name 
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Drills 
Carbide Gun, For 


Shallow & Deep Holes 


Carbide gun drills recommended 
for the drilling of both shallow holes 
and deep holes have been an- 
nounced. 

Currently, they are available in 
the following sizes: $ to 14-in in 
clusive for bore-drilling applications 
and } to 1-in inclusive for deep hole 
(non-rotating) applications. 

Sizes } to }4-in are furnished with 
solid carbide heads; ¥ to 4-in with 
either solid or carbide tipped heads; 
sizes over 4-in are provided with 
carbide tipped heads. 

Chicago-Latrobe, Chicago 














Digging Tools 
New Line, 
Spark Resistant 
Paving breaker, demolition, and 
digging tools—recommended for 
(Continued on page 144) 








are easy to sell —because... 


More Marlow Acceptance! Customer ac- 
ceptance for the broad Marlow line makes 
it easy to sell. Your customers know that 
Marlows perform at high efficiencies with 
low operating and maintenance costs. The 
Marlow line includes self-priming centrifu- 
gal, end-suction centrifugal, diaphragm and 
plunger pumps, for a wide range of service 
applications. 


More Marlow Sales Help! Marlow main- 
tains a complete field force of factory 
trained engineers located strategically 
throughout the country. This exclusive 
Marlow service means fast, local help on 
difficult pump applications and service 
problems. 


More Marlow Advertising! Marlow adver- 
tising and merchandising efforts are aggres- 
sive and effective. This presells your market, 
making your sales job easier than ever 
before. For complete information on the 
Marlow Dealer Agreement, write Marlow 
Pumps, Ridgewood, New Jersey. 


Vertical Self-Primer 


Marlow, specializes in 
pumps for: 
Contractors 

Dry Cleaning 

Fire Fighting 
General Industry 
Irrigation 

Oil Country 
Petroleum Marketing 
Sewage 

Swimming Pools 


MARLOW PUMPS 
Division of Bell & Gossett Company 
RIDGEWOOD, NEW JERSEY 
Morton Grove, Illinois Longview, Texas 











Motor Driven Self-Primer 


Cogn - . 
t eet 
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“Dayton showed us how... 


A NEW PROGRAM TURNS PROSPECTS INTO CUSTOMERS” 


“Dayton cooperates all along the line,”’ says Earl 
Berwick, Pres. Great Lakes Rubber Co. Detroit, 
Michigan, “‘that’s the reason we’re fast turning 
our prospect list into customers. 

“Particularly we like Dayton’s policy of refer- 
ring all inquiries to distributors— then standing 
ready to back us up with their own V-Belt engi- 
neers whenever our salesmen need specialized help. 

“‘Product-wise we’re sitting on top of the world 
with Dayton’s complete line of fine quality 


de 

Leading off Dayton’s top-quality 
V-Belt line is the exclusive Cog-Belt. 
John Sly explains to Dick Goodwin, 
Earl Berwick and John Richardson, 
Great Lakes’ General Manager, the 
features that give the Cog 40% 
more horsepuwer. 


Great Lakes Rubber Co. maintains 
three warehouses in addition to this 
Main Office and warehouse, to sup- 
ply Detroit’s heavy concentration 
of industrial users. 


V-Belts. Our favorite is the exclusive Cog-Belt,* 
actually it’s a full profit leader. 

“‘Because Dayton promotes their V-Belts—and 
us—with continuous, aggressive advertising, a 
really ‘cold’ call is practically unheard of in 
our office. 

“Topping off the whole program is Dayton’s 
selective franchise—that’s positive assurance our 
future will never be endangered by overdis- 
tribution in our trading area.” 














Dayton’s Preventive Mainte- 
nance Program, promoted by 
consistent year-round adver- 
tising, builds continuous repeat 


business for Dayton Distrib- 
utors. Dayton Representa- 
tive John Sly explains the 
program to Earl Berwick, Great 
Lakes President (center), and 
Dick Goodwin, Gen. Sales Mgr. 





Assisting distributors’ salesmen is a 
primary job of Dayton representatives. 
Here, with Great Lakes’ Chuck Urqu- 
hart, John Sly leaves the convenient 


Dayton Regional Warehouse to call on Hi , 
a customer needing specialized help. ~  f i 0 N ~ U B B ER C 0 


ee 
i ws 

ee 

. 

. 


Ed Lafrance, Manager of Great Lakes’ ~y rh =) 
No. 3 Warehouse, arranges his well bal- a: . w : i 
anced stock of Dayton V-Belts for 


easy order filling. ore | ’ \ , 








J 


mg ol ee | ts : ) 
. : —e = = a v | ; 


YEARS OF PROGRESS 


World's Largest Manufacturer of V-Belts 
The Dayton Rubber Co., Industrial Div., Dayton 1, Ohio 





QUALITY PRODUCTS 
+ 
STEADY PROMOTION 
= BETTER SALES 
// 


~ 


this formula has made KEY pipe sealing 
compounds ‘‘Best Sellers’’ for 38 years 


QUALITY PRODUCTS —Key Pipe Joint Com- == 


pounds provide tight, permanent leakproof seals, never For water, gas, 
freeze in the joints, break quickly and easily. 


LL h EE Mh db dbh dell —with o steady program of 


attention-getting advertisements in 10 leading nationol 
industrial publications, plus liberal sampling and power- 
ful follow-up sales letters. 


low pressure 
steam lines. 


‘ P i For oil, gas, 
—hundreds of industrial high pressure 
supply houses hove been stocking KEY compounds for over ay steom lines 
20 years. Their cestomers’ orders specify ‘“KEY—no th \ 
substitutes." 


WRITE FOR FREE SAMPLE AND 
DISTRIBUTOR INFORMATION 


2621 McCASLAND AVE. 
EAST ST. LOUIS, ILLINOIS 








(Now you can 


y, SUPER-PENCIL IRONS* 


No. 25S 25w. 1/8” tip $5.50 
e No. 26S 30w. 3/16” tip $5.50 


—with 
HEXACON 


INSTRUMENT =~ 
40L. 
‘SOLDERING IRONS HATCHET MONS" 
Tore st sotcering ong, | dah Sn. tea 


Because of new efficient design, these tiny tips 
out-perform irons with larger tips and higher 
wattages. HEXACON offers a new standard 
in soldering iron efficiency for every conceiv- 
able need in the soldering of miniature 
assemblies. PIN-POINT 
DISTRIBUTORS! Be sure to get the new Sell-on-Sight IRONS* 

Assortment — a strong three-color Cardboard Dis- No. P-25A 25w. 1/8” tip $5.50 
play with all six irons plus the popular 30H, Cat. No. P-26 30w. 3/16” tip $5.50 
x No. HD4 at $40.25 List. *Also available in 


YSN higher wattages 











HEXACON ELECTRIC COMPANY 
138 West Clay Ave., Roselle Park, New Jersey 
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application in any plant handling 


| such hazardous liquids as gasoline, 


naptha, benzine, lacquers, etc. or 
flammable gases or dusts which 
could be ignited by spark—have 
been announced. 

Forged from a beryllium copper 
alloy, the manufacturer claims 
greater tool life in addition to spark 
resisting qualities. 


Ingersoll-Rand Co., New York. 


Valve 
Combination Relief 
And Regulating 


Known as Standard Type PR 
Univalve, a new combination regu- 
lating and relief valve has been 
introduced. 

Installed in the hot water boiler 
supply line, it is said to automat- 
ically control pressure to insure 
proper circulation through system. 

Of rust proof construction, the 
new valve features a built-in by-pass 
which allows rapid filling of hot 
water system, and acts as convenient 
accessory for pressure testing of 
complete system. 


A. W. Cash Co., Decatur, III. 


Micrometer 
Features 


New Cam Lock 


A new cam lock for the maker’s 
micrometer calipers has been an- 
nounced. 

Turning the lever 4 turn is said 

Continued on page 148) 
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206503 Contact Assembly 


. 0/ ... eduction of capital tied up in inventory 
0... Saving in clerical personnel 


The Heckethorn Manufacturing & Supply 
Company of Littleton, Colorado reduced their 
clerical costs of inventory control by 50% and 
cut in half the amount of capital formerly 
tied up in inventory supplies! 

The improved inventory control system 
that made these remarkable results possible 
was especially designed for Heckethorn by 
specialists from the Remington Rand Business 
Services Department. Remington Rand spe- 
cializes in planning the system that will work 


best in any given situation — tailored to fit your 
company's exact requirements. 

Write today for free, illustrated Case His- 
tory on this Heckethorn job. It gives full de- 
tails on the handling of an inventory of 
10,000 operating and maintenance items... 
what commodity classification accomplished 
... how visible signalling simplified the en- 
tire Operation. You may find this same service 
can mean increased efficiency and lowered 
costs for you. Ask for folder CH973. 


7 baru 
Memingtor. ROOM 1186 315 FOURTH AVENUE, NEW YORK 10. 


Division of Sperry Rand Corp. 
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New District Sales Office and Warehouse 


Hewitt-Robins Facilities and Sales Force at Charlotte, N. C. 
Provide Direct Service to Fast Growing Industrial Area 


This big new sales office and warehouse in Charlotte 
constitutes the nerve center of the recently organ- 
ized Hewitt-Robins Southeastern Sales District. 
The new facilities were created in line with 
Hewitt-Robins established policy of supplying cus- 
tomers from stocks of finished goods in the field. 
Faster service and direct supply will be provided 
by the Charlotte plant for distributors in Florida, 
Georgia, North and South Carolina, Virginia, West 


CHARLES A. THOMPSON, 
District Manager of the 
new Hewitt-Robins ware- 
house and district sales 
office in Charlotte, N. C. 
Mr. Thompson is a for- 
mer resident of Birming- 
ham, Ala., and a graduate 
of Carnegie Institute of 
Technology with a 
B.S.C.E. degree. He 
served for three years dur- 
ing World War II as Lt. 
Commander, USNR, in 
the Civil Engineers Corps. 


Virginia, East Tennessee, East Kentucky and other 
areas east of the Mississippi formerly served by 
warehouses in Philadelphia and Houston. 

The new building contains over 12,000 square feet 
of floor space. And its location—convenient to all 
major transportation facilities—will enable us to sup- 
ply quickly a wide variety of Hewitt-Robins prod- 
ucts throughout the industrial Southeast. 

In addition to complete stocks of conveyor belt- 
ing, transmission belting hose and sheet packing, 
the warehouse will carry conveyor machinery —in- 
cluding idlers, pulleys, holdbacks and related items, 
vibrating screens, car shakeouts, component parts 
for screens and shakeouts, complete conveyors for 
mines, sand and gravel plants and other bulk materi- 
als handling operations. 

All of which adds up to better service for distrib- 
utors and users of Hewitt-Robins’ industrial rubber 
products and materials handling equipment in the 
Southeast area. It means faster fulfillment on new 
orders . . . faster delivery of replacement parts and 
fewer lost production hours when mechanical break- 
downs occur. 
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New Full-Color Slide Films 
Available for Distributors 


An 18-minute, 35 mm. slide film showing industrial 
rubber products manufactured by Hewitt-Robins 
Inc. has been completed for presentation to the 
company’s present and potential industrial rubber 
distributors. The narrated film also touches on the 
company’s history and key personnel. 

Hewitt-Robins’ industrial rubber products include 
conveyor and transmission belting, molded rubber 
goods, and more than 1,000 types of hose. Interested 
distributors can arrange to see the film by contacting 
one of the company’s field engineers or by writing 
Mr. H. C. Heine at the Hewitt-Robins executive 
offices in Stamford, Connecticut. 


to Serve 8 Key Southeastern States 





SPEAKING QF PROGRESS 


Coordinated Advertising Program Keyed To 
Industrial Distributor’s Operation 


Progressive steps by Hewitt-Robins in directing in- 
quiries and sales to its industrial supply distributors are 
features of our 1956 advertising campaign. 

Appearing in all Hewitt- 
Robins industrial trade publi- 
cation advertisements, this 
Classified Telephone book sym- 
bol will emphasize and help 
identify each distributor’s own 
local listing. 


FOR SERVICE AND INFORMATION 
CALL YOUR LOCAL HEWITT-ROBINS 
| INDUSTRIAL SUPPLY DISTRIBUTOR 
| LISTED IN THE “YELLOW PAGES 


| 
} 
lar 


The campaign itself, a three-way coordinated effort, 

is beamed: 

1. At men in specific jobs, i.e., purchasing agents, and 
other “buyers”, through a heavy schedule of 2-page 
spreads in, PURCHASING, FLOW, FACTORY and 
CHEMICAL ENGINEERING. 

2. These will be backed up by spreads and full pages in 
26 specialized industry trade papers such as COAL 
AGE, DRILLING, PIT & QUARRY, etc. 

3. Then 13 spreads in BUSINESS WEEK, aimed at 
top management, will complete coverage of the men 
who have “specifying and buying influence.” 


HEWITT - 


WALL CHART TO BUILD BETTER BELT BUSINESS 


HE WITT- ROBINS »onromano 
saacene, comes 








Twelve important tips on conveyor belt maintenance 
are illustrated in this new wall chart for conveyor users 
and distributors. Designed for a permanent spot on your 
customer’s wall—it’s a constant reminder of your services, 
too. One panel of the 23" x 33" wall chart is devoted to 
recommendations to the user of the right type of belt 
best suited for a specific job, i.e., mining, aggregates, 
metal processing, food processing, chemicals and coal 
handling. 


ROBINS 


INCORPORATED 


PaeUC Cc eT ees Orr IG 8, 


STAMFORD, 


Conn ecTice@?T 
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The Stanley Line of tape rules is all new... 10 models in 3 
styles, priced from 75¢ to $2.89 retail . . . and every rule is indi- 
vidually packed in the sensational Magna View box. 

The “Big” Rule is the 3600 line. ..a real artisan’s rule... 
3610W — 10 feet, and 3612W — 12 feet. The double scale 
saves time and error .. . read feet and inches, or total inches — 
no adding °em up. Wide %4” blade extends further for out of 


reach measurements. 
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Double Scale Marking 


“Tru-Zero” hook compensates 
for hook-on, or up-against meas- 
uring... you're always right. 
Both 3600 and 1200 lines (except 
No. 1206W) have double scale 
marking, “Tru-Zero” hook, and 
the Stanley “‘Tru-Reading” 
mouth for easy, accurate read- 
ing. Sell Stanley, it’s a good rule! 


"Tru-Zero” Hook 


This box with the magnifying 
lens lid is an attention getter... 
a good item for your salesmen to 
carry around on calls. Your cus- 
tomers will go for both product 
and package — quality, plus! A 
suggestion — ask us about your 
name plate on these rules. . . the 
reminder de luxe. 
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to securely lock or unlock the 
spindle. Cam lock replaces the lock 
nut on current production of the 
company’s 1600 and 1900 series. 
Lufkin Rule Co., Saginaw, Mich. 


Power Drive 


Drives Geared 
Tools To 12-in. 


Improvements in their Model-D 
lightweight aluminum power drive 
have been announced by the manu- 


tacturer. 


Redesigned so that all gears are 
fully enclosed and lubricated for 
life, the power grip wrenchless 
chuck works in both forward and 


reverse. 
Entire unit weighs 98 Ibs., and 
it is recommended for use with the 
company’s new No. 78 threader and 
102PD cutter. 
Beaver Pipe Tools, Inc., Warren, 
Ohio 





Photo 
courtesy Hendey Div., 
Borber-Colman Co. 
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deserve the finest 


This is Horton's standard 3-Jaw Scroll 
Universal Chuck which has contributed to 
Horton's reputation for chuck leadership 
for over 100 years. Its precision and 
lasting accuracy make it a must in any 
production picture. For the complete story 
on the complete line of Horton Chucks, 
see your Horton representative or write 
direct. 


WINDSOR LOCKS, CONN. 
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This is the NEW Hendey 32- 
Speed Geared Head Lathe which 
represents the finest in accuracy 
and production, in keeping with 
Hendey’'s long-standing reputa- 
tion for the finest in lathes. Write 
the Hendey Div., Barber-Colman 
Co., Rockford, Ill., for complete 
information on this outstanding 
new lathe. 
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MACHINISTS CHEST 
—_]| 


‘ MODEL 104. Cork lined protective drawers .. . 
HOT FORGED ene "~~ ke >». one turn of the key fastens cover and all 
a, stee d ee for : drawers with patented lock . . . smooth, stream- 
done, d ble I a ee ¢ tor : lined, easy-to-keep clean . . . holds a full 18” 
ee oe scale. 1934" long, 1334” high, 834" deep. 
under the severest piping on NR ne 
conditions! MODEL 105. A “king-size” chest for tools up 
' to 24°. 9 drawers. Size 2614°x144"x12’". 
By the Makers of HUOT DRILL INDEX 


A TYPE FOR EVERY USE! 
FOR ALL PRESSURES! 
FOR ALL TEMPERATURES ! 


( Standard & Double) 
Extra Heavy 
UNIONS 


Available with 








Drill Grinder 


screwed or socket 
weld ends. 3000- 90 Deg. to 140 Deg. 


Ib. sizes Yq” to 3”; Included Angles Ground HUOT MANUFACTURING CO 





6060-lb. sizes Yg” : = 
to 2”. + Model “DV” Sterling drill grind- S51 Werth Wheeler St.. St. Pes! 4, Minn 


er is said to feature a simple, ac- 


ORIFICE a curate adjustment for grinding drills 


to any included angle from 90 to 
UNIONS 140 deg. 

With screwed or Changing the included angle is 

socket weld ends. said to be accomplished by tilting 


3000-Ib. and 6000- ’ 
Ib. service. the grinding wheel head; angle ad- 


justment is made by a hand wheel Safety Car 


controlling a rack and pinion; a 


MALE & FEMALE positive lock in the hand wheel Ae 
UNIONS holds the head at any angle. over 
Another feature is a built-in clear- 
With steel-to-steel, ance gage which accurately indicates 

bronze-to-steel, stain- ie 
less steel-to-steel or the clearance angle being ground 
orifice seats. 3000-Ib. on any size drill. It also claimed 


ic ly. 
= oe drills are ground so completely it is More push 
unnecessary to grind heels off by per stroke 
(FULL STAINLESS & o\ | hand. 


McDonough Mfg. Co., Eau 

FULL ALLOY Claire. W ~ - Only 16 Ibs. light, including rugged 
STEEL UNIONS co ~— we. 531%" hickory handle. Its special 
Wick , heat-treated steel spurs grip securely 
oa SStewee Se on the edges of the rail to prevent 
socket weld ends. Overload Protector dangerous slipping. Ask us more 
— and 8000-1. about this top performing Swaco 

SSEvese. ) Tamper Proof, ray Aconn 
Easily Installed 


WRITE FOR CATALOG 11 Py Sn tle os 
Showing the complete Cotowlese Uae of l'ork-O-Stat, a new mechanical Lowell Wrench Co. 


Perfect Seal Products overload protector, said to reset WORCESTER, MASS. 
CATAWISSA VALVE & automatically, has been developed. 
FITTINGS COMPANY A positive drive with slip-clutch 

300 MILL ST. - CATAWISSA, PA. ction used between any two shafts, 
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Because 
Norden-Ketay 
planned for tomorrow... 


ACRAGAGE® 

SOLID FRONT 
PRESSURE GAGES 

ARE AVAILABLE TODAY 
AT NO EXTRA CosT! 





The first to apply the advantages of solid 
front case design to pressure gages as a 
standard feature... Norden-Ketay 
remains the only manufacturer offering 
you this big plus at no extra cost. 


—— a ee eee eee ee eel 


SOLID FRONT cases —full rear-area blow-out 
disc provides complete safety in every 
pressure range; permits quick, 

easy adjustment and calibration. 


CAPILLARY BLEEDER —permits complete filling 
bourdon tube assembly without necessity of 
cumbersome equipment for evacuation; 
provides for purging of bourdon 

tube assembly. 


EXCLUSIVE SHOCKSTOP FEATURE —integrally 
mounted pulsation dampener is NOT 
dependent upon restrictive orifices which 
tend to clog. 


PNEUMATIC TRANSMISSION SYSTEMS—pressure 
indication at the process and in the control 
area thru transmission of a simple, 

safe air signal. 


For the name of nearest distributor and full 
\ details, write for file #121. 
LID, NUMBER 
ACRA VAILABLE 
NOW A 
SHIPS — 
he 


tise 
} nal Advert ft 
ts are pe istributors- 
can appreciate the 


to key 
suppo rt 


NORDEN-KETAY (CORPORATION 
INSTRUMENT AND SYSTEMS DIVISION 


Wiley Street, Milford, Connecticut 


INDICATING PRECISION PRESSURE GAGES. REMOTE INDICATING OEVICES 
AMALOG DIGITAL CONVERTERS. FORCE BALANCE PRESSURE TRANSOUCERS 
ELECTROMECHARICAL CONTROL SYSTEMS. AIRBORNE RADAR SHIFBOARD Line 
CONTROL EQUIPMENT AIRCRAFT FUEL FLOW INSTRUMENTATION. ACCELEROMETERS 
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Until he switched to ® 





The reason why distributors are turning to Buffalo Bolt 
for quality products and prompt service is simply 

because they are getting both. 
There are no better bolts, no better packaging than 
bolts packed in @ Handy-Packs. As for service, 


call any of our offices and prove-it-yourself. 


@ 3 CONVENIENT SERVICE CENTERS 
WESTERN OFFICE EASTERN OFFICE CENTRAL OFFICE 


Chicago New York City North Tonawanda 
HArrison 7-2179 REctor 2-1888 JAckson 2400 (Buffalo) 


BUFFALO BOLT COMPANY 


DIVISION OF BUFFALO-ECLIPSE CORPORATION 
NORTH TONAWANDA, WN. Y. 
Making both Fasteners and Friends for /00 years 
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it is claimed to safeguard machines 
and machinery against damage and 
production time loss resulting from 
overloading and jamming. 

Type “S”, designed for use with 
“take-off” drives, h2s a hub on one 
side for double set screw connection 
to drive shaft, and a shaft extension 
mounted in a needle bearing on the 
other side for mounting pulley, 
sprocket, gear or flexible coupling. 

The new models are available for 
10, 15, 20, 30, 40 and 60-in Ibs 
torque rating and can be supplied 
with a variety of bore sizes. 

Machine Accessories, Minneapolis 


Motors 


Utilize Less Space 
Larger HP Output 

Designated as type “H”, a rerated 
totally enclosed non-ventilated and 
totally enclosed fan cooled motor 
conforming to recent NEMA 
dimensional standards have been 
announced. 

Designed for operation where 
non-combustible dust and moisture 
are prevalent, complete housing and 
end-brackets are constructed of solid 
cast iron ribbed frame. 

Electro Dynamic Div. General 
Dynamics Corp., Bayonne, N. J. 





/ 
OW YOU CAN STOCK AND SELL::- 


The Complete Line of 
MILFORD 


HOLE 
SAWS 


SHATTERPROOF 


CUT CLEAN, ROUND 
HOLES IN PRACTICALLY 
ANY MACHINABLE 
METAL OR OTHER 
MATERIAL 


HIGH SPEED STEEL 


WELDED EDGE BLADE CONSTRUCTION 


... using the finest high speed steels, provides 
unusually hard, sharp, fast-cutting, long-wearing 
teeth combined with a tough, resilient back. 
The result is a shatterproof blade that takes the 
roughest use in stride. 


A COMPLETE SELECTION OF ARBORS 


... including “follow thru” type. All include 
high speed steel pilot drill and are equipped with 
drive pins for the larger diameter saws. Also 
available are arbor adapters allowing use of hole 
saw arbors in Morse taper sockets. 





ya 


THE HENRY G. THOMPSON & SON CO. AVAILABLE 


Saw Blade Specialists for Over 75 Years 


EXCLUSIVELY 


NEW HAVEN 5, CONNECTICUT THROUGH MILFORD 


Profile Blades and Band Saw Blades 
Hand and Power Hack Saw Blades 


DISTRIBUTORS 





LU 





- 
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| Now Rea 








ae 
Lad 
me 
a 
ae 
he 


CATALOG + EL TE 


bseeeneteeiemeemnened ae 
44 Pages on 


INSERTED BLADE 
MILLING CUTTERS 


This new, comprehensive catalog- 
handbook contains practical, useful in- 
formation on High Speed Steel and 
Carbide Milling Cutters and includes 
full information on the rpanre types / 
of Viking Cutters available including: 
Staggered Tooth 
Half Side 
interlocking 
Face Mills 
Shell End Mills a Valves 
Dove Tail 
Single Angle | Bronze, 


tore eats Solder-End 


Designed with plain ends for use 


be with types K, L and M copper tub 
ric TOOLING ing, a new line of five bronze solder 
’ end valves has been announced. 
I'he line includes three gate 
¥ BULLETIN#55 valves—rising stem with double- 


‘a wedge disc, rising stem with solid- 
Describing the NEW a i r 
wedge disc, and non-rising stem 
DEXAMATIC TOOLING ae - 
: with single-wedge disc. All three 
with ets 5 
exclusive VIKING “CHIPTROL” are rated 125 Ibs steam pressure and 
5 ” . ° . - 
Rickie dt dete de Gt cond a 200 Ibs water, oil or gas. 
clusive Viking development in index- a .. 5 pen ‘ . : 
cle. “Wepe-aey”” eutbide tanert A bronze swing check valve with 
type tools including such features as renewable disc and side plugs car 
Positive and Negative Rakes me > » > rating The lin 
Fully Adjustable ‘Chipbreckers | "ICS Same pressure ratings. Phe sine 
nte P t is completed by a non-metallic-disc 
Rugeed Broached Slot Hold lol ] red at 150 Ibs st 
ugg roache ° oiders o " VE > 4 > ¢ 5 stex 
Heavy Duty Screw-Actuated 510 7 mS ratec it »S am 
Wedgelocks. and 300 Ibs water, oil and gas. 


Lunkenheimer Co., Cincinnati 





Use coupon below for a prompt 
response to your request for copies ° 
of these two NEW pieces of in Straighte ner 


FREE on REQUEST — Saree Sseneeiatne a 


line to handle. 


For Wire Rope 
MAIL COUPON TODAY A portable, hand operated wire 


rope straightener, said to remove 
bends, twists, loops, kinks from all 
sizes of cable, has been developed. 

According to the manufacturer 
length of cable and eyes present no 
problem. 

Medium size for 4 to 1-in cable, 
and Universal size for + to 1]4-in 
cable are available; both models with 
either cast iron or aluminum alloy 


VIKING TOOL CO., 
SHELTON CONN. 


Please send me, without obligation your 
44-page Milling Cutter Catalog []; your 
Bulletin #55 [1]. 


f 

| 

i 

I 

! 

t 

S Name 
I Position 
! 

i 

‘ 

H 


bases. 
Cable Strate Co., Menlo Park, 
Calif. 


Company 


TOOL COLE sive 


Pe ee Se es ee cee ee ee eee es eee ee ee ee ee ee ee ee ee et 
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THiG LUBRICANT 
SAVED UC 
9,008-16 

IN SEVEN MONTHe 


—says THE BROWN COMPANY 
Quality Poper Makers of Berlin, W. H. 











V “During a seven-month period 


before using LUBRIPLATE No. 
130-AA in the bearing of our Kraft 
Mill Lime Kiln, we used a conventional 
oil at a cost of $2,134.00. In the seven 
months that followed, we used LUBRI- 
PLATE No. 130-AA for initial filling 
and replacement at the cost of $35.84.” 


REGARDLESS OF THE SIZE AND 
TYPE OF YOUR MACHINERY, 
LUBRIPLATE Lusricants 
WILL IMPROVE ITS OPERATION 
AND REDUCE MAINTENANCE 

















LUBRIPLATE LUBRICATION 


MAKES CARS 
AND TRUCKS 
RUN BETTER 
AND LAST 
LONGER 


LUBRIPLATE H.0'S 
MOTOR OIL THE O11 
THAT NEEDS NO 
ADDITIVES 











For nearest LUBRIPLATE distributor see 
Classified Telephone Directory. Send for 
free “LUBRIPLATE DATA B tn 
valuable treatise on lubrication. Write 
LUBRIPLATE DIVISION, Fiske 
Brothers Refining Co., Newark 5, N. J. 
or Toledo 5, Ohio. 


THE MODERN LUBRICANT 


ITS A CINCH 
TO SELL 
SAVINGS 


With taxes what they are and today’s 
high prices of materials, labor and 
general overheads, the plant operator 
is just hungry for savings. Offer him 
savings and he is your friend as well 
as your customer. And you are offering 
him savings when you tell him about 


LUBRIPLATI 


Lubricants 


Just look at the LUBRIPLATE adver 
tisements alongside of this column 


Here are 


cerns that are so pleased with savings 


two nationally known con 


they have enjoyed through the use of 
LUBRIPLATE 


wrote us about them and gave us per 


Lubricants that they 


mission to use their names. That's what 


selling savings will do 


Lubri 


LUBRIPLATE 


cants make the perfect line for the In 


Furthermore, 


dustrial Supply salesmen to push. Its 
sale is restricted to authorized distribu 
tors, so when you open up a new cus 
tomer, he is yours for keeps. They 
furthermore make the ideal introduc 
tion to new accounts where the sales 


man can also sell the other products 


he Carries 


LUBRIPLATE Lubricants are nation 
ally advertised in over fifty journals 
that reach every one of your customers, 
irrespective of what they manufacture 
LUBRIPLATE Service Engineers are 
available and ready to travel with you 
to help solve knotty problems. LUBRI- 
PLATE 


plentiful 


literature is complete and 


If you are not pushing LUBRIPLATE 
Lubricants, you're missing a big bet 


because it’s a cinch to sell savings 


(ADVERTISEMENT ) 
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THIG LUBRICANT 
CUT OVERHAULE 
IN HALF" 


—says WESTERN AUTO 
TRANSPORTS, INC. a 











“Operating over 200 tractors and 

200 trailers from Detroit to the 
West Coast, we encounter temper- 
atures from 120° above across the desert 
to 40° below in the mountains of 
Colorado. We have found that with 
LUBRIPLATE our wheel bearing pack- 
ing mileage has tripled. Since using 
Lubriplate A.P.G.-90 in our transmis- 
sions and differentials, we are getting 
double the mileage between their over- 
hauls.” 


REGARDLESS OF THE SIZE AND 
TYPE OF YOUR MACHINERY, 
LUBRIPLATE Lusricants 
WILL IMPROVE ITS OPERATION 
AND REDUCE MAINTENANCE 

















LUBRIPLATE LUBRICATION 


MAKES CARS 
AND TRUCKS 
i RUN BETTER 
AND LAST 
LONGER 


LUBRIPLATE H.DS 
MOTOR OIL THE OIL 
THAT NEEDS NO 
ADDITIVES 











For nearest LUBRIPLATE distributor see 
Classified Telephone Directory. Send for 
free “LUBRIPLATE DATA BOOK”... a 
valuable treatise on lubrication. Write 
LUBRIPLATE DIVISION, Fiske 
Brothers Refining Co., Newark 5, N. J. 
or Toledo 5, Ohio. 





Save Time 
Save Bother-. 


You can find it “<7 
uicker if you 4 
look in the | 


Dake Catalog first! — 


DAKE 


ATLAS 


for quality 
and strength 


PRESSES 


range from 1 to 300 
tons capacity in 
arbor and 
hydraulic models. 
There is as 
nearly 


always 
one that 
suits your 
customer - 


& to aT... if not, Dake 

‘< will design and 

(YY build one for 
his special =. 
requirements. = ad 

Dake is the line 

of presses that - 

rings the bell 

in profits 

as wellas {8S} 

satisfied customers. 





DAKE CORPORATION. 


631 Seventh St. 
Grand Haven, Mich. 


Motor Clip 


Secures FHP Motors 
To Mounting Brackets 

Known as Speed Clip, a new fast 
ener has been introduced for secur- 
ing fhp electric motors to mounting 
brackets. 

Said to provide a firm attachment 
under severe vibrations and starting 
torques, one end of the fastener 
is clipped over a notch on the 
bracket; the other end is snapped 
down over a notch on the opposite 
side of the bracket. 

Two clips are used per applica 
tion. 


Tinnerman Products, Inc., Cleve- 


land 


Tachometer 


Actuated By Vibration 
From Machine Under Test 


Rev-Tuner, a new tach 
ometer based on harmonics, has 


type 


been announced. 

The device is operated by hold 
ing it in contact with the frame of 
the machine, adjusting thumb wheel 
until projecting reed vibrates stead 
ily and with maximum swing; speed 
is then indicated on calibrated scale. 

Another method of application 
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SCREW & SPECIALTY CO. 
450 BROOME STREET, DEPT. iD 
NEW YORK 13, N. Y. 








SALES POINTS 


that help you SELL 


GRINDERS 


BALDOR Grinders have totally enclosed, splash - 
proof motors protected against dust, dirt, grit 
and metal particles. (less servicing) 


2. Motors are dynamically balanced for smooth op- 
eration, (wide clearance between wheels and 
motor frame for fast, precision grinding) 


Large ball-bearings, lubricated for life. 
Wide range: ‘4 to 3 hp., 6” to 12” individually 
balanced wheels. Bench & Pedestal types for 
shops and industry. 

5. Sturdy-built for heavy-duty and fully guaran- 
teed by Baldor—a basic manufacturer of grind- 
ers for more than 35 years. 


5. Competitively priced—a better value considering 
initial cost and years of service. 


BALDOR ELECTRIC CO. 
4364 Duncan Ave. ST. LOUIS 10, MO. 
ASK . 
FOR 


BULLETIN # 
321-M 


153-8 inch 


ABOVE: Baldor Bench Grinder, 


Y2 hp. motor, 8” wheels, List 





Tell Your Customers About 


NEW ABRASIVE APPLICATIONS 


Never Before Associated with Finishing.... 


“JOB-MATCHED”’ STOCK ABRASIVES 
That Do The Work Of “Specials” 


Here’s a brand-new sales slant, profitably 
promoted by distributors and their sales- 
men, enthusiastically welcomed by their 
customers. Metal working plants can now 
combine work operations, replace slower, 
costlier methods, by using the same 
stock “job-matched” Brightboy textures 
selected for special jobs to do many 


other kinds also. 


Not until your customers have tried 
Brightboy and witnessed its unique rub- 
ber-and-abrasive action can they appre- 
ciate the completely new, wider concept 


which it has pioneered in finishing. 


Brightboy BURRS, CLEANS, FINISHES, POLISHES DIAMETERS TO 8” 


frequently in one operation. It is available for 
quick delivery in both Silicon Carbide and Aluminum Nationally advertised, nationally demanded Bright- 
Oxide grains, each in combinations of grain sizes and boy increases the scope of your abrasive sales. Write 
textures from extra fine to today for the new Brightboy catalog and inviting 
extra coarse, in soft, firm and dealer proposition. 


tough rubber binders. 


Brightboy is made in wheels as well 
as in a full range of accessory prod- 
ucts—rods, sticks and blocks—for 


machine and manual operations. 


& — 


BRIGHTBOY INDUSTRIAL DIVISION f es , 
WELDON ROBERTS RUBBER CO. WELDON ha ROBERTS 


95 North 13th Street Newark 7, N. J. 133 1e o)) i t In 


ica’s P Manufacturers of Rubber-Bonded Abrasives ' 7 
ecu <P abies oe apa CUSHIONED ABRASIVES , 





Al 
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consists of using a probe to contact 
the machine or shaft, while Rev 
l'uner is held in contact with other 


WHOOT MON i end of the probe. 
& Tuning range 800 to 16,000 cycles 


per minute; sensitivity 0001-in 


double amplitude or over. 
Rev Products Co., Elmira, N. Y. 


You really get your 
money’s worth when 
you buy precision 
screw machine prod- 
ucts made by ‘‘you 
know W.H.O.*”’ 


: 32 i UUUs= = cap SCREWS » COUPLING BOLTS 
"SET SCREWS + MILLED STUDS 


. Our specialty. 





Drills 


Floor Type With 
Motor and Controls 


New 2]-in stationary head floor 
drills, with important elements 
built-in and conveniently located 
for operator comfort, have been 
introduced. 

Rated at 14-in in cast iron with a 
| hp 1800 rpm motor, the drills are 


ALLPAYX RINGS THE BELL! supplied with power feed as stand 


ard equipment, in addition to hand 
ALLPAX Rings the Bell with the development of lever and hand wheel feeds. A 
selector is used to obtain any of 
four rates of feed. A depth gage, 
incorporating a positive stop, is 
provided to disengage feed auto 


precision packing rings, designed for performance, 

and made of the finest materials available. Whether 

open-end or solid molded type, ALLPAX packing 
rings are precision made to your exact 

oes oe ; ug matically. 

specifications. They increase efficiency be- Cincinnati Lathe & Tool Co 

cause they give better service. Sample Cincinnati 

rings sent upon request. 


SEND FOR OUR NEW CATALOG TODAY! Broaches 


See our complete line of packings, tools, and gasket Feed Solid Chip Out 
materials. Distributors in principal cities. Of Hole Being Tapped 


THE ALLPAX COMPANY Premium Thread Broaches, said 


160 Jefferson Ave. © Mamaroneck, N. Y | to require less than half the powel! 
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double-disc 
design ends 4 - 
seating troubles... 


Lever throttle valve's ball-socket 
design positively stops leaks... 


Here’s a positive way to correct seating and 
closure trouble before it starts. Because of the 
free action of double disc, natural seat is found 
faster, with minimum friction. This stops leaks 


FREE ACTION ... assures longer life for both seat and disc . . . 


ASSURES provides positive, dependable valve action 
NATURAL wherever installed. 
Model 901R is a quick-opening, non-shock, 
POSITIVE brass throttle valve — available in sizes from 
SEATING '% to 3 inches. It’s fully approved and listed by 

Underwriters Laboratories. 

Ready Reference Catalog B255 

is a handy guide for picking the 

right Milvaco valve for the job 

— for your copy, write: 


MILWAUKEE VALVE COMPANY 


A Subsidiary of A-P Controls Corporation 
2375 South Burrell Street ° Milwaukee 7, Wisconsin 





THE MARK OF PERMANENT QUALITY’ 
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ROLLING! 


It’s good to know you can 
always depend upon Kester 
Flux-Core Solder to keep pro- 
duction rolling. That’s be- 
cause Kester makes solder 
quality a never-swerving 


habit, insisting on constant 
solder alloy control and con- 
sistent flux formulae. When 
you want dependable solder 
and soldering, Kester Solder is 
the right name to remember! 








needed for ordinary taps, have been 
redesigned and improved. 
According to the manufacturer 
the new broaches may be resharp 
ened on any tool and cutter grinder. 
High spiral flutes are a feature, 
with about three times more cut- 
ting faces than standard taps. 
Shearcut Tool Co., Reseda, Calif. 


Salamander 


Operates on Liquefied 
Petroleum Gas 


Model 750 Hi-Heat salamander, 
rated at 75,000 BTU-per-hour 
normal output, has been added to 
the maker’s line. 

Recommended for construction 
and roadbuilding operations, a duel 
purpose shield deflects heat along 


SELL YOUR CUSTOMERS ON KESTER 
. 8 fluxes in cored solder, all available in 
5 core sizes. 


KESTER SOLDER 


& O MPA NY 4214 Wrightwood Avenue, Chicago 39, Illinois 


Newark 5, New Jersey + Brantford, Canada 
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Why you’ll find it so much easier 
Big 7 Packing Types 


to sell R/M’s 


With R/M’s Big 7, you will be able to show plants now 
stocking 10, 20, 50 different types of packings how to 
equal or better performance with much lower inventory— 
probably just 3 or 4 types. And how to cut maintenance 
and downtime, simplify ordering, speed deliveries. 


You will get no competition from R/M. All R/M_ packings 
for maintenance purposes are sold only through authorized 
R/M distributors. This policy has been strictly adhered to 
for the last 16 years. There have never been any if’s, and’s 
or but’s about it. There are never any exceptions to it. 


R/M’s Big 7 are engineered to give custom-built perform- 
ance. Io assure low friction, for example, the lubricants are 
ground in during manufacture — not just surface applied. 
They are locked in so securely that even after wear sets in, 
the bearing surface remains the same. 


ail x Ete. § 
Type 1,for pumps, valves; Type 2, for high temperature 
valve stems, expansion joints; Type 3, for high speed rotary 
air compressors, Type 4, for corrosives, acids, viscous ma- 
terials; Type 5, “Teflon”* for chemicals; Type 6, gasket 
materials; Type 7, for hydraulic and pneumatic equipment 


R/M’S BIG 7 PACKING TYPES MEET 95% OF ALL PACKING NEEDS 





BIG 7 PACKINGS | ~~ 


RAYBESTOS-MANHATTAN, INC. 
PACKING DIVISION, PASSAIC, N.J. 


FACTORIES: Bridgeport, Conn Manheim, Pa No 


Passoic, N.J.; 


Charleston, 


Crawfordsville, ind Peterborough, Ontario, 


RAYBESTOS-MANHATTAN, INC 
Industrial Rubber 


Asbestos Textiles ¢@ 
and Sintered Metal Products 


Packings °© 
Engineered Plastic 
© Abrasive and Diamond Wheels « Rubber Covered Equipment 
Brake Linings © Brake Blocks « Clutch Facings ¢ Laundry Pads and 
Covers * Bowling Bolls 
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floor and eliminates hot spot usually 
found under such units. 

The unit comes completely 
knocked down in single carton. 
Hose assemblies 12 ft. long are 
standard; extra-long hose is available 
on request. 


Jackson Mfg. Co., Harrisburg, Pa. 


LUBRICATING 


ESSEX DEVICES 


‘"MULTIPLEX'’ 


SIGHT FEED 


LUBRICATOR 


Model 377 . . . 4-feed illustrated 


@ Electric Solenoid-Operated Valve for Automatic 
Lubrication of Bearings and Journals. One to 
fourteen feeds—four sizes of Reservoirs 


Lowwnnewonnwsecouseunnand 


A reliable, positive, and automatic lubricating 
device—thrifty in oil consumption—requires 
little or no attention. A combination of maxi- 
mum convenience, wide cdaptability, and low 
price makes this a good item for volume sales. 
It is convenient to install and operate for 
pumps, engines, machinery, etc. Stock them 
for prompt service. Let us send you the com- 
plete ESSEX catalog and make us your supply 
source for all products listed. 


ESSEX BRASS CORPORATION 


2000 FRANKLIN STREET Est. 1901 DETROIT 7, MICH. 


CALDER .... the Dresser Line 


We manufacture 
LUBRICATING DEVICES 
WATER GAUGES 
GREASE CUPS 
AIR COCKS 
FITTINGS 

. and other Brass Products 


for Bigger Profits... Easier Sales 


: . " 
BUILT RIGHT—Best \materials* throughout tool 


steel cutters Right and Left hand Threaded Bushings 
for Automatic -Tightening 


\ 


EASY TO HOLD— Extra \ 


well distributed 


. Weight 


for smooth handling. 


Also CALDER Fir Diamond Dressing Tools 


SOLD ONLY THROUGH DISTRIBUTORS 


‘CALDER MANUFACTURING CO. 


2049 North Prince Street 


Lancaster, Pennsylvania 
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Bins 
For Storage, Display 
Of Parts and Packages 


Featuring dividers in all bins ad- 
justable horizontally every inch 
using “Snap-Ins’, new bin units 
have been introduced for storage 
and display of parts or small bulk 
or packaged items. 

Shelves are adjustable up and 
down every 14-in where dividers 
are not used. Double beaded up- 
rights are used, and units are green 
baked-on enamel. 

Bay Products, Inc., Philadelphia 


Oiler 


Delivers One Drop 
Or Full Stream 


\ new 2-quart hydraulic pump 
oiler has been added to the maker’s 
line. 

Available with vertical, angle or 





NOW! An All New 
Beaver Quick-Opening 
Quadra-type Threader 


flexible spouts, all interchangeable, 
the new 2-quart capacity oiler has 
all pump parts renewable. 

There are no soldered connec- 
tions in pump mechanism. 

Eagle Mfg. Co., Wellsburg, W. 
Va. 


End Mills 


Complete Line 
Solid Carbide 


Machine ground for uniformly 
accurate flute form and a constant 


mes angle, a complete line of solid SPECIALLY BUILT FOR PO WER- 
carbide end mills has been an- DRIVE USE— NO LEAD SCREW 


nounced. 


The line includes straight shank TO JAM OR RESET 
eee 


styles with 2 or 4 flutes—straight 
or right hand spiral—with square or Threads 1” to 2” with only one set of high-speed dies! 
ball ends. Double end and tapered 
body and solid carbide end mills 
are also offered. Sizes range from 
y to 4-in diameter. New guide gives instant, perfect alignment without 
M.A. Ford Mfg. Co., Inc., Daven- clamping to pipe! 
port, lowa 


Dies are full width, (1%”)}—the same length as a per- 
fect standard thread in the 1” and 2” range! 


Has quick-opening die throw out. When throw out is 
opened, dies retract. Close handle for next thread; 
setting remains accurate! 


Can be set in any position . .. open or closed. Setting 
marks never vary! 


Dies are thick to absorb heat; give longer life at lower 
die cost! 


Elimination of lead screw saves setting and re-setting 
time . . . no jamming! Makes operation of any power 
drive similar to that of a pipe machine! 


Write, Wire or Phone for Information 


BERVER 


PIP OOLS 
236-400 DANA AVE. . WARREN, 0, U. S. A 


S55 Years of Highest Quality” 
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DO YOU PASS UP THE 


PLUS PROFITS 
OF MASONRY ANCHORS? 


Your nearest RAWLPLUG branch can present to your men 
an effective 


**“ANCHORING TRAINING PROGRAM”’ 


that will show them how and where to get this profitable 


“extra” business. 


The program is a brief full-color slide presentation...de- 
signed by experts in the field... using the latest techniques 
to make solid “how-to” information interesting and enter- 
taining to your men...to equip them to give sound, intelligent 


advice and increase your sales. 


ANCHORING DEVICES ARE AMONG YOUR MOST PROFITABLE ITEMS. 


Call your nearest Rawlplug branch 
today...there are 31 in leading cities 
...they will put on the program for 
your men... 





RAWLDRILLS 


RAWL.-TAPERS 


RAWLPLUGS 


\ Ue THE 
RAWL HAMMER-SETS er 0 RAWLPLUG Co., Inc. 

















\\\ 271 Church St., New York 13, N. Y. 
\ uso scurw cannioe 
tee a) D ence 


RAWL-ORIVES 


Sena 
= 


RAWL-ANCHORS 
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Drills 


For Materials With 
Work Hardening Properties 


Cobalt high speed drills designed 
as a medium between regular high 
speed drills and carbide drills have 
been announced. 

he new series, made of a special 
cobalt high speed steel, is said to 
provide improved performance in 
materials such as stainless steels, 
manganese steels, armor plate, sili 
con-chromium, valve steels. 

Hercules cobalt high speed drills 
are available in straight and taper 
shanks and in a complete range of 
fractional, jobber, letter and wire 
gage sizes. 

Whitman & Barnes, Plymouth, 
Mich 


Valve 


General Service, 
Sizes 4% through 3-in. 


Recommended for general serv 
ice on steam, water, oil or gas lines, 
the company’s No. 430 125-Ib brass 
rising stem double wedge disc gate 
valve has been redesigned 

Body neck in the new design 1s 
cylindrical. It is said to offer maxi 
mum strength and eliminate need 
for massive wall sections. All sizes 
feature slip-on disc-stem connection 


Crane Co., Chicago 





P&H ZIP-LIFT —~ ' 
PUSHBUTTON / : 
CONTROL I , AZ 


. } 
P&H ZIP-LIFT iy) | HEVI-LIFT f° P&H HAND 
SPECIAL P&H HEVI-LIFT SPECIAL CHAIN HOISTS P&H JIB CRANES | 


(™% 


The constantly expanding and improving 


BBHoict Line 


-- really pays off for dealers like you 


Two years ago we announced a new policy for P&H Hoist 
dealers. Briefly, it promised three things: 


A greatly augmented product line — complete 
service from one source. 


2 A solid sales policy that protects you. 


Ss Profit-boosting promotion. 


We’ve delivered on all three counts. Our most strenuous 
efforts have been devoted to Promise Number One .. . to 
give you a greatly augmented product line that would make 
more sales and profits for you. 


Last year, for instance, we introduced two new hoists — 
the P&H Hevi-Lift Special and the P&H Zip-Lift Special. 
At the same time we announced a new pricing structure on 
Zip-Lift Hoists that gave you an advantageous position in 
this highly competitive market. 

This year promises more advances — more selling points 
and features to make your job easier. Watch these pages, 
and those of other leading trade magazines, for the latest 
developments in the P&H Hoist Line. Or, if you can’t wait, 
send the coupon below for literature on the complete line as 
we start the year. 


PP OS SSSSSSSSSSSSSSSSSSSSSSSSSSSSSSSES8SS2S8S8888888 


P&H HOISTS, HARNISCHFEGER CORPORATION 3110 
4683 W. National Avenue, Milwaukee 46, Wisconsin 


Please send me literature on the P&H Hoist line as it now stands. I'm fully 
aware that it may be added to in the coming year 


Nome Title 


Company 


HARNISCHFEGER 
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STOCKING 
DISTRIBUTORS 
WANTED 


for 


~ WARWICK TWIST DRILLS 


> 


PIPE UNIONS. | Tool Inserts 


. with features 
assuring longer, more 
economical, dependable 
performance . . . through: 


. . better, stronger material 
(55, 000+ p. s. i. air furnace malleable 
iron. 


. ability to guarantee satisfaction | 
under 500+ p. s. i. steam and oil at | 
550 F., or 2000+ p. s. i. non-shock cold | 


W.0.G. in sizes from Vg” to 2”. 


. Seats cut from specially drawn 
brass tubing, accurately ground . . . 
not just machine-finished. (All-iron 
seats also available.) 

. rigid inspection and testing for 
utmost protection in user service. 

. such inherent high quality 


throughout as to offer complete satis- 
faction under conditions where higher 


priced steel unions are not necessary. | 


. utmost in quality and perform- | 
ance as to have the recognition and | 
approval of the Underwriters’ Labora- | 


tories. 
* 


Make Jefferson your source of supply also 
for: 90° and 45° Union Elbows, Union 
Tees and Flange Unions. The complete 
line includes also 150#, 250# and 
300# unions and union fittings. Ask for 
full details. Contact us or your distribu- 


_ JEFFERSON 
UNION CO. 


49 Fletcher Ave., 
Lexington 73, Mass. 


JEFFERSON sets the standard 
in many well-known plants. 
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Precision Ground 
And Utility Styles 


A complete line of throwaway 
tool inserts for use in mechanical 
tool holders has been introduced. 

Available in the company’s new 
“600 Series” steel cutting grades as 
well as grades recommended for 
machining cast iron and non-ferrous 
metals, they are offered in 12 dif 
ferent sizes—rounds, tri 
angles. 

Carmet Div. Allegheny Ludlum 
Steel Corp., Pittsburgh 


squares, 


| Chain Saws 


Roller Bearing 
Nose Guide 


A new snap-on roller bearing nose 
guide for use on any chain saw is 
said to produce up to 20% more 


INDUSTRIAL 
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and DRILL BLANKS 


25% greater discount than 
other drill companies 


write 
WARWICK TWIST DRILL CO. 
16167 Warwick Road 
Detroit 19, Mich. 


The Best Known Brand of 
Belting Throughout the World. 

Serving Industry Since 1868. 
Sold Through Stocking and 


Non-Stocking Dealers. 





usable cutting horsepower by free- 
wheeling the chain. 

According to the manufacturer 
any bar shop or machine shop can 
machine any make of guide bar to 
receive the roller bearing; a tem- 
plate for machining the bar is 
supplied with each bearing. 

Available in 24 and 34-in diameter 
sizes for use on bars up to 54-in, it 
will also be available to fit bars of 
any thickness. 


Mall Tool Co.., Chicago 


Valve 


Fast Change In 
Direction of Shut-Off 


Incorporating a complete change 
in design, a new top entry full round 
flow ball valve has been introduced. 

According to the manufacturer, 
removal of body cap permits revers- 
ing cage assembly when direction of 
flow is changed. Another feature is 
interchangeability of seat material— 
Buna-N, Neoprene, Teflon, Kel-F 
and Nylon—without removing valve 
from the line. New stem design 
allows handle to be placed in any 
of eight positions. 

Rockwood Sprinkler Co., Wor- 
cester, Mass. 


Screwdrivers 


Heat Treated 
Rust Protected 


Named the “Ruby Line”, a com 
plete line of 37 Proto screwdrivers 
has been introduced. 

Featuring® ruby-red handles of 
fire-resistant plastic, the new screw- 
drivers have high-grade steel blades 
and are fully plated. 

Sixteen have standard keystone 


Ba 
x. 
2 
x 
Ba 
u 
Bi 
Ba 
x. 
2 
x. 
af 
Ba 
x. 
BA 
x. 
Ba 
x. 
x, 
Bi 
x. 
Ba 
x. 
BA 
x. 
Bi 
x. 
Ba 
x, 
a 
x 
a 
2, 
Bi 
Ba 
af, 
Bi 
Ba 
x. 


Why Red-Headed Buyers 


ORDERLY 
CATALOGS 


Favor 


They like them for many reasons. Because they so often have a big 
day’s work to clean up. Because they want to dispose of it efficiently 
And because a well-organized catalog helps them find what they want 
quickly and gives them complete information. 

And to be fair about it, red-headed buyers are not alone in this. The 
blonds and those with coal-black locks generally feel the same way. 
They like books that are put together with so much careful attention 
to order and sequence and groupings of merchandise that reference is 
made smooth and easy. 

Our long years of experience—our thoroughly trained specialists in 
all departments of catalog-building—our systems and routines that 
have developed and improved down through the years: all these work 
for you when you place a catalog compiling and production job with 
Donnelley’s Catalog Compiling Department. 

If the time has come for you to think about a new catalog, by all 
means call us in. Without obligation to you, we shall be glad to con- 
sult with you on a selling tool that buyers will like to use. 
PRESS 


THE LAKESIDE 


R.R. Donnelley & Sons Company 


CATALOG COMPILING DEPARTMENT 


350 East Twenty-second Street, Chicago 16, CAlumet 5-212] 
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Sell your Customers BETTER 
HANDLING and LIFTING 





Sell the nationally accepted 
HIGH QUALITY 
COMPLETE LINE OF 





TROLLEYS and HOISTS 


“ECONOMY” TROLLEYS 1 


a or small, your customers will be attracted to these high quality 
moderately priced trolleys. In addition to low cost, they offer 5 other 
sound sales reasons— 

1—Heavy construction. 

2—Deep wheels, sealed ball bearings, easy axle lubrication. 

3——Adjustable to different Size |-Beams. 

4—For hand or electric hoists. 

5—Minimum headroom. 
You should have our catalog giving full description of the complete line 
of Philadelphia Hoists and Trolleys. Write now. 


AND FOR ALL LIFTING 
FROM % TO 25 TONS 
PHILADELPHIA 


) HOISTS 


These hoists help build steady 
business for you. Philadelphia 
Hoists feature all malleable 
iron construction, Timken- 
mounted load sheaves, bronze- 
bushed hollow load sheave 
shafts, complete enclosure of 
all bearings and many other 
performance advantages. Full 
© SUPERIOR PRODUCT details of the complete “Phila- 

® COMPLETE LINE delphia” line are available on 
® NATIONAL ACCEPTANCE request. 


























Lowhead Room 


Sour Gear Differential 
Hoist Trotley Hoist 


Gear Hoist 


© QUICK DELIVERY 


CHAIN BLOCK & MFG. CO. 
NORRIS STS., PHILADELPHIA 22, PA. 
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CABINET 
TYPE f l 


PHILLIPS TYPE 


KEYSTONE TYPE 


bits, with bit widths of 4 to ¥y-in 
and blade lengths of 14 to 93-in. 
Nineteen models are cabinet type 
with straight bits; bit widths range 
from $ to }-in, blade lengths from 
14 to 9}-in. Two are Phillips type 
with No. 1 and 2 bits, blade lengths 
of 2 and 4in. 
Plomb Tool Co., Los Angeles 


Valves 
For Liquified 
Petroleum Gas 


[wo new bronze valves, lever- 
operated No. 8009 and No. 8001 
of conventional globe design, have 
been introduced. 

Designed for use as a nozzle, the 
8009 is said to permit back pressure 
to escape from the line in direction 
away from operator. It is recom- 
mended for pressures up to 400 Ibs 





gas, oil or water and is available in 
}, 3 and 1l-in complete with malle- 
able iron handle and six-inch pipe 
nipple. 

No. 8001 
bonnet and a slip-on disc holder to 
facilitate changing discs. It is avail 
able in nine sizés from 3 through 3 
inches. 

Ohio Brass Co., Mansfield, Ohio 


features an outside 


Countersinks 


Carbide, 
Chatter-Free 


Carbide chatter-free Econo-Sinks 
in all popular angles and sizes have 
been introduced. 

Good results are claimed by the 
maker in use in drill presses, screw 
machines, automatics, engine lathes, 
hand tools, threading machines for 
ID burring, and special setups. 

Severance Tool Industries Inc., 
Saginaw, Mich. 


Traps 


Wider Capacity 
And Size Range 


Float operated traps in two series 
—semi-steel for steam pressures to 
250 psi and cold pressures to 300 
psi, and fabricated steel for steam 
pressures to 600 psi and cold pres- 
sures to 1000 psi—have been an- 
nounced. 

According to the manufacturer 
the traps are now equipped with 
Duo-Step leverage for maximum 
power and valve travel, providing 
larger orifices for increased capacity 
and ability to handle unusual dirt 
conditions. 


Clark Mfg. Co., Cleveland 


YES, 


there is an ALL-PURPOSE 
gasket material 


4 


Your customers want one gasket materi- 
al or Cut Gaskets that can be used with 
complete safety wherever gaskets are re- 
quired. The cone answer is DURABLA. 

Built-up of a thoroughly digested mix- 
ture of carded asbestos fibre with a small 
amount of special compound, this ma- 
terial is used for sealing of all oils, gases, 
alkalies, acids and hydrocarbons. With 
one material for all services, both you 
and your customer can cut down on in- 
ventory. 

Well known to experienced buyers 
everywhere, DURABLA Sheet packing 
is available in eight gauges. Gaskets are 
supplied in all sizes and shapes, accurate- 
ly machine cut. 

When you handle DURABLA, you in- 
crease sales and reduce your inventory at 
the same time. Send for price list, 
samples and descriptive bulletin. 


DURABLA MANUFACTURING CO, 
114 Liberty Street 
New York 6, N. Y. 
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INDUSTRIAL 


BRUSHES «xo BROOMS 


Best Fill All Industrial Needs 


Management is always interested in equipment thet gives them full 
value for the money. This in turn makes your selling profitable. 


Your markets are in . 


Aviation © Metal 
Working, Packing 
and Power Plants 
© Paper and Tex- 
tile Mills © Mines 
* Dairies * Hotels 
* Schools * Garages 
© Railroads @ Air- 
ports * Warehouses 
© Public Buildings 
© etc. 

* We urge users to 


buy thru their local 
distributor. 


INDIANAPOLIS 
BRUSH AND BROOM MANUFACTURING CO. 
Est. 1890 


CORNER BRUSH and BROOM STS. 


INDIANAPOLIS 7, IND. 





J 











It pays to show 
your customers that 


KOndsow ft 
are equally Valuable 


T0 





PRODUCTION 


work” grinding 
Featherweight 
handpieces abolish 
OST PRODUC- 


Ideal for “small 
and finishing jobs. 
dwarted-size 
operator fatiqgue—B 
TION. 


TOOLING 


Small handpi siz 
curacy and Ka —. -5- to ti gh 
spots—kecps work ALWAYS W 


IN VIEW 





For details of our outstanding 
distributor set-up write for 
Catalog No. N3ITA. 


DEPARTMENTS 


ALL THREE 


MAINTENANCE 





Foredoms orane ently pay for themselves on 
a single job —_ eliminating an expen- 
sive tear-down and re-set operation on such 
tasks as removing high spots on gears and 
touching up tools ont cutters in a produc- 
tion set-up. The secret’s in the smal! hand- 
piece size which penetrates to spots inac- 
cessible for other tools. 

| 

' 


0 calicna? 


REPEAT BUSINESS ON ACCESSORIES! 


Here are just a few of the many accessories 
listed in our catalog to make your sales of 


Foredoms BUILD PROFITS. 


QHEAGW ELECTRIC COMPANY. 


TAT ae a See N3IA| 


NEW 
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YORK 7, N.Y | 


Lift 
Multi-Purpose 
Manually Propelled 


Designed for handling and stack 
ing heavy, hard-to-manage loads with 
one operator, a 2000 Ib capacity, 
hand or battery-powered hydraulic 
lift has been introduced. 

Said to provide four carriers in 
one—platform truck, straddle fork 
truck, portable elevator, and shop 
crane—the unit features adjustable 
legs to allow carrier’s legs to ride 
straddling load or beneath load. 

Oster Mfg. Co., Wickliffe (Cleve 


land), Ohio 


Tool Holders 


Handle Maximum 

Feeds & Speeds 

sizes of clamps which 

enable cemented carbide insert 

blanks to be advanced -in each 

time inserts are reground, are a 

feature of a new line of extra heavy 
duty tool holders. 

Manufactured with heat treated 
14 and 2-in square shanks in both 
right and left-hand styles for straight 
turning, facing and offset cutting 
operations, the new holders also fea 
ture a set screw for adjusting blanks 
after regrinding the end cutting 
angle, hard-faced clamps, and heat 
treated high-speed steel seats. 

Carboloy Department of General 
Electric Co., Detroit 


Three 





JOHNSON has a clear, understandable, straightforward policy and pro- 
gram for you who stock and sell the JOHNSON line of Universal Bronze 
Bars, General Purpose Bearings, Electric Motor Bearings, and Ledaloyl 
(Powder Metallurgy) bearings. Here it is: 


Sales Program 


Johnson Bronze products are sold through industrial distributors either 
on an exclusive or a selected basis depending on the requirements of the 
territory and the trades solicited. 


Inventory 


The amount of inventory to be carried by the distributor is determined 
in each individual case depending on the territory serviced. 


Territories and Potentials 


Sales potential governs the number of distributors within any trading 
area. Multiple distribution is confined to large industrial areas wherein a 
single distributor cannot provide adequate representation. 


Manufacturers’ Representation 


Johnson Bronze maintains a force of trained sales engineers to develop 
business for our distributors by intensive missionary work in the field. 


Sales Helps 

Johnson assists your selling efforts in every possible way—complete 
catalogs, personalized direct mail campaigns and other promotional mate- 
rial (imprinted with your name) . . . inquiries produced by a strong 
national advertising program and the personal assistance of Johnson field 
engineers. 





Johnson Bronze Company 


535 South Mill Street . New Castle, Pa. 


lh F Ake 


GRAPHITED GENERAL PURPOSE UNIVERSAL BRONZE BARS LEDALOYL ELECTRIC MOTOR 


over 175 sizes over 900 sizes over 400 sizes over 400 sizes over 350 sizes 


INDUSTRIAL DISTRIBUTION © JANUARY, 1956 71 





ILLIAM 


INDUSTRIAL TOOLS 


( Ee Ura . § \ \ 
Shewn in detail in Catalog 302 
ay . 
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Manufacturers’ 
Activities 


(Starts on page 120) 





TRAPS—Clark Mfg. Co., Cleve 
land, has issued a bulletin describ 
ing and illustrating its float-oper 
ated traps. Line drawings, cutaway 
drawings and tables show character 
istics and dimensions of the prod- 
uct. 


GRINDER—Engelberg Huller Co., 
Syracuse, N. Y., has issued a 3]-page 
booklet describing how abrasive 
belt grinding increases production. 
Application studies are grouped 
according to each of the five types 
of abrasive belt machining—platen, 
contact wheel, formed wheel, cen 
terless, and flexible belt. 


Jeming 


Deming Bulletin 
On Sump Pumps 


Deming Co., Salem, O., has 
issued a bulletin (no. 4,500) cover 
ing a selection of its sump pumps 
based on capacity in GPM and total 
head in feet. Motor size ranges from 
+ to 75 hp. and motor characteris 
tics may also be specified. 


GEARS-—Southwestern Industries, 
Inc., Los Angeles, has issued a 
brochure describing and illustrating 
its line of precision gears, gear boxes, 
and pressure switches for electronic 
and instrument applications, servo 





mechanisms, computers, small actu- 
ators, etc. ‘The publication also 
describes the firm’s miniature pres- 
sure switches for aircraft and missile 
system applications. 


STEEL—LaSalle Steel Co., Chi- 
cago, has issued a 20-page brochure 
describing “Fatigue-Proof”, its new 
free machining bar. Containing 
pictures and tables, the brochure 
discusses the product’s advantages 
and chemical and physical proper- 
ties. 


AIR EQUIPMENT — Modernair 
Corp., San Leandro, Calif., has 
issued two folders, one featuring its 
air control assemblies (filter, regu- 
lator, lubricator), the other discus- 
sing its “Universal-Mount” clamp 
type air cylinders. Both folders 
employ photos, drawings, and tables 
to explain the devices. Space pro 
vided for distributor imprint. 


SAWS—Misener Mfg. Co., Syra- 
cuse, N. Y., has issued a bulletin 
illustrating and describing its line 
of hole saws for metal cutting. 
Combined with this material is a 
table showing saw dimensions, ap- 
plications, and list prices. 


FITTINGS — Allen-Sherman-Hoft 
Co., Wynnewood, Pa., has issued a 
bulletin (no. Wa) describing the 
construction and application of its 
“Ashcolite” pipe and couplings for 
pneumatic and hydraulic materials 
handling systems. Applications and 
dimension tables are included. The 
firm has also issued a data sheet (no. 
Wd) on its line of expansion joints 
for pneumatic handling systems. 


FANS—American Blower Corp., 
Detroit, has issued a bulletin (no. 
6414) on its new model G “Ven 
tura” fans for business and commer 
cial exhaust applications. Perform- 
ance data, quietness rating, weight, 
and other data is given. 


FITTINGS—Titeflex, Inc., Spring 
field, Mass., has issued a catalog on 
its “Quick-Seal” couplings. Sizes 
and types of hose connection are 
tabled and diagrammed to facilitate 


Memo that kept a production line running! 





CARBIDE DRILLS and REAMERS 


DISTRIBUTORS: Ads like this run in 
19 magazines . . . telling the Chicago-latrobe 
story to tool buyers everywhere. 


INDUSTRIAL DISTRIBUTION © JANUARY, 1956 














“DYNAMITE” Armored Insulated Steam 
Hose. Style 801—Tube is special heot- 
resisting rubber compound, reinforced 
with continuous spiral of steel wire, and 
insulated by woven asbestos lining. Car- 
tass is extra strong combination of rubber 
and duck. Cover consists of multiple loyers 
of braided wire, surrounded by spiral of 
half-round galvonizedsteel. Sizes 2 "to3". 


Style 800—Same general construction as 
above, but with additional layer of asbes- 
tos between carcass and cover, for max- 
imum resistance to internal or external heot. 


Style 803—High-tensile braided wire 
carcass provides the ultimate in strength 
and sofety. 


"NEW PROCESS" Fabric Covered Hose 
for All Services. Same general ormored- 
insulated constructions as the “Dynamite” 
line, but with o tightly braided, hard 
twisted cotton cord cover, impregnated 
with ao special lubricant which remains 
permanently elastic. Impervious to heat 
and cold, and highly resistant to the effects 
of oils, acids, alkalies and other chemi- 
cals, and severe abrasive weor. Tube can 
be compounded to meet specific re- 
quirements. 


“CORRUTUBE"— Continuous Wall 
Flexible All-Metal Hose. Style 949— 
For services demanding extreme flexibil- 
ity, highest? resistance to fatigue under all 
temperatures and pressures, and complete 
freedom from leaks and seepage. For 
steam, air, oil, acids, chemicals, gases, etc. 
Non-burnable. Assures long, safe service, 
free from maintenance and repairs. Sizes 
5/32" to 2". Available in long lengths. 


In virtually every industry there are certain unusual 
service requirements which cannot be met by conven- 
tional hose ... excessive temperatures, extreme pres- 
sures, severe abrasive wear, critical and continuous 
flexing, etc. These ore the conditions for which 
Mulconroy Special Hose Constructions were designed, 
and under which they have continued for many years 
to serve with unfailing reliability, safety and economy. 
Sold on the basis of their qualifications for extraordi- 
nary performance, they.represent profitable additional 
business for the Industrial Distributor. 


Send for literature completely describing the products shown above, and other items in the 
Mulconroy line of Special Hose Constructions... used successfully by American industry to 


meet out-of-the-ordinory requirements for nearly 70 years. 


"MULCONROY Siéaru,... 


WHERE OTHERS 
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ordering. Applications of couplings 
in various industries are shown. 


CONVEYORS—Homer Mfg. Co., 
Lima, O., has issued a bulletin (no. 
Mc-250) on its “Space Saver” mag 
netic conveyors for handling ferrous 
parts and pieces. Bulletin contains 
details on design features, operating 
advantages, and application possi 
bilities for both the custom and 
standard series of the conveyors. 
Specifications and ordering informa 
tion are also included. 


CASTERS—Gleason Corp., Mil 
waukee, has issued a catalog sheet 
covering its light- and medium 
duty casters. ‘Tables give dimen 
sional data, and_ typical caster 
models are illustrated. 


CLAMPS—Wetzler Clamp Co., 
Long Island City, N. Y., has issued 
a pocket-size booklet detailing the 
firm's range of clamps and hand 
screws. Illustrated, the booklet 
includes diagrams, specifications, 
and photographs of the products 


In use. 


FITTINGS—Tube Turns Plastics, 
Inc., Louisville, Ky., has issued a 
booklet discussing _unplasticized 
polyvinyl chloride pipe fittings and 
flanges. Industrial applications are 
discussed, specifications given. 


LIGHTS—Dialight Corp., Brook 
lvn, N. Y., has issued a folder on 
its new series of indicator lights for 
heavy-duty industrial applications. 
Photographs, lamp drawings, di 
mensional diagrams, and descrip 
tions are given for lights using in 
candescent and neon glow lamps. 


CONVEYORS—Beaumont Birch 
Co., Philadelphia, has issued a cata 
log (no. DC-855) on its “Dura 
l'red” chains and “Beaumont” drive 
wheels for bucket elevators and con 
vevors. Containing specification 
data, the catalog also presents tables 
showing physical properties of chain 
metals and engineering drawin7s 
showing design features. 


VENTURI TUBE Simplex Valve 
& Meter Co., Lancaster, Pa., has 





RIVERSIDE 


Henry Disston & Sons, Inc. 


now a proud division of 


H. K. Porter Company, Inc. 
announces far-reaching advantages for you 


As your finest source of highest quality saws, cutting 
tools, and steel, the Disston organization is now greatly 
strengthened. It is fully backed by these great tangible 
and intangible assets of H. K. Porter Company, Inc.... 
@ outstanding financial stability 
@ young and vigorous manpower 
@ alert management policies soundly based on 
service to industry 
@ progressive engineering and scientific research, 
development and manufacturing policies 
@ reliance on and confidence in distributors as a vital 
element in successful industrial marketing 
The high quality and superior characteristics of all 
Disston products and lines will continue to be available 
to you. 
You can depend on vigorous attention being paid to your 
service and delivery needs. 


If you would like further information or answers to 
particular questions, please do not hesitate to write. 


Henry DISSTON DIVISION 
H. K. Porter Company, Inc., 
123 Tacony, Philadelphia, Pa. 


Divisions of H. K. Porter Company, Inc. 
ALLOY METAL WIRE, PROSPECT PARK, PA. 
CONNORS STEEL, BIRMINGHAM, ALA. 

DELTA-STAR ELECTRIC, CHICAGO, ILL. 

Henry DISSTON, PHILADELPHIA, PA. 
ESECO, JOLIET, LL. 
LACLEDE-CHRISTY COMPANY, ST. LOUIS, MO. 
LESCHEN WIRE ROPE, ST. LOUIS, MO. 
McLAIN FIRE BRICK, PITTSBURGH, PA. 
QUAKER PIONEER RUBBER, SAN FRANCISCO, CAL. 
QUAKER RUBBER, PHILADELPHIA, PA. 

THE RIVERSIDE METAL COMPANY, RIVERSIDE, N. J. 
VULCAN CRUCIBLE STEEL CO., ALIQUIPPA, PA. 
W-S FITTINGS, ROSELLE, N. J. 
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DARNELL CASTERS 
& E-ZROLL WHEELS 


& 


consider 
these “plus”’ 
features 


RUBBER TREADS .. . a wide choice of 
treads suited to all types of floors, includ- 
ing Darnelloprene oil, water and chemical- 
resistant treads, make Darnell Casters and 
Wheels highly adapted to rough usage. 
RUST-PROOFED . . . by zinc plating, 
Darnell Casters give longer, care-free life 
wherever water, steam and corroding chem- 
icals are freely used. 


LUBRICATION . . . all swivel and wheel 
bearings are factory packed with a high 
quality grease that “stands up" under at- 
tack by heat and water. Quick grease-gun 
lubrication provides easy maintenance. 


STRING GUARDS . . . Even though string 
and ravelings may wind around the hub, 
these string guards insure easy rolling at 
oll times. 
Free Manual 
ee 


DARNELL CORPORATION, LTD 


NTON 





| 
| 


issued a bulletin (no. 100) describing 
its type TG Venturi tubes and 
nozzles. Data on advantages, con- 
struction and installation details, 
range of sizes, and specifications are 
given. 


SOLDERING—Electric Soldering 
Iron Co., Deep River, Conn., has 
developed a tubular kit for carry- 
ing and storing an assortment of 
six interchangeable tips for the 
firm’s “Esico Luger” soldering gun. 


WELDING—Pandjiris Weldment 
Co., St. Louis, Mo., has issued a 28 
page catalog on its line of welding 
positioners, turning rolls, seamers, 
and special application production 
welding fixtures. Photos show appli- 
cations in various industries. 


Weatherhead Book 
Explains Swaging 
Weatherhead Co., Fort Wayne, 


Ind., has issued an eight-page cata 
log on its swaged hose assembly 
service. ‘The catalog shows the full 
line of the firm’s swaged hose, hose 
ends, and adapters available through 
the “Right Now’ service recentl 
introduced 


LIGHTING Sylvania Electric 
Products, Inc., New York, has is 
sued a booklet titled “More Light 
lor Less Money” describing typical 
applications of mercury vapor lamps 
in industrial plants, outdoor areas, 
and special situations. Listed also 
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MEMO TO: 
SALES MANAGER 


YOUR CUSTOMERS DON’T 
JUST WANT T SLOT BOLTS 
... THEY WANT “ZIP” HIGH 
TENSILE STRENGTH C-1045 
“T” SLOT BOLTS AND AC- 
CESSORIES. 


gbliii|i0id oe cong yin 


Sell The Best—Sell Zip 


ESSENTIAL PRODUCTS 
ALWAYS IN DEMAND 


Immediate delivery from stock, any qauntities”’ 


GEO. H. SELTZER & CO. 
DREXEL HILL, PA. 


NEW 
PROFIT 
PACK 


Nationally 
Advertised 


MAK-A-KEY« 
THE PACKAGED KEY STOCK 


ee 
Sell steel key stock the new, 
profitable way — packaged in 6 
most commonly used sizes for 
industrial use. Cold finished 
steel — zinc-ceated to prevent 
rust * Over-size to assure snug 
fit no back-lash. + Greaseless 

clean to handle + Easy to cut 
* Standard assortment in sturdy 
self-service display carton, 12 in. 
lengths: %o6, %, “eo ™%, Ae % 
in. squares. Also rectangles and 
additional sizes. Write for de- 
tails. 





DE VAN-JOHNSON CO. 
508 Rathbone Avenue, 
Aurora, Illinois 

















Write for Catalog GW 


M.B. SKINNER CO., South Bend 21, Ind. 





wt 


Designed for rugged use, the Emergency Pipe Clamp is a clamp of 
almost unlimited strength. You might say it looks fairly simple. Yet fifty years 
of experience have gone into its design... the heavy ribbing to “take” the 
bolt-pull, the skillful shaping of the bolt lugs for terrific strength and a free 
wrench swing. The full length, massive hinge which no strain can loosen! The 
over-thickness of metal throughout to make child's play of any pressure! The 
glove-like fit... result of shaping each clamp over an accurate mandrel, 
pulling it down with a 12,000 pound air vice and sledging to complete snugness. 

Made in all pipe sizes /2” to 12” for steel pipe and in cast iron pipe 
sizes from 2” up. 


Carried in stock by over 1200 distributors! 





SKINNER-SEAT 





EMERGENCY PIPE CLAMP . 


your customers will 
appreciate these features.. 


Wood's “Sure-Grip” sheaves with the interchange- 
able bushings are easy to mount and quick to remove. 
Here's all you do—choose a bushing bored to shaft 
size and slide sheave and bushing on shaft as one 
unit. Line up and tighten 3 cap screws, compressing 
the split, tapered bushing to a sure-grip on the shatt. 

To remove sheave, back off one cap screw part 
way to hold bushing in sheave during removal. 

Remove remaining cap screws, two in all but large 
sizes, and insert them in back-off holes. Tighten evenly 
until sheave is loose on the shaft. 

You and your customers will certainly appreciate 
these time and money saving features. So keep pro- 
duction on the go—sell Wood's “Sure-Grip” Sheaves 
and Bushings. 


Be sure to get Wood's new 
V-Belt Drive Manual #197—con- 
tains invaluable data on how 
to design and select v-belt 
sheaves and pulleys, etc. It's # 
free for the asking 


SONS COMPANY 


CHAMBERSBURG, PA. 





Mechanical Power Transmission Manufacturers — Since 1857. 


CAMBRIDGE, MASS. » NEWARK, N.J. « DALLAS, TEXAS « CLEVELAND, O. 
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are common questions about mer 
cury vapor lamps, together with 
answers. 


FASTENERS — Anti-Corrosive 
Metal Products Co., Castleton-on- 
Hudson, has issued a new “semi- 
annual” catalog combining stock 
lists, price lists, and discount sheets 
on its line of stainless steel fasten 
ings. 


PUMPS—Vanton Pump & Equip- 

ment Corp., Hillside, N. J., has is- 

sued a new catalog on its “Flex-i- 

liner” plastic pumps. Illustrations ° 
and diagrams of both standard and 

XB models are included. Operat- 
ing and performance data and ap 

plication tables are presented. 


FITTINGS—U. S. Hoffman Ma 
chinery Corp., New York, has. is- 
sued a four-page bulletin entitled 
“Smooth Flow Fittings and Tub- 
ing,” describing the design, use, 
and installation of the  firm’s 
“Smooth Flow” fittings and tubing. 


BRAKES & CLUTCHES—Warner 
Electric Brake & Clutch Co., Beloit, 
Wisc., has issued an “application 
analysis report” picturing and de 
scribing 21] of the various ways 
standard Warner units can _ be 
ipplied to power transmission drives. 
Applications in various industries 
are given. 


WELDING — All-State Welding 
Alloys Co., White Plains, N. Y., 
has issued a folder describing how 
to use its alloys and fluxes for weld 
ing, brazing, soldering and cutting 
steel. 


CONVEYORS — Alvey-Ferguson 
Co., Cincinnati, has issued a 6 
page booklet describing its new 
“AF” general purpose roller con 
veyor. Illustrations and text show 
types and sizes available, typical 
installations, and key features. 


STRAPPING—United States Steel 
Corp., Gerrard Steel Strapping Div., 
Chicago, has issued a booklet de- 
scribing the firm’s “model G” round 
steel strapping machine. The firm 
































maybe it’s because 
we don’t make mouse traps... 


. . . but we don’t hold to the “mouse trap” theory of doing business. 
You know, the one that says if you make a better mouse trap the world will 


beat a path to your door. 


We do make better valves. But we aren’t waiting for customers to look for us. 
We look for them and help you look for them through an advertising 

program that reaches all the important buying influences in industry. 

When you call on prospective valve buyers, you'll find they know about O-B 


valves and will accept them without question. You take it from there, 


If you aren’t already handling O-B valves, why not write to us? 


We'll be glad to discuss our valves and sales policies with you. 
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has also announced the develop 


Here's a dependable “BREAD and BUTTER” item .. ment of a new dispenser for paying 


out the round steel strapping for 


convenient use. 
WOODINGS ¢- VER NA 
'S : Mfg. 


CARBIDES—M. A. Ford 

Co., Davenport, Ia., has issued a 
DD = | FT ae | ie | bol catalog sheet picturing its line of 
solid carbide end mills, with dimen 


sional and price information tabu 
BARREL TYPE lated opposite each. 


FITTINGS—Horace T. Potts Co., 
Philadelphia, has issued a catalog 
covering its “Speedline” corrosion 
resistant fittings. Along with tabu 
lated specifications, photos, and 
line drawings, the book features a 
blueprint laying out the product's 
application in pipe line systems. 


VALVES — Rockwood Sprinkler 
Co., Worcester, Mass., has issued 
a folder featuring its new “top 
entry” ball valve. Construction 
characteristics of the valve are 
shown in sequence of photographs, 
while cutaway illustration shows 
other features of the valve. 





STEEL—Allegheny Ludlum Steel 
Corp., Pittsburgh, has issued “Blue 
Data Sheets” on its Ontario-EZ 
free machining air hardening dic 
steel, FCC steels, and Chromium 
PLUG TYPE Nickel-Molybdenum stainless steels. 
It has also issued a booklet on elec 


Drift pins are in constant demand—bought in trical steel sheets and coiled elec 


large quantities, and consumed steadily. All trical steel strip. 

the sizes for which you are likely to be called 

Se Ne ae | TUBING-Babcock & Wilcox Co., 

stock. And special sizes can be quickly pro- 

vided. Made from tough, high carbon steel, to Beaver Falls, Pa., has issued a bul 

minimize mushrooming. letin (no. ‘TB-360) describing and 
Woodings-Verona makes a full line of rail- illustrating how its alloy steel tub 

road ond construction tools—sledges, hammers, 7 ing may be‘ used in parts produc 

wrenches, crowbars, picks, mattocks and others. : 

They meet all AREA and Government specifi- 


have either partial or | tion. Another folder (no. ‘TB-408) 


full taper, and are made | listi . > , 
lon is a listing of the type of tubing 
cations. , . in three standard diam- g c I > 

If you don't have the Woodings-Verona eters. Standard length, 12 produced by the company, and 


Catalog, send for one today. inches. kinds of technical literature avail 
able. 


WOODINGS-VERONA TOOL WORKS CRANES—Bacon Crane & Hoist 
) N. Y. 


Co., Brooklyn, , has issued a 
bulletin (no. 155) illustrating and 
describing its line of heavy travel 
ing cranes. 


CUTTING TOOLS—Athol Ma 


f th del dW m4 Vi Tool _ . 
Shown above are some of the more widely-use eodings-Verona Tools chine & Foundry Co.. Athol, Mass., 
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has issued two bulletins, one cov 
ering its drills for steel and iron 
and wood and plastics, and the 
other covering its high-speed bits 


for woodworking. 


CHUCK JAW BLANKS—Jergens 
lool Specialty Co., Cleveland, has 
issued a folder giving specifications 
for eight types of chuck jaw blanks 
designed to fit over most of the 
chucks now being manufactured 
“90% of them,” says the firm. 


PORTABLE TOOLS Portet 
Cable Machine Co., Syracuse, 
N. Y., has issued a 36-page manual 
on the use of the firm’s “Routo 
Jig” for the building and construc 
tion trades, woodworking shops, 


and industrial maintenance crews. 


CONVEYORS Stephens-Adam 
son Mfg. Co., Aurora, IIl., has is 
sued a bulletin covering the firm’s 
line of standard belt conveyor cat 
riers and trippers. Several special 
carrier units are cataloged, along 
with accessory equipment, such as 
guide rolls and_ special tripper 


spouts. 


TRUCKS Nutting Truck & 
Caster Co., Faribault, Minn., has 
issued a catalog (“junior’ 56G) 
showing application of balance-style 
trucks to trailer train operations, 
and in addition illustrates 49 models 
of two-wheel and platform trucks, 
12 types of dollies, and 15 styles of 
casters. Applications are pictured 
and specification data tabulated. 


VISES—Universal Vise & Tool Co., 
Parma, Mich., has issued a catalog 
containing descriptions of the 
firm’s entire line of vises, adjust- 
able lathe fixtures, safety work 
holders for drill presses, and other 
special and standard work-holding 
devices for metalworking indus 
tries. 


MASONRY BITS—New England 
Carbide Tool Co., Cambridge, 
Mass., has issued a bulletin (no. 
CL-54) covering its line of carbide 
tipped masonry bits. Bits are illus 
trated in tables showing their ap 
plication for the various types of 


’ 


AND MORE POWER, TOO! Here's a rugged wrench 
that adds skill and power to your hand. This drop forged 
CARBON STEEL wrench is heavier for more leverage, yet 
well balanced to reduce fatigue... the thicker handle 
eases grip pressure. 


NON-SLIP GRIP! The baked-on black CRACKLE ENAMEL 
finish gives you a better gripping surface . . . less chance 
of painful slips... greater wrench-wear protection. 


BRIGHT HEADS — UNIFORM OPENINGS! Wrench num- 
bers and sizes are clearly stamped on bright heads. Milled 
or broached openings are uniform, exact size measurements 
insure snug fit — prevent nut damage. Surfaces and edges 
are smooth. 

FOR MORE SKILL — LESS REPLACEMENT COST demand 


BILLINGS tools. They're drop forged from special analysis 
steel . .. built to last and last! Their rugged construction 


means you can cut tool replacement costs! 


YOUR TERRITORY MAY BE OPEN— 
WRITE! 


WRENCHES - SHOP TOOLS 


Quality Tools and Forgings Since 1869 


A. 
So 
FE, 
Ze 
f° 
ns 
al 


THE BILLINGS AND SPENCER CO. + HARTFORD 1, CONN. 
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New CAMPBELL CHAIN Croludive 


MEASURE: MARK 


GGG. ONIN Zn) 


Chain sellers and buyers everywhere have been 
quick to recognize these advantages of new Campbell 
“Measure Mark” Chain... furnished at no extra cost! 


QUICK, E EXACT COLOR-CODED 
MEASUREMENT IDENTIFICATION 


GREEN—Proe! Cail 


is ORANGE—Cam- Alley Steel 


Color-mark on the chain instantly 
and positively identifies grade of 
chain—in or out of the container. 


INVENTORY STANDARD PACK— 
CONTROL LABELS  MARKE 


Space provided for "Perpetual In each container, standard 
Inventory" control. Guaranteed footage by chain size—for each 
footage marked on label. grade. Standard package cost. 


Ask your Campbell representative—or write us for full 
details on this revolutionary new chain development. CAMPBELL 
CHAIN 
AVAILABLE ONLY FROM 


CAMPBELL CHAIN Gonzany 


York, Pa. «W. Burlington, lowa « Portland, Ore. « Sacramento, Calif 
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masonry. Other information is also 
included in tables. 


BAND SAWS-Henry Dissten & 
Sons, Philadelphia, has issued 

folder featuring its newly-designed 
“roll-chip buttress-tooth” band saws. 
Included is a table of information 
on how users can avoid damaging 


Saws in use. 


GAGES Yarnall-Waring Co., 
Philadelphia, has issued a folder 
covering its new liquid level indica 
tor. Applications are shown in line 


drawings. 


PORTABLE ‘TOOLS—Black & 
Decker Mfg. Co., ‘Towson, Md., 
has issued its 1956 dealer catalog 
covering its line of portable electric 


tools and accessories. 


PUMPS—Byron Jackson Div., Borg 
Warner Corp., Los Angeles, has 
produced a new film on the sub 
mersible method of pumping. 
\nimation is used to illustrate the 
operation and working principles 
of key submersible parts, including 
mechanical and mercury seals. 


FLOORS—Master Builders Co., 
Cleveland, has issued a folder pre 
senting a “seven-step” procedure for 
repairing concrete floors with the 
firm’s “Embeco” pre-mixed mortar. 


POW DER-POWERED ‘TOOLS 
Winchester-Western Div., Olin 
Mathieson Chemical Corp., Cleve 
land, has issued a catalog on its 
Ramset,”’ a powder-powered fasten 
ing tool for use in maintenance and 
construction work. Catalog de 
scribes and illustrates tool as well as 
fasteners in full size. Space for dis 


tributor imprint. 


FITTINGS—Barco Mfg. Co., Bar 
rington, Ill., has published a 20-page 
catalog on its “Flexible” ball joints 
Industry applications, engineering 
specifications and data, and various 


piping problems are included 


PUNCHES-—Punch Products Corp., 
Niagara Falls, N. Y., has issued a 
bulletin (no. G-1) illustrating and 





describing its new “Unipunch” 
series A hole-punching equipment 
for unitized tooling in presses and 
press brakes. Engineering drawings, 
photos, and tables supplement the 
text. 


VALVES—Henry Vogt Machine 
Co., Louisville, Ky., has issued a bul- 
letin covering its new series of 
“GP” general-purpose drop-forged 
steel valves, gate, globe, and angle 
types. The bulletin is supplement 
no. 1 to the firm’s catalog no. F-9. 


CUTTING TOOLS—Ex-Cell-O 
Corp., Detroit, has issued three 
bulletins on its thread grinders, 
large nut-threading machines, and 
boring machines. Bulletin 481051 
covers the firm’s thread grinders, 
styles 33 and 33-L, illustrating the 
text with photos of various parts 
of the unit. Bulletin 50054 dis 
cusses the “Scru-Broach,” explain 
ing the machine’s use in tough 
threading operations on large nuts 
Bulletin 31154 deals with the firm’s 
“Bor-Dril” unit for deeping boring 
operations; accessories are also 
covered. 


PUMPS-—Ingersoll-Rand Co., New 
York, has issued a folder on its new 
centrifugal pump for liquids con- 
taining solids, air, or gases. ‘The 
publication contains photos and 
cutaway drawings of the unit, along 
with an explanation of the firm’s 
new patented diverging impeller. 
Various industrial applications are 
pictured. 


GAGES—Greist Mfg. Co., New 
Haven, Conn., has issued a bulletin 
(no. 105-10) describing and pictur 
ing the firm’s “Micro-Height” gage, 
a precision tool for layout and in- 
spection work. Bulletin shows how 
the gage cuts reading time, and 
includes list prices. 


LUBRICATION—Farval —_Corp., 
Cleveland, has issued a booklet (no. 
26-R) explaining its “centralized” 
systems of lubrication. The sys- 
tem’s valves and accessories are 
explained in detail, both pictori 
ally and text-wise. 


for bigger 


reamer sales 


All 


— 


COMPARATIVE 
REAMER 
SELECTOR 


NET PRICE, STYLE & DIMENSION 
for L*I Reamers 


Blanks and Cutters 


the complete line of quality ground reamer 


write for your copy 
of the L. &I Sales Policy 
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ial -meal-lalelt-2 4. 
plier for your 
customers... 


THE 
FASTEST 
SELLER 
FOR YOU 


For a longer profit per sale... SELL QUALITY Ss 


SELL THE COMPLETE CHANNELLOCK LINE 


No other plier does so many 
jobs so well as a Channellock 420. 
That’s why every year more and 
more householders ... as well as 
mechanics .. . buy Channellocks, 
Cash in on this growing popular- 
ity. Put these handy pliers out 
front for your customers to see 
... reach for... and try. You'll 
be pleasantly surprised how many 
times they’ll tell you to wrap it 
up. Channellock’s increasing sales 
record proves that. So make the 
Channellock line your plier line 
... and let the Channellock 420 lead 
the profit parade in your store. 





What's the Economic 
Weather Up Ahead? 


(Starts on page 90) 





road ahead. I am sure there will be 
some, and I think I know some of 
the reasons. One of them is that 
we still have most everything to 
learn about controlling business in 
ventories properly. The swings in 
these inventories have been second 
only to changes in the rate of mili 
tary expenditure in causing general 
ups and downs in business since 
World War II. I doubt if we will 
learn to handle them properly before 
they have caused some more ups 
and downs. 


Ebb & Flow—Up & Down 


I also expect the ebbing and flow 
ing of consumer credit to contrib 
ute to continuing ups and downs 
in the sale of consumer durable 
goods. 

But the ups and downs of busi 
ness I envisage will stay within limits 
which prevent them from becoming 
destructive. My primary reliance for 
sustained prosperity is not on “built- 
in stabilizers.” It is on built-in 
growth elements which, in the very 
process of growth will iron out the 
downs, if not the ups and downs, in 
the general course of business. I have 
already listed such elements as popu 
lation growth, broader income dis 
tribution, the steady flow of new 
products and processes from re 
search, and the determination of 
business firms to plan and build for 
new markets and to carry out the 
plans. 


Special Factor 


To all these growth factors in 
the U.S. economy, I should add a 
special factor, the industrial renais- 
sance abroad and particularly in 
Europe. This, over the period with 
which I am dealing, promises to 
create an enlarged market for our 
products. Somewhere along the way, 
of course, it is also going to be re- 
flected in some very rugged competi- 
tion for foreign markets. 
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CAST 


the quick-turnover 


line for greater 
PROFITS! 


When you stock Rapistan perform 
ance-tested wheels and casters, you'll 
find it’s the most profitable, fast 
selling line you can carry — and the 
only caster line which meets such a 
wide range of specifications with 
such a low stock investment. Rap 
istan’s personalized merchandising 
staff is at your service, too, with 
practical sales aids and ideas which 
pay off in volume sales— and Rap- 
istan’s national advertising in lead 
ing publications pre-sells the line 
in the heart of your big-volume 


profit market! 


WRITE, PHONE OR WIRE 
for complete information 
on Rapiston's Money-Back 
Guaranteed Caster Fran- 
chise and the new caster 
and wheel catalog 








Freight Cost Control 
Matter of Awareness 


(Starts on page 104) 





the overall philosophy of freight 
charges, he has a choice of several 
well-stated textbooks at his local 
public library. 

Many larger distributors have 
trafic managers of their own, who 
are in charge of the firm’s receiving 
and shipping operations. Fre- 
quently the traffic manager is a 
member of the local traffic club, 
where he gets an exchange of all 
the news of local transportation de 
velopments. He also keeps himself 
abreast of the field through pro 
fessional magazines such as Traffic 
World, and perhaps even subscri- 
bes to the Daily Traffic Bulletin. He 
is the opposite number to the 
manufacturer's trafic manager. 


Solve Traffic Problem 


However, even if a distributor 
hasn’t the volume of incoming and 
outgoing shipments to justify main- 
taining a full-time traffic manager 
on his payroll, he can delegate traf 
fic management duties to someone 
on his staff. In this way, he could 
make some one employee respon 
sible for overseeing all details con 
nected with freight transportation. 
The job can be part-time, but it 
can never be intermittent if the dis 
tributor wishes to keep a tight con 
trol over freight costs. ‘The one 
purpose in delegating these duties 
would be to isolate freight costs 
and see where they are running high 
and taking steps to effect economies. 

Whether they employ a traffic 
manager or not, some distributors 
exert control over transportation 
costs by employing the services of 
a freight bill auditor. ‘Trained in 
the science of trafic management, 
this individual is able to check all 
elements in a freight bill to deter- 
mine if the distributor is being over- 
charged on a shipment. Errors in 
arithmetic, use of incorrect tariffs, 

(Continued on page 188) 
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NOW LET’S CARRY 


ON THIS 


VICTOR 
BELTING 


Any product. You name it — and there’s a Victor Belt that’s 
designed to convey it. 

Sound sales pitch? — the soundest. When you sell Victor, you 
sell the complete line of the best in textile belting. 

And that’s no idle statement, for every inch of Victor Belting 
is proved right for the job. Recommendations for use are issued 
only after our research department has conducted exacting 
tests under actual operating conditions. 

This policy has been proved by repeat sales of the whole line 
solid-woven cotton—Neoprene impregnated—canvas-stitched 
Balata—special treatments—plus every need in belting special- 
ties. All this, plus a full range of widths and thicknesses to fit 
every customer’s specification, makes the Victor line your best 
bet for conveying, elevating and power transmission sales. 
Send for Distributor Catalog today. 





* Neoprene Belting * Balata Belting 
* Solid-Woven Belting — untreated, 
impregnated, coated — many widths and plies 
* Canvas Stitched Belting + Belting Specialties 


A COMPLETE LINE 
Including 


\ /veror 


53: Pork Pil, N. Y. 7 * 300-6 W. Hubbord St., Chicago 10 * Factory: Easton, Pa 
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COOPERATIVE ADVERTISING FOR MAXIMUM DISTRIB- 

j UTOR SUPPORT is an important element of Aeroquip’s 

program. Here J. R. Roberts, Advertising Manager, and 

Wm. F. Rogge, Industrial Sales Manager, discuss details of the 
current advertising series in business papers. 


=eweroquip 


helps 


distributors 


DISTRIBUTOR SALES AIDS include illuminated electric 
2 signs, imprinted match folders, “slide rule” hose selectors, 
monthly sales news letters, application bulletins, a classi- 

fied telephone directory program, and direct mail pieces. 


MANAGEMENT AND MAINTENANCE 





TRADE SHOW EXHIBITS, like the one shown here, are available to 

distributors to promote themselves and the Aeroquip product line. 

The company itself also exhibits at important national trade shows 
and thereby explains its products’ advantages to distributors’ prospects. 


~ “ur Test Staind Hook-Up Time Has Been 
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“SEE YOUR DISTRIBUTOR" is the final thought in Aeroquip's 

5 powerful business paper advertisements. Addressed to important 

buying influences in industrial plants, these advertisements help 

the distributor sell by making the Aeroquip name and product advantages 
widely known in a large prospect audience. 


SAYS J. R. ROBERTS, AEROQUIP ADVERTISING MAN- 
6 AGER: “Our distributors need the manufacturing plant 
advertising coverage which FACTORY gives us.’ 


FACTORY is read by far more Plant Operating Men 
in the manufacturing industries than is any other magazine. 
That's one reason you get valuable sales help 
when the products you handle are advertised in FACTORY. 


4. What 


The weeroquip Line 


Means to You 
~ 


INDUSTRIAL AND FARM FILMS are 

provided by Aeroquip to distributors 

for the fuil description of product ap- 
plications in those fields. 


% i re . 
a 


A McGRAW-HILL PUBLICATION, 330 WEST 42ND STREET, NEW YORK 36, N. Y. 





Difference 


CAST IRON 


STAINLESS STEEL 


in DRILLS for FERROUS METALS | 


To boost your customers’ production—assure fewer re- 
sharpenings—reduce drill breakage—lower costs— Whit- 
man & Barnes manufactures a complete line of drills for 
ferrous metals. Each drill type is specifically designed to 
provide your customers with highest efficiency when drilling 
individual metals. 


Over 100 years of research, experience and engineering 
have enabled W & B to provide better drill designs— 
“There's A Big Difference"”—that difference means faster, 
better and more economical drilling for your customers. 


Whitman & Barnes manufactures complete lines of stand- 
ard drills, reamers, carbide tools, counterbores, counter- 
sinks and tool bits, also special tools to your specifications. 


“Makers of Gine Tools Since 1848" 


WHITMAN = BARNES 


40000 PLYMOUTH ROAD + PLYMOUTH, MICHIGAN 


NEW YORK . CHICAGO ° LOS ANGELES 
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incorrect description, incorrect pack 
aging (as prescribed in Rules) —- 
these are some of the many details 
which are scrutinized by a trained 
auditor. 

Allied to cost control is the mat 
ter of claims for loss and damage to 
incoming shipments. Generally 
speaking, loss and damage is not the 
same large problem to industrial 
distributors as it is to other kinds 
of business. The type of commodity 
ordinarily received by the distribu 
tor is durable and can sustain a fair 
amount of rough handling in tran 
sit. Further, a sampling of opinion 
among distributors discloses that 
most manufacturers in the indus 
trial field do a good job of packaging 
their products for shipment. 

However, the distributor should 
be aware of basic claims procedure 
in the event of loss or damage to a 
shipment, since it might mean the 
difference to him of complete loss 
or recompense by the carrier respon 


sible. 


Causes for Claim 


There are three main bases on 
which a consignee can lodge a 
claim against a carrier—damage to 
shipment, loss of shipment, or over 
charge. The Association of Ameri 
can Railroads offers the following 
detailed breakdown: 

1. Unlocated loss—entire pack 
age 


ge 
2. Unlocated loss—other than 
entire package 

3. Unlocated damage—freight in 
packages 

4. Unlocated damage—freight 
not in packages 

5. Improper handling in trains, 
yards, or stations 

6. Defective or unfit equipment 

l'emperature failures — im 

proper refrigeration or ventilation 

8. Temperature failures—freezing 
or heater failure 

9. Delay 

10. Theft—entire package 

11. Theft—other than _ entire 
package 

12. Concealed loss 

13. Concealed damage 





14. Train accidents 

15. Fire, marine and catastrophe 

16. Error of carrier employee. 

The extent of the carrier's respon 
sibility for the safety of property 
he transports is very extensive. But 
he cannot be held for loss or damage 
arising from faulty packing by the 
shipper, or from circumstances be 
yond his control, such as flood, war, 


etc. 


Six Month Limit 


A distributor, on discovering dam 
shipment or part 
of a shipment, may submit a claim 


ait 
age or loss to 


up to any time within six months 
after delivery. The distributor's 
acceptance of a damaged shipment 
does not impair his right to make a 
claim. He may submit his claim on 
the “Standard for Presenta 
tion of Loss and Damage Claims,” 
and support it with the bill of lad 


Form 


ing and some documentary proof 

of the value of the goods (such as an 

invoice ) 
The 


claim is 


most troublesome 


that 
—where the distributor 


type of 


occasioned by “con 
cealed loss” 
on his own 


The 


claim is still made on the Standard 


package 


on opening a 


premises finds items missing. 


Form, but must be backed up with 
strong evidence—original bill of lad 
ing, original destination freight bill, 
proof of value of items and any 
between 


correspondence shipper 


and carrier regarding the loss, and 
a concealed-loss form filled out by 
the distributor. Be 
cause this type of loss can easily 


be caused by persons other than 


shipper or 


the carrier's employees, the claim 
procedure is necessarily involved. 
Another common type of claim is 
the concealed damage, where a dis 
tributor opens a package to find items 
broken or damaged. In this case, he 
should immediately the 
carrier's local agent, and have him 
witness the condition of the ship 
ment in writing. Such a shipment 
shouldn't be unpacked without this 


contact 


step being taken. 
The speed with which claims are 
settled depends on both the care 
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Loading Butane or unloading a 
brewing vat spraying trees or 
pumping sand when you buy 
hose you actually want the 
nothing" part. 


But what's around the hole you buy 
is where you get your money's 
worth. A hose is a tube plus a car- 
cass and a cover and here's where 
Hose by Hamilton gives you the un- 
seen ingredient that makes it,poss- 
ible for you to deliver the goods 
longer for less. 


Quality, the essence of every length 
of hose Hamilton builds, is insured 
by top-flight engineering, testing, 
construction and curing backed by 
85 years of experience. 


A long line of continuing cus- 
tomers have proved on-the-job that 
Hamilton Hose stands up longer, 
even under the most severe oper- 
ating conditions. These people are 





money's worth 








The flexible lining member. 
In Hose by Hamilton it is al- 
ways resistant to the pro- 
duct it must carry...always 
of sufficient gauge to with- 
stand operating conditions. 


ae 


The strength member of 
a hose. Hamilton carcasses 
whether of cotton, or syn- 
thetic fabric plies are built 
to “take it’ and keep on 
“taking it.” Rubber com- 
pounds bond firmly the 
plies or braids. In many 
types of hose special textile 
materials or wire reinforce- 
ments are added to the car- 
cass to provide a generous 
safety factor over working 
pressures. 


cover ae 


The outer member of the 
hose is the ‘‘protection”’ 
Hamilton covers are always 
tough, stoutly resistant to 
abrasion, corrosive atmos- 
pheres, and solvent action. 





your guarantee of satisfaction. 


WRITE, WIRE, PHONE 


lf you would know more about 
Hamilton and our complete line of 
Industrial Rubber Products . . . Hose 

Belts Packings and Mats 
write, wire or ‘phone today for our 
all new Catalog. A copy belongs in 
your reference library. 


Be sure...use Hamilton... 
Always dependable! 


HAMILTON 
RUBBER 


MANUFACTURING 
CORPORATION 


Executive Office and Factories, 1014 Meade St. , Trenton, N.J 
Branches in 

CHICAGO * HOUSTON * LOS ANGELES 

NEW YORK © CLEVELAND © PITTSBURGH 

INDIANAPOLIS * SAN FRANCISCO 





mee 
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with which the distributor prepares 
his case and the willingness of the 
carricr to make settle 
ment. Some distributors have had 
unhappy experience with some car 
riers, saying that they spent more 
trying to press them for settlement 
than if they had simply re-ordered 
the lost or damaged items from the 
manufacturer. Because of the highly 
individual nature of loss and damage 
claims, it is difficult to lay down 
in this space a fool-proof procedure 
for distributors to follow. 

To summarize, for the distributo1 
to effectively control his transporta 
tion costs he should: 

1. Familiarize himself with the 
principles of freight rates and vari 
ous shipping documents, such as the 
bill of lading, freight bills, claims 


feck Washers 


im AV yiN,f * 


Lock Washers 
in 


9 Popular Sizes 
Machine Packaged and coun- 
ted in Crimped-End Tubes 


PLATED 
WASHERS 
in White 
Tubes 


a prompt 


Modern, Functional 
BULK PACKAGING 
- « « at No Extra Cost! 





PLAIN STEEL 
in Yellow 
Tubes 


Patent Pending 


—and 2-Label 
Telescope CARTONS 


for upside-down or right-side-up stack- 
ing or telescoping open carton in 
cover—all with Readable Right-side- 
up End Label. 


forms, etc. 

2. Review the shipping instruc 
tions he gives to manufacturers to 
see if he’s not putting himself to 
unnecessary expense. 

3. Devise a method of separating 
out freight charges so that they can 

be fully accounted for, and possibly 
— or This lowered. 
qunveniionsl ak 4. If his incoming shipments are 
es considerable, have his freight bills 
audited to expose unduly higi costs 
caused by faulty commodity descrip 
tion, arithmetic errors, etc. 

5. Review his ordering procedures 


*The contents of a Keg in 
ONE Shipping Container — 
divided into 6 equal cartons 
— Labeled and Counted 


FOR VOLUME USERS 


JOB-PAK has 6 inner cartons, 
each containing 1/6th of the con- 
tents of the “keg size” outer con- 
tainer. 

JOB-PAK individual inner car- 
tons of lock washers are the same 
as a distributor package. 


JOB-PAK reduces handling ex- 


Use Them 
Like This 


Black bottom up 
for ‘‘upside-down'’ 
stacking 


Open carton tele- 
scoped inside cover 
with readable right- 
side-up End Label 


Get Details of 
Distributors TRIAL ORDER 


M-C Lock Washers in Coin Pak 
are sold to industry only through 
recognized Industrial Suppliers. 
If you are not familiar with this 
Modern, Functional, Small Lot 
Packaging of Lock Washers, write 
today for Full Information on Coin 
Pak Trial Order for distributors 
only. Ask also about JOB-PAK, 
the new Bulk Package for volume 
users. 


to see if he’s taking the fullest pos 
sible advantage of manufacturers’ 
freight allowances. 

6. Delegate supervisory authority 
over shipping and receiving opera 
tions to one employee, so that waste 
due to divided authority, lack of 
follow-up, and lack of system can 
be eliminated. 





COMMON FAILINGS 


The latest high-speed submarines, 
particularly those intended to be pow- 
ered by nuclear reactors, are running 
into the same stability and control 
problems currently plaguing aerody- 
namics, according to Aviation Week, 
McGraw-Hill publication. Cross- 
coupling between roll and yaw in sharp 
turns has necessitated “tail surface” 
modifications. 
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pense — each. inner carton of lock 
washers weighs approximately 33 
Ibs. — easy to place on stock 
shelves with other packaged items. 


JOB-PAK assures maximum use 
of stock room floor area—no open 
kegs, boxes or cartons on floor or 
in aisles. 

JOB-PAK eliminates counti 
and weighing, manual effort an 
error — prevents spilling and mix- 
ing of sizes. 

JOB-PAK speeds up physical in- 
ventory, simplifies multi-stock dis- 
tribution. 


Write for Prices, and a Home Assortment of 
Plated Lock Washers in Miniature JOB-PAK 


A8476 1/3¢ 





Standard 
Package 
Quantities — 
1,000, 500 
or 100 loose 
washers 

per box. 


If you prefer M-C Lock Washers 
in Standard Package Quantities, 
they are available in 2-label car- 
tons having the same smart yel- 
low, black and white design as 
the well known Coin Pak Car- 
tons. 

M-C Lock Washers in standard 
package quantities are packaged 
as follows: 4%” and smaller — 
1,000 per box; larger than 14” 
to 1” — 500 per box; 1” and 
larger — 100 per box. A.S.A. 
Light, Mediumor Heavy Section. 


Write for Prices and Distributor Discounts. 


.@... 





NEW LINES 
taken on by 
DISTRIBUTORS 





Garrett Supply Co., Los Angeles, 
has been appointed distributor fo: 
Aro Air Tools in Southern Cali 
fornia. 


Acme Tool & Supply Co., San 
Diego, Calif., has been appointed 
to handle lines of The Taft-Peirce 


Mfg. Co. 


The Stellhorn Co., Toledo, Ohio, 
has been named distributor of 15 
northwestern Ohio counties for 
grinding wheels and cutting oils 
of Cincinnati Milling Machine 
Co. 


Ihe Cameron & Barkley Co., 
Charleston, S. C., has been ap 
pointed distributor for “Stress 
proof” steel bars of La Salle Steel 
Co. 


Ross-Willoughby Co., 
Ohio, has been named distributor 
for Barry Controls Inc. 


Columbus, 


Sterling Products Co., Chicago, has 
been named distributor for Besly- 
Welles Corp. 


The Textile Mill Supply Co., Char 
lotte, N. C., has been appointed 
distributor for Bay State Tap & 
Die Co. 


Georgia Supply Co.'s Jacksonville, 
Fla., branch has been appointed 
distributor for Arcos Corp. 


Vascoloy-Ramet Corp. has ap 

pointed the following distributors 

¢ Asheville Industrial Supply Co 
Asheville, N. C. 

© Tidewater Supply Co 


Norfolk, Va. 


James Supply Co., Quincy, IIL, has 
been appointed distributor for 
tools, tool holders, blanks and 
grinders of Carboloy Dept. of 
General Electric Co. 


Chicago Precision Supply Corp., has 
been appointed distributor for files 


of Heller Bros. Co. 


PACKAGED 


as You 





Want Them 
«COIN PAK 


| 9 Popular sizes of 
M-C Lock Wash — 
ers, plain steel 4 : 
and plated, are a. 


Machine Pack 
aged and counted 
in Crimped End 
Tubes — and in 
colorful 2-Label 
Telescope Car 
tons . 3/16”, 
1/4”, 5/16", 3/8”, 
7/16” 1/2” 9/16", 
5/8” and 3/4”, 
Medium Section. 
Sold only through 
recognized distributors. 


é« Standard Packages 


of 1000, 500 

or 100 loose 

lock washers 
per box 


If you specify 
this type of pack- 
aging you get 
M-C Lock Wash 
ers in colorful 2- 
Label cartons 
with legible, vight-side-2p end labels . . 
whether stacked with black or yellow side up. 


 JOB-PAK 


For Volume Users — the Modern Function- 
al Bulk Package at No Extra Cost. The 
contents of a in ONE Shipping Con 
tainer — divided into 6 equal inner cartons, 
labeled and counted. Individual inner car 
tons same as a distributor package 


a« BULK | 
‘a 


For Volume Users who 

prefer to buy lock washers 
in bulk, you may order 

M-C Lock Washers loose 

in keg sized bulk shipping “Om ersnens 
container. A.S.A Teht, . 
medium or heavy section; = 
plain steel, plated steel or 
non-ferrous. - 


Lock Washers for the Distributor 


Mellowes offers you, the distributor, lock 
washers in a wider choice of modern func 
tional packaging than any other manufac 
turer 


Write for Distributor Price Lists 


Lock qQ....... 
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PROFITS RUBBLE 
GO UP AS GOES DOWN 


SPROUT-WALDRON 


BELT-SAVER 
PULLEYS 


Both you and your customers 
ean profit from Belt-Saver Pulleys. 

The exclusive cone and wing design prevents 
materials from lodging between pulley and belt. 
Sharp lumps and abrasives cannot damage the 
belt. Belt life is increased from 50% to 400% in 
installations conveying abrasive materials. 

Such savings produce greater profits for 
quarries, foundries, mines, sand and gravel plants, 
contracting companies, and others, and can pay off 
for you in steady sales and good will. 














The Buyer Looks 
at Business 


Composite opinion of, purchasing 
agents who comprise the N.A.P.A. 
Business Survey Committee 





No Soft Spots 


here is no evidence of any “soft 
spot” that might change the present 
high level of business activity in the 
fourth quarter, said purchasing 
executives in their November re 
ports. This was supported by the 
93% who saw their production as 


In addition to Belt-Savers, Sprout-Waldron 
offers a full line of sturdy, cast-iron pulleys for 
transmission and conveyor use in a wide selection 
of sizes and types. Write for free bulletins contain- 
ing full information about Sprout-Waldron pulleys. 


the same or better than the previous 
month. On new orders, 86% report 
their position as the same or better. 

Although the number who re 


S ported commodity prices as higher 
o -w o ; j 
Hd SPROUT ALDRON still exceeds those who find prices 





3 LOGAN STREET, MUNCY, PA. are lower, the ratio is much closer 
— than a month ago, confirming the re 
ported October trend toward price 
stability. Inventories are up slightly, 
but in keeping with high production 


SALES Ti PS levels. Employment remains high, 
maude despite sporadic strikes. 
FOR Com (4 ‘here are more suppliers actively 


PROFITABLE TA PPE R soliciting competitive business but 
SELLING that does not necessarily mean they 


are offering concessions in price or 





service, according to 72% who re 
ported on this special question. The 


what are its advantages? 


® Handles a wider range of tap sizes — #00 to 4%" — : 
the range of 4 conventional tappers! remaining 28% said they were ex 
—- ee ee ee ee eee periencing a combination of hard 
Spring Clutch Drive provides longer, quieter selling with some price and service 
operation. ‘ . . 
Minimum operator pressure operates it—eliminating concessions, as well. 
lead error caused by forcing tap into hole. 
Does precision tapping —even with inexperienced 
operators . . . it’s “the Tapper that thinks for its 
operator”, 


Prices on Plateau 


A more definite indication of a 


features that help you sell price plateau being reached was 
© Wider range provides greater utility — reduces tool noted in Nov ember. There were 
investment for your maa. 53% who reported prices up, down 

® Adjust t itive to , : 
pose ow oe a © 19% from October. ‘The reports 
® Automatic sensitivity of torque control stops the tap showed 42% listing prices the same 


when it’s dull, “loaded”, hits a hard spot or bot- , mage 
toms in a blind hele. as a month previous, a significant 
© Compact, rugged, light-weight—built for production | jump from the previous month's 
a 24%. The 5% reporting prices 
lower reflect purchases of limited 


Commander MFG. CO. items in an over-supply position. 


4217 W. Kinzie Street *  Chicage 24, Iillinois Inventories Up Slightly 
Product of Commander . . . Builder of Production Tools ? 











The desire to reduce year-end in- 
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ventories was tempered by the need 
to protect greater production and 
possible further price advances. 
There was an increase from 23% in 
October to 30% in November who 
reported inventories up, mainly to 
meet new order demands and cover 
scarcities. The 54% who said inven- 
tories were the same attribute this 
to a good balance between inven- 
tory and movement of goods. 


Employment—Little Change 


Very little change in the employ- 
ment picture was reported for 
November. Shortages of skilled labor 
and good clerical help are again in 
dicated by many committee mem 
bers. The 6% who reported em 
ployment as off believed this to be 
a temporary situation due to strikes, 
overproduction in September and 
October or reduction in the number 
of operating shifts. 


MRO Still 60 and Under 


Again, the policy on production 
items showed little change from 
October, with 48% reporting cover 
age of 90 days or more. On capital 
goods, © Teported a lead time of 
90 days plus, identical with October. 
For MRO supplies, 80°, remained 
in the hand-to-mouth to 60-day 
basis. 

The general policy is mixed, with 
the emphasis on insuring delivery of 
many items in uncertain supply and 
extending purchases at current price 
levels. 


-70 


Specific Commodity Changes 


The shortages reported last month 
in many items were even more pro 
nounced for November. Although 
quite a number of items are listed 
as showing price strength, such re- 
ports were scattered and spotty. 

On the up side were: Copper, 
steel, mercury, paper, sugar, coal, 
lumber, fuel oil, tires, cement, bear- 
ings, automobiles. 

On the down side: Pork and beef. 

In short supply: Aluminum, cop- 
per and copper products, nickel, 
steel plates, steel sheets, structural 
steel, steel bars, steel pipe, steel cast 
ings, many steel products, kraft and 
fine papers, selenium, titanium di 
oxide, titanium, cement, glass. 





. 


Hardened, alloy-steel jaws can never 
get lost, loose or broken because 
they are mold-welded into a perfect 


and permanent union 


Sirens 
,, ER, PRA AAR RAARAYS 


me 


ee re - 


reget. — 


EVERY DETAIL IS Sokid asa Kock 


The hardened alloy-steel jaw facings of the Reed vise make jaw 
replacement unnecessary. Because they are permanently welded into 
position, they avoid the nuisance of lost, loose or broken jaws so 
often encountered with ordinary vises. Together with other exclusive 
Reed features, they create a sturdy, solid-as-a-rock vise that will out- 
last and out-perform any other vise on the market. The alloy steel 
screw and vise nut are machined to close tolerance for maximum 
bearing, easy operation and perfect alignment. An adjustable front 
end bearing and a longitudinal take-up on the vise nut maintain align- 
ment and eliminate all lost motion permanently. Castings are of 
sound, semi-steel, contoured for heavy sections at all stress points 
while permitting maximum accessibility to the work. 


It pays to sell quality! Because they ‘carry the load 

under the hardest conditions of usage, REED Vises make 
friends for the distributor who sells them. Take advantage 
of this profit and good-will power by maintaining an 


adequate stock at all times 


MANUFACTURING COMPANY 


ERIE, PENNSYLVANIA «+ U.S.A. 
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PRECISION BRAND 


, ARBOR 
paul? SPACERS 
and SHIMS 


FOR FAST, 
ACCURATE 
SPACING 


Tops in every respect, Precision Brand 
Arbor Spacers and Shims are used for 
accurate spacing of milling cutters, slit- 
ter knives, gang saws and many other 
uses. They come neatly packaged in 
thicknesses from .001” to .125” thick 
and %” to 7” hole diameter 


. WITH KEYWAY WITHOUT KEYWAY 


Please 


desired 
when 
ordering. 


PRECISION STEEL 
WAREHOUSE, INC 





SPECIFY... 





Sold thru Distributors Send for catalog 


L. B. ALLEN CO., Inc. 


6731 BRYN MAWR AVE., 


Chicago 31, iil. 
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1931 


From the Files 





25 YEARS AGO 


ors 


Ihe whole buying structure of 
industry has changed. Where one 
man, 20 years ago, was held 
responsible for purchases in the 
average plant, today, on the aver- 
age, four men have a hand in it” 
—Mill Supplies. 


Distributor opinion about the 
seriousness of price cutting was 
divided. In a survey half said they 
thought price cutting was cur 
rently worse than it had been 20 
years before; half said there was 
less of it than there used to be. 


W. H. Banks, of Chase, Parker Co., 
Boston, pointed up another 
change in the marketing pattern 
“There was a time,” he said in an 
interview, “when I would make a 
trip into the timber country of 
Canada and get orders for a 
year’s supply of goods. Now, how- 
ever, buying is done on a hand 
to-mouth basis.” 


“We are in an age of specialization” 
—C. J. Whipple, president, Hib 
bard, Spencer & Bartlett Co., 
Chicago. 


“The industrial distributor is in a 
safe position for some time to 
come”—Fred S. Durham, Bonney 
Forge & Tool Works. 


“The inherent tendency is to sup 
port and strengthen the distribu 
tor and few believe that his 
demise is yet in sight”—]. Harvey 
Williams, J. H. Williams & Co 


“Mass distribution as it becomes per 
fected will give the user more 
service with less solicitation and 
it will do this at a decreasing cost, 
the result partly of decreased cost 
for solicitation and partly of 
other factors”—Alvan T. Simonds, 
Simonds Saw & Steel Co. 
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Somers, Filter & Todd Co., Pitts- 
burgh, took on the Atkins Saw 
line. 


Globe Machinery & Supply Co., Des 
Moines, sent an eight-man delega- 
tion to W. A. Jones Foundry & 
Machine Co. for product sessions. 


The Deming Co. celebrated its 50th 
anniversary by honoring old time 
employees. Some 34 on its staff 
of 39 had been with the firm 25 
years Or more. 


McMullen Machinery Co. and 
Manufacturers & Builders Supply 
Co. in Grand Rapids, Mich., con- 
solidated under the new 
Manufacturers Supply Co. 


hame, 





BUY THE BEST! 
Shackle Chain 
HOOKS 


“HIGH TEST” 


Chain 
EXTRA STRONG 


oat ena 


for chain sine, Me 
%", we”, Va", %”. 
SAVES TIME—can be attached th on 
the job. Only a pair of pliers needed. 
ANCHOR and CHAIN 
Screw Pin SHACKLES 


5/16", 


D 
Forged of HI-STRENGTH STEEL 
Available in sizes 4%“ to 2”. EXTRA STRONG 
—EXTRA TOUGH. If-colored or galvenized 
Order from your Distributor or Write 


MIDLAND INDUSTRIES, INC. 
Cedar Rapids, lowe 














this 
| wonderworker 
work for 
your profit! 


U.S. HOLDTITE’ 


PRESSURE-SENSITIVE TAPES 


are products of the 
most-advertised 
tape-maker of all 


Sales of U.S. Holdtite Tapes spurt upward 
every day for the selected “U.S.” Distributor. 
Main reasons are: 


e Industry constantly finds new uses for 
U.S. Holdtite. 


e U.S. Holdtite tapes are backed up by the most 
eye-catching of advertisements. 

e The United States Rubber Company 

name is on more products used in home 

and industry and in more advertising 

(magazines, newspapers, radio, TV, 

billboards) than that of any other tape- . \ 
maker. ‘ \ 
The volume line—the profit line is “U.S.” 
Inquire about our selected distributor program 

at any of the 27 “U.S.” District Sales 

Offices, or write us at Rockefeller Center, 

New York 20, N. Y. 


a 


y 


Ya: HAS 


. PA 


Mechanical +7 Division 
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PRECISION BRAND 


, ARBOR 
paket SPACERS 
and SHIMS 


FOR FAST, 
ACCURATE 
SPACING 


Tops in every respect, Precision Brand 
Arbor Spacers and Shims are used for 
accurate spacing of milling cutters, slit- 
ter knives, gang saws and many other 
uses. They come neatly packaged in 
thicknesses from .001” to .125” thick 
and %” to 7” hole diameter 


WITH KEYWAY WITHOUT KEYWAY 


desired 
when 
ordering. 


PRECISION STEEL 
WAREHOUSE, INC 





From the Files 


1946 





Distributor 





SPECIFY... 





SSS: SSS ST 
Sold thru Distributors Send for catalog 


L. B. ALLEN CO., Inc. 


25 YEARS AGO 


“The whole buying structure of 


industry has changed. Where one 
man, 20 years ago, was held 
responsible for purchases in the 
average plant, today, on the aver 
age, four men have a hand in it” 
—Mill Supplies. 


opinion about the 
seriousness of price cutting was 
divided. In a survey half said they 
thought price cutting was cur 
rently worse than it had been 20 
vears before; half said there was 
less of it than there used to be. 


W. H. Banks, of Chase, Parker Co., 


Boston, pointed up another 
change in the marketing pattern 
“There was a time,” he said in an 
interview, “when I would make a 
trip into the timber country of 
Canada and get orders for a 
year’s supply of goods. Now, how- 
ever, buying is done on a hand 
to-mouth basis.” 


“We are in an age of specialization” 


—C. J. Whipple, president, Hib 
bard, Spencer & Bartlett Co., 
Chicago. 


“The industrial distributor is in a 


safe position for some time to 
come”—Fred $. Durham, Bonney 
Forge & Tool Works. 


“The inherent tendency is to sup 


port and strengthen the distribu 
tor and few believe that his 
demise is yet in sight”—J. Harvey 
Williams, J. H. Williams & Co 


“Mass distribution as it becomes per 


fected will give the user more 
service with less solicitation and 
it will do this at a decreasing cost, 
the result partly of decreased cost 
for solicitation and partly of 
other factors” —Alvan T. Simonds 





Somers, Filter & Todd Co., Pitts- 
burgh, took on the Atkins Saw 
line. 


Globe Machinery & Supply Co., Des 
Moines, sent an eight-man delega- 
tion to W. A. Jones Foundry & 
Machine Co. for product sessions. 


The Deming Co. celebrated its 50th 
anniversary by honoring old time 
employees. Some 34 on its staff 
of 39 had been with the firm 25 
years Or more. 


McMullen Machinery Co. and 
Manufacturers & Builders Supply 
Co. in Grand Rapids, Mich., con- 
solidated under the new name, 
Manufacturers Supply Co. 





AND YOU 
BUY THE BEST! 


Shackle Chain 
HOOKS 


use on 
“HIGH TEST” 


Chain 


EXTRA STRONG 
Even the pin is made 
of hi-strength steel and 
heat-treated. Available 
for chain sizes 4”, 5/16”, 
*%", te”. Ye", %". 
SAVES TIME—can be attached anywhere on 
the job. Only a pair of pliers needed. 


ANCHOR and CHAIN 
Screw Pin SHACKLES 


D 
Forged of HI-STRENGTH STEEL 
Available in sizes 4%“ to 2”. EXTRA STRONG 
—EXTRA TOUGH. if-colored or gaivenized 
Order from your Distributor or Write 


MIDLAND INDUSTRIES, INC. 





Cedar Rapids, lowa 





6731 BRYN MAWR AVE., Chicago 31, Si onde Saw & Steel Co. 
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‘this 
wonderworker 
work for 


your profit! 


U.S. HOLDTITE® 


PRESSURE-SENSITIVE TAPES 


are products of the 
most-advertised 
tape-maker of all 


Sales of U.S. Holdtite Tapes spurt upward 
every day for the selected “U.S.” Distributor. 
Main reasons are: 

e Industry constantly finds new uses for 

U.S. Holdtite. 

e U.S. Holdtite tapes are backed up by the most 
eye-catching of advertisements. 

e The United States Rubber Company 

name is on more products used in home 

and industry and in more advertising 
(magazines, newspapers, radio, TV, 
billboards) than that of any other tape- 
maker. 

The volume line—the profit line is “U.S.” 
Inquire about our selected distributor program 
at any of the 27 “U.S.” District Sales 

Offices, or write us at Rockefeller Center, 

New York 20, N. Y. 


Mechanical a Division 
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SKINNER 
+5F+ 


WORK DRIVERS 


- FAST- POWERFUL - 


The Best for Turning on Centers 


+GF+ Work Drivers are the ideal 
means of driving smooth or rough 
bars and forgings located on cen- 
ters. Jaws are easily reversed to 
ceccommodate direction of spindle 


rotation. 


MADE IN FIVE SIZES 


To accommodate work from %4” 
to 85" diameter. 


e 2 turn does clamping — no 
wrenches needed 
Each size has wide clamping 
range 
Cuts clamping and unclamping 
time 
Clamps out-of-round work 
evenly 
Clamping force always matches 
cutting pressure 


Write Skinner or your nearest Skinner 
distributor for illustrated folder. 
\NW 
Soke, 
THE crest 7 OF QUALITY 


ac SKINNER 


CHUCK COMPANY 


205 Edgewood Avenve, New Britain, Conn, 
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| 25 Years Ago (Cont'd) 





Industrial Supplies, Inc., Memphis, 
Tenn., took on lines of Quaker 


City Rubber Co. and Chicago 


Belting Co. 


Petty & Wherry, New York City, | 


marked its third anniversary as a 
power transmission house. 
|10 Years Ago 
Abrasive Co., a division of Simonds 
Saw & Steel, changed its name 
to Simonds Abrasive Co. 


After 34 years in the Army, Otis 
Green was back at work as a sup 
ply salesman in his father’s com- 
pany, Otis Green Hardware Co., 
Asheville, N. C. 


After skipping a 1945 convention 
due to travel restrictions, industry 
leaders started drawing up plans 
for the first peacetime convention 
in six years, with Atlantic City the 
site. 


‘Manufacturers in the industrial sup- 
plies field can look to 1946 for a 
total volume of business at least 
double the average of the five 
vears immediately preceding the 
war’ —Robert D. Black, president 
of the American Association, in a 
statement. 

“There time in the 

memory of man when a country 

was faced with such a wonderful 
opportunity and glowing prosper 
ity as at the present time” —Harry 

P. Leu, Southern 

president. 


never was a 


Association 


| Samuel Harris & Co., Chicago, held 
a three day sales meeting for its 
entire staff to iron out postwar 
problems and set company policy 
for the future. 


,ordon Vaughan became sales man 
ager of The W. M. Pattison Sup 
ply Co., Cleveland, following the 
retirement of Peter O. Boylan. 


eugene Mill Supply Co., Eugene, 
Ore., moved to new quarters. 
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KS , 
Hammers 
AND 


Rawhide 
& Mallets 





TO THE HAND OF INDUSTRY 


. v/ 


NO SCAR 
— DENT 
—MAR 


3 NO 
D> aces 
BACK 


PRICE AND PRODUCT FOR 

SALES AND SATISFACTION 
Manufacturing facilities and material- 
economizing techniques in rawhide 
products enable Garland to sell at 
lower prices. No new materials can 
challenge Garland’s nearly a century 
of unsurpassed customer satisfaction- 
from-use. 
Write for illustrated brochure. 


“GARLAND” coes wn “RAWHIDE” 


HAMMERS + MALLETS + LOOM PICKERS + BUNTERS 


























>>. 
~_ 
os 
~~) 


~/ 
reinelie 


iy MANUFACTURING CO 


- 


on ae 48 WATER ST., SACO, ME 








TO REMEMBER 


Jan. 9-13—Society of Automotive 
Engineers, Annual Meeting & En- 
gineering Display, Sheraton-Cadil- 
lac Hotel, Detroit. 

Jan. 23-26—Plant Maintenance & 
Engineering Show, Convention 
Hall, Philadelphia. 

Jan. 18-20—Annual Mid-Year Meet- 
ing of the Southern Industrial 
Distributors Association, Palm 
Beach Biltmore Hotel, Palm 
Beach, Fla. (by invitation). 

Feb. 68—Marketing Conference, 
American Management Associa 
tion, Hotel Statler, New York. 

Feb. 14-16—Sales Promotion Show, 
Municipal Auditorium, Miami, 
Fla. 

Feb. 28-Mar.. 2—American Road 
Builders Association Road Show, 
International Amphitheatre, Chi- 





cago. 

Feb. 29-Mar. 1—National Advertis 
ing Industries Exposition, Mor- 
rison Hotel, Chicago. 

March 19-23—American Society of 
Tool Engineers Annual Meeting 
and Industrial Exposition, Inter- 
national Amphitheatre, Chicago. 

May 20-23—Annual Triple Indus- 
trial Supply Convention, Atlantic 
City. 

April (cate not set)—A.M.A. Na- 
tional Packaging Exposition, Audi- 
torium, Atlantic City. 

April 5-7—Electrical Industry Show, 
Shrine Exposition Hall, Los 
Angeles. 

April 8-12—National Oil Heat Ex- 
position (city not designated) 
April 9-12—Society of Automotive 
Engineers, Aeronautic Display, 
Aircraft Production Forum and 
Aircraft Engineering Display, 

Statler Hotel, New York City. 





RUSTY RAILS 


Corrosion costs American railroads 
$260 million annually, says Electrical 
World, McGraw-Hill publication. 











7 cutters for Ve’ to 6” pipe. 


eocthe efficiency-balanced 
Rribzalb 
Heavy-Duty Pipe Cutter 


Powerfully built— guaranteed not to warp or break, always tracks 
perfectly ... Famous Rita0D thin-blade or heavy-duty cutter 
wheels of tool steel roll easily, cleanly through any pipe.* Every 
cutter factory-tested! It pays you to stock and sell RIOD cut- 
ters—order today. 





*Special wheels available for stainless steel and cast iron. 


For fast easy pipe cutting in tight places, 
FPiGAID 4-wheel cutters. 


eT eAlTbD 





ole Golo hd-lal dl ol -M (ele) [- 
cee _ a F = iis. a 
The Ridge Tool Company, Elyria, Ohio, U.S.A. 
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DISTRIBUTORS ! 


Here’s a Real 
MONEY MAKER... 


ALEXANDER 
‘Spray type 
LIQUID BELT LUBE 


is a time-proven product for application to all 
types of Belting. In this new spray container . . . 
it offers waste-free economy and easy-to-use con- 
venience that every maintenance man wants. 
Display it... push it... and watch it move by the 
can... by the case! Fast-moving . . . highly 
profitable. Write for details. 





Make strong dust-tight 

joints in belts of any width. 
Special design spreads tension 
across beli, allow natural 
assures smooth 


ARMSTRONG BRAY & CO. 
? Northwest Hichway. CHICAGO 30.U S.A 
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Obituaries 





R. M. Bingham 


| Ralph M. Bingham, 


Bingham Tool & Supply 


Ralph M. Bingham, 62, president 
an] founder of The Bingham Tool 
& Supply Co., Cincinnati, died 
Dec. 6. 

He had been confined to his 
home for some time with an illness 
complicated by a heart condition. 

Mr. Bingham founded the indus 


| trial supply house in 1929. He had 


| retired from some of his active 


| duties in the business a year ago, 


| though he remained as president of 








the firm. 

He is survived by his widow, Mrs. 
Louise D. Bingham, and two sons, 
Thomas Bingham and Dr. Henry 
J. Bingham, both of Cincinnati. 


Harold A. Buzby, 
Keystone Lubricating 

Harold A. Buzby, 71, president of 
Keystone Lubricating Co., died Nov. 


| 26 in a Bryn Mawr, Pa., hospital. 


Mr. Buzby was graduated from 
Hobart College in 1905. He was a 
member of the Philadelphia Union 
League Club. 

Surviving are his wife, Bertha 
Johnson Buzby, two daughters, 
seven grandchildren and a great- 
grandchild. 





Fred M. Everett, 
Columbian Rope 


Fred M. Everett, 80, director and 
former executive of Columbian 
Rope Co., died Nov. 10 at his 
home in Auburn, N. Y. 

Mr. Everett organized the com- 
pany’s sales department and directed 
it for more than 35 years. He had 
the longest length of active service 
with the firm of any employee. 

Starting manager with 
the company in 1904, he became a 
director in 1910, secretary and treas 
urer in 1913 and vice president of 


as sales 


sales and secretary in 1925. 

He was a past vice president of 
the American Hardware Manufac- 
turers Association and a_ former 
director of the National Bank of 
Auburn. Active in community af- 
fairs, he had served as an officer of 
the Community Chest, Red Cross 
and War Fund chairman, president 
of the Y.M.C.A., and board member 
of the Auburn City hospital. 


William L. Poynter, 
Black & Decker 


William Loyd Poynter, 55, Mid- 
west regional sales manager of The 
Black & Decker Mfg. Co., died sud 
denly of a heart attack on November 
14 during a company meeting in 
Hershey, Pa. 

Mr. Poynter, whose home was in 
Kansas City, joined Black & Decker 
in 1925 as a territory salesman. In 
1929 he was appointed Kansas City 


W. L. Poynter 


You'll make easy sales, big sales, profitable sales 
when you stock the complete line of VICTOR Hand 
and Power Hacksaws, Metal and Wood Cutting 
Band Saws and Hacksaw Frames. Here’s Why: 
Through aggressive year-after-year advertis- 
ing, industry prefers Victor quality, the blades 
made of carefully heat-treated top-quality steel, 

fabricated on specially designed equipment 
because Victor consistently delivers fast, eco- 
nomical metal cutting and long blade life. 
Your customers will also want Victor 
“Moly”® High Speed Steel blades — because 
Victor is selling these highly profitable 
blades to your customers through leading 
trade publications. Only “Moly” blades 

can do so many cutting jobs so well! 

Be sure to ask your Victor salesman 
for help in solving your customers’ spe- 
cial problems. He’ll also be glad to dis- 

cuss all the reasons why you profit 
when you stock Victor — the line pre- 
ferred by industry. 
Inquiries are invited from inter- 
ested industrial distributors. 


SAW WORKS, INC. + Middletown, N. Y., U. S. A. 
MAKERS OF HAND AND POWER HACKSAW BLADES, FRAMES 
AND METAL AND WOOD CUTTING BAND SAW BLADES. @ ; 


INDUSTRIAL DISTRIBUTION © JANUARY, 1956 


199 





THESE FIVE 





| | IRM MOORE-HANDLEY HARDWARE CO.. INC. hay 


| BIRMINGHAM, ALA. | 





Mr. Alex V. Davies, Vice President, Industrial Supply 
Department: 

“. .. we consider your magazine “The Bible’ of our busi- 
ness. We read the magazine from cover to cover and 
never fail to get money-making ideas from your splendid 
articles . . . We refer to your articles in our sales letter 
and sales meetings and thus stimulate our entire organi- 
zation to read on-the-job reports of how others have 
solved their problems and we discuss how these ideas 
might be used in our own operation.” 





DETROIT BALL BEARING CO. OF MICHIGAN a 





Mr. J. T. Moore, Secretary-Treasurer: 

“At various times different suppliers . . . have asked us 
what we think of your publication . . . They . . . wonder 
how it fits into our picture as bearing specialists. The 
reply is very easy to give as we feel that there is a con- 
siderable amount of ‘meat’ in this magazine. In fact, 
we are so interested in INDUSTRIAL DISTRIBUTION, we 
are contemplating the following plan. Each month one 
person would be assigned the task of selecting the best 
article that fits our operation and discussing it at our 
monthly Policy Committee meeting . . . It is profitable 
and interesting reading because basically it deals with 
our problems month after month.” 


INDUSTRIAL DISTRIBUTOR EXECUTIVES 








Mr. Frank Timble, President: 

. many of our problems are mutual ones that occur 
in other distributor organizations. It certainly is helpful 
to us to read in your publication how other distributors 
are handling their problems.” 





BRIGGS-WEAVER MACHINERY CO. i 


DALLAS, TEXAS bt 


Mr. Ashley DeWitt, President: 

“Not only is ID chuck full of profitable ideas, but enables 
me to keep up with all of my friends all over the country. 
Your editorials and feature articles are always good— 
not to mention the advertising.” 





READ INDUSTRIAL DISTRIBUTION 





FRED K. BLANCHARD, INC. 





Mr. Henry W. Hudson, President: 
“Not only management but the sales personnel of our 
organization find your periodical a great help.” 





YOU 7 











Industrial Distribution 


ABC + ABP 


A McGRAW-HILL PUBLICATION © 330 WEST 42nd STREET, NEW YORK 36, NEW YORK 
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branch manager. He had been Mid- 
west manager since 1952. 

Mr. Poynter served in the Marine 
Corps during World War I and en- 
tered sales work after the war. 

Hr ss survived by his wife, Beulah, 
and a son, Robert. 


James S. Ragsdale, 
Ballem, Ragsdale 


James S. Ragsdale, 41, manager of 
Ballem, Ragsdale & Wells Co., 
Dallas, ‘Texas, manufacturers’ repre- 
sentatives, died Nov. 4 after a brain 
tumor operation. 

Mr. Ragsdale was associated with 
his father, James Ragsdale, owner of 
Cleburne Hardware Co., Cleburne, 
Texas, prior to World War II. Dur 
ing the war he served in the Coast 
Guard and afterwards joined Louis 
Williams Co., Memphis, Tenn. In 
1948 he joined Dan M. Ball & Co. 
which became Ballem, Ragsdale and 
Wells in 1953. 

Surviving are Mr, Ragsdale’s wife, 
Kitty Ragsdale; his parents, Mr. and 
Mrs. James Ragsdale, and two sis- 
ters, Katherine Ragsdale and Mrs. 
Robert Kimbro. 


John S. Krauss, 
U.S. Rubber 


John S. Krauss, 77, retired man 
ager of the Gilmer plant of United 
States Rubber Co., died Dec. 4. 

He was president of L. H. Gil 
mer Co. before it was sold to U. S. 


Rubber. 





INTERFERENCE PROBLEM 


One unwelcome result of the in- 
dustrial trend towards automation— 
radio interference caused by complex 
electrical gear used in many new 
machine tools and other industrial 
equipment—is a cause of concern to 
the Navy's Bureau of Ships and Army 
and Air Force agencies, American 
Machinist, McGraw-Hill publication, 
reports. Interference in seme cases is 
strong enough to disable c 
tions, interfere with radar, and con- 
fuse radio-control devices on guided 
missiles. 














SPRAY BOOTHS 


over 510 styles 
and sizes 


GUN NOZZLES 
for all paints, coatings 


AIR COMPRESSORS 
60 models 1 to 105 C.F.M 


OIL & WATER EXTRACTORS 


for cleaner oir 


FLUID HANDLING PUMPS 


for all moterials 


AUTOMATIC 
EQUIPMENT 


~_4 
= big economies 


Everything 
for spray painting 


and coating... 


SPECIAL SPRAY GUNS 
for heavy moterials 


SPRAY PAINTING SCHOOL 


no tuition, all welcome 


EVERYTHING /O4 


YOU ARE A SINGLE SOURCE 


for everything your customers need for spray painting when you sell 
the Binks Line. Here is everything needed to apply finishes and coat- 
ings better, faster and more economically...to add eye-cppeal...to pro- 
tect against corrosion...to deaden sound...to spray oil and other fluids 
...and to perform countless other time- and money-saving chores. 

There are over 1100 profitable standard items in the Binks Line of 
spray painting equipment...and each product is designed to increase 
the efficiency of every other product in the line. Show your customers 
the many benefits of a spray painting system of properly matched com- 
ponents...and you quickly become headquarters for all their spray 
painting equipment needs. 


FIND OUT TODAY 


how you can become spray 
painting headquarters in your 
territory. Ask the Binks 
representative nearest you for the 
facts...or write directly to 

the address below: 


Ziidiiea Binks Manufacturing Company 


‘OIA 
Mk My FA 





3128-30 Carroll Ave., West, Chicago 12, Ill. 
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ANOTHER FAIRBANKS PRODUCT! 


FAIRBANKS 


BRONZE AND IRON BODY VALVES 


Standard of dependability with sound engineering and 
rugged construction that insures trouble-free flow control 
of water, steam, gas, or oil. Designed for every require- 
ment, a complete line of bronze and iron body valves. 

Tie-in to Cash-in with Fairbanks high-impact direct mail 
program that’s pre-selling your customers to create sales 
for youl 

This month your customers will be receiving Fairbanks 
hard-selling letters and promotional literature on 
Fairbanks Bronze and Iron Body Valves. This means 
extra business, extra profits for you if you tie your own 
promotion and selling in with our “Product of the Month”. 
You chalk up extra sales! Extra profits! 


“ Fairbanks 


8 
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NEWS 


(Starts on page 124) 





W. M. Walker 


Montgomery & Crawford 
Names Sales Head 

W. M. Walker has been elected 
vice president and general sales 
manager of Montgomery & Craw- 
ford Co., Spartanburg, S. C. 

Vice president and _ industrial 
sales manager since 1951, he will 
now be in charge of sales in all 
divisions, including _ industrial, 
wholesale hardware and plumbing 
and the Aiken division. 

Mr. Walker joined the company 
in 1947. 


Permacel Tape 
Opens Warehouses 

Permacel Tape Corp. has opened 
new, enlarged warehouses in At- 
lanta, Chicago, San Francisco com- 
bining sales and warehousing in a 
unified operation at each location. 

They replace older facilities of 
less capacity. George A. Fitzgerald, 
vice president for industrial sales, 
said the new buildings are part of 
the company’s program to “stream- 
line’ customer services. Better serv- 
ice is expected because of improved 
locations and the combined opera- 
tions, he said. 

The company opened new ware- 
houses earlier this year in Dallas 
and Detroit. 








With CHELSEA, you sell the leader 
in quality . . . performance . . . and 
price! Regardless of your customer’s 
cooling or ventilating needs, you can 
solve them quickly and economically 
with the complete line of CHELSEA 
fans. To help you with unusual or 
difficult problems, CHELSEA engi- 
neers will make specific recommen- 
; dations—help you make sales! 
Jesse A. Maclntire, Jr., Chicago " You'll serve ALL your customers 
district manager, has been named “eore better, with fans designed for top, 
manager, Wire Braid Hose Sales, for ee trouble-free performance ... Manu- 
the Republic Rubber Division, Lee | WR factured to the highest quality stand- 
Rubber & Tire Corp. | ie =oards .. . priced for more profits 
Irving G. Wollter, field repre- | RR for you! 
sentative in Chicago, has been ap ie 
pointed to succeed Mr. MaclIntire 
as Chicago district manager. eee eee eeeees 
Mr. MaclIntire joined Republic 
two years ago as assistant manager, 
Wire Braid Hose Sales. In July 1954 
he became Chicago district manager. 
Mr. Wollter has been with the 
company 22 years. For the past four 
years he has been a field representa- 
tive in Chicago. CHELSEA gives your personal selling 
efforts top-notch support! Intensive 
national advertising . . . colorful mail- 
ing pieces for your direct mail efforts 
. complete, well illustrated iiterature 
— ALL help you tell your CHELSEA 
story more effectively. Ask your 
CHELSEA representative to tell you 
about the 1956 sales program — it’s 
the biggest in the company’s 30-year 
history! Yes, with CHELSEA you 
have more to sell — and more to help 
you sell it! 


J. A. MaclIntire, Jr. 


Republic Rubber 


Names Managers 





Chelsea industrial fans are sold only through 
authorized industrial distributors. 


1926-1956——More than 30 years of service to the ventilating industry. 


Retires at Dietz 
FAN & BLOWER CoO., INC. 





Charles F. Marchant, purchasing 


agent, who has been with R. E. PLAINFIELD. NEW JERSEY 


Dietz Co. for 47 years, has retired. 
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_ HYDRAULIC BENDER | 
BY GREENLEE 


powerful new 





salesmaker for you 





Here's the kind of real port- 
ability 
looking for in a hydraulic 
bender to form 14" to 2” pipe 


your customers arc 


and conduit. One man can 


easily carry and operate the 
GREEN- 


advanced-type 
tee No. 880. Light, but strong, 


new 


aluminum alloy used in many 


parts for big savings in weight with no sacrifice 





in strength. There's power to spare here and 4 
compiete 90° bend can be made with one ram stroke! 
With attachments this versatile bender can also 
be used to bend thin-wall 

conduit, tubing, bus-bars, 

The new GREENLEE 

No. 880 Bender with 

separate hydraulic 

pump and ram is 

easily hand 

operated or can be —, 
teamed with a Greences Power Pump for fast 
production jobs. It's a widely need- 

ed new tool tie-in your sales 
efforts now for extra profit! Write 


for Bulletin E-217 and prices. 


GREENLEE TOOL CO. 


1921 Herbert Ave., Rockford, Illinois | 
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INDUSTRIAL PRODUCTION INDEX 


1947-49=100 (Adjusted for seasono! variation) 
Source: Board of Governors, Federal Reserve System 


Yearly Averages |} fT Monthly Averages 
(Left hand scale) | (Right bond scale) 























fevucweny cevay ow OU EA Me hE 


1940 1945 1960 1953 1984 
The pretiminary Sept. industrial production index increased te 141.0 from the Aug. figure of 140.0 and the Sept. S4 figure of 124.0 
National Research 
INDUSTRIAL PRODUCTION INDEX, climbing for the past 13 months, may 
explain distributors’ good showing in sales volume. The index was 141 in Septem 
ber, compared to 124 the previous September. When all industrial production is 
up, so is most distributors’ potential 





Bureau 


Rawiplug Quarter Century Club Meets 


Meeting in New York City, 25-year employees of Raw!plug Co. celebrate initiation 
of William U. Wister, Miami Beach representative, into the group. 


Oster Mfg. Moves to Newly Built Plant 


New factory in Wickliffe, Ohio, near Cleveland, combines company operations under 
one roof, superseding old Cleveland plant and Wickliffe branch. It has 105,000 
sq. ft. of space and modern equipment for expanded production 
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Association President 


Predicts Good Year 


“Another excellent year” was 
predicted by Clarence B. Noelting, 
president of the American Supply 
& Machinery Manufacturers Associ- 
ation, in a recent New Year’s fore- 
cast. 

Citing the association’s new order 
index, he pointed out that it stood 
at 190 at the end of 1955, close 
to double the base month of July 
1948 and not far from a peacetime 
high. 

“The economic horizon is not 
entirely cloudless,” said Mr. Noel- 
ting, who is executive vice president 
of Faultless Caster Corp. “A watch- 
ful eye should be kept on swelling 
volume of consumer goods sold on 
credit, and on the trend of agricul- 
tural product prices. But as we enter 
1956 the favorable factors so far 
outbalance the unfavorable that 
another excellent year seems to be 
in prospect.” 

He stressed population growth, 
now at the rate of three million 
people yearly. “This means that 
every five years we add a market 
as great as California and New 
Jersey combined,” he said. 

The shift of population, parti 
cularly to the suburbs, also has great 
impact on demand for products 
and services, he pointed out. He 
cited a Government prediction that 
the all-time high construction 
volume of 1955 would be topped 
by $2 billion this year. Also, he 
noted, investment in new plants 
and equipment in 1956 is expected 
to hit another all-time high of $44 
billion. Gross national product, 
rising precipitously, is now $400 
and will reach $500 billion within 
a decade at the most conservative 
estimate, he pointed out. 





POINTLESS PROMOTION 


A spaghetti advertisement scented 
with garlic was rejected recently by the 
New York City subway authorities. 
Probably, says Food Engineering, Mc- 
Graw-Hill publication, they figured the 
effect would be lost in the crowd. 











BURNERS THAT OFFER 
MORE THAN HOT FIRE 


(1500° in 5 minutes — 2300° in 30 minutes) 


No. 120 
Hi-Speed Steel 


Heat Treating Furnace 


No. 118 
Combination 


Bench Furnace 


No. 142 
Hi-Speed Steel 
Heat Treating Furnace 


EFFICIENCY ECONOMY 
DEPENDABILITY 


- + + + from a name 50 years old 
in the Gas Appliance Industry 


When the job calls for heat treating tools, dies 
and small metal parts, both you and your cus- 
tomers profit from the big line of Johnson Gas 
Burning Equipment. Write for the free com- 
plete Johnson Catalog which shows additional 
profit-making items. 


No. 1202 Blower 


No. 101 
Bench Furnace 


ee 


No. 60BCD No. 706 


Concentric Furnace 


Ring Burner Annealing 


JOHNSON GAS APPLIANCE CO. 


588 E Avenue N.W. Cedar Rapids, lowe 


IF OU GAS LOOK TO 


SINCE 
1901 
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be Hard-Headed 


\\ /] 


> ——_£ 


about ZZ 


hammers 


John B. Laramy 


= Worthington Corp. 
\ Names Executives 
\ Worthington Corp., Harrison, 
\ 7 


. % 
\ ’ a. - N. J., has appointed John B. Lar- 
, amy assistant general sales manager 

; _ and Alvin F. Welsh manager of its 


Marketing Research Department. 
Manager of Marketing Research 
since 1951, Mr. Laramy has also 
been application engineer, general 
line salesman, and assistant district 
ofhce manager in Chicago. He 

joined the company in 1929. 

; ; Mr. Welsh has been manager of 

Consider this fact: You get more 
years of solid, proved-in-use perfor- 
mance with C/R Jawheads than with 
any other eaft hacer on the thachet. was attached to various district of- 
Tested and proved to deliver greater fices as application engineer and 
striking power, C/R Jawheads do general line salesman. He has been 


more work with fewer blows. . - give with Werthinates since 1925. 
greater output, reduce worker fatigue, ° 
improve safety. Also—they last longer Holvoke Division Formed 

and cost considerably less than most ; 

comparable “‘soft’’ striking tools. Re- Worthington has combined its 
placeable faces of C/R rawhide won't Holyoke (Mass.) Works and Sales 
spark, crack, fly out, or injure delicate 

parts and finishes. They don’t get brittle 

when cold, won’t soften up when it’s 

hot. C/R Jawheads are the best “‘soft”’ 

hammers you can buy! Try ’em. 


the company’s Reciprocating Pump 
Division since 1948. Previously he 


See these features 
proved in use! 


@ Tough water buffalo rawhide a 


faces—won't spark, crack, mar 


@ Threaded collar locks faces 


Pete sl oF: @ ey Uciem 


@ Extra-long handles give 


iggy ae RAWHIDE 


@ Oversize handie flare gives 
safe, comfortable grip 
CHICAGO RAWHIDE MANUFACTURING COMPANY 
Buy C/R Jawhead hammers, 
mallets, mauls from your toes! 1217 Elston Avenue, Chicago 22, lilinois 
trial , t 
industriel supplier, or write for. Canada: Distributed by Super Oil Seal Mig. Co., Lid., 


Hamilton, Ontari 
— a Alvin F. Welsh 
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Operations as the Holyoke Division 
under William A. Finn as general 
manager. 

The plant, first built by a prede- 
cessor, the Deane Steam Pump Co., 
in 1867, makes air conditioning 
and refrigeration equipment, air 
compressors and air tools. 

Mr. Finn for the past three years 
has been assistant general sales man- 
ager of Worthington. At various 
times since joining the company 
in 1926 he has been application 
and sales engineer, New England 
district manager, and export man- 
ager and general manager of Euro- 
pean operations. 


Elects Vice President 


George F. Habach has been 
elected vice president in charge of 
engineering for Worthington Corp. 

He succeeds Harry A. Feldbush 
who has been with Worthington 
over 40 years. Mr. Feldbush will 
continue on the technical staff as 
consultant on special engineering 
problems. 

Mr. Habach was engineering man- 
ager of the Harrison Division and 
chief engineer of the Centrifugal 
Pump Department. He has been 
with the company 26 years. 





POLIO 


dint licked yet! 


doin the 
MARCH OF 
DIMES 





January 3 fo 3 / 








to dress grinding wheels 
for greater production 


Desmond dressers lengthen life, increase 
production of all types of grinding 
wheels. Desmond Dresser Guide wall 
chart tells which model is best suited 
for each wheel. 


to use Desmond vises 
for better work 


Desmond-Simplex vises, built with steel 
slide, 360° swivel, replaceable jaw in- 
serts, non-pinch handle, and other extra 
features, supply the “third hand” in fac- 
tory, garage, machine shop, or home or 
farm shop. Thirteen models — including 
machinists’, sheet metal, hinged pipe, 
drill press and milling machine, and 
woodworkers’. 


THE ONLY COMPLETE LINE OF GRINDING WHEEL DRESSERS AND CUTTERS 


Desmond 


HE DESMOND-STEPHAN MFG. ©., URBANA, OCHIO 





Another sales-building advertisement from 
Desmond, addressed to your prospects 
through Mill & Factory, American Machinist, 
Modern Machine Shop, Foundry, and other 
: publications. Total circulation more than 
rs, 135,000. For steady repeat business— 
i, Desmond. > 


wey. = 
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WHERE’S REGISTRATION? asks Frank Badalli and 
A. Koch, Standard Equipment & Supply Co., Hammond, 
Ind., as they arrive in the lobby of the Edgewater Beach 
Hotel Sunday morning 


Cooperation Is 
Central States Theme 


Story starts on page 92 


AWAITING OPENING of contact booths are these two 
manufacturers: Clarence B. Noelting (Faultless Caster) head 
of the American Association, and Charles T. Jordan (The 
Charles Parker Co.) 


FRESH AND EAGER is this threesome waiting to launch 
business: Wm. J. McClelland (Winter Bros. Co.); Milo 
Adams, Sterling Products Co., Inc., Moline; and Paul J 
Shcnefelt (Winter Bros 


THREE STATES are represented here, Connecticut, Flor- 
ida and New York: D. W. Northup (The Henry G. Thomp 
son & Son Co.); Mr. & Mrs. P. J. Stine, Harry P. Leu, Inc 

Orlando, Fla.; and Walter F. Crowder, I.D. 


JOVIAL GROUP surveys the crowded Passagio: Ed Mei 
beyer (The Lufkin Rule Co.); Leonard Dietz, Dietz Indus 
trial Supply Co., Aurora; W. C. Teare, Sterling Products 
Co., Inc., Chicago; and Lewis Barnard (Lufkin) 
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We think of our distributors 
as PARTNERS 


A major part of our business success is directly 
traceable to the part played by our Industrial 
Distributors. Many of our distributors have been 
selling our products for over half a century. This 
is a clear indication of the quality of our products, 
their acceptance in industry and their profit to 
these distributors. 


Sixty years of merchandising through distributors 
also confirms to us the high value of their role in 
marketing our products. 


As we enter this new year, we intend that American 
Pulley be even more important to our distribu- 
tors, by increasing our sales and advertising 
support and providing dependable production of 
a profitable high-quality line. 

By these efforts, we know that we will be con- 
tributing to the success both of our present 
distributor partners and also to that of those who 
will join us this year. 

The American Pulley Company, 4216 Wissahickon 
Avenue, Philadelphia 29, Pennsylvania. 


Multiple Groove 
Wedg-Tite Sheoves 


Conveyor Individual Cotton Adystable 
Pubeys Cord Drives Diometer Sheoves 


Power Transmission by 


MERICAN 


PULLEY COMPAN 
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Cooperation Is Central States Theme (Cont'd.) 


QUICK SMOKE is enjoyed by Carl B. Christensen (The 
Ready ‘Tool Co.) and George S$. Chiaramonte (Horton 
Chuck) while Frank J. O’Laughlin (Commander Mfg. Co 
stands by 


GOOD HUMORED GROUP consists of C. G. Gutman 
and J. I’. Spaulding (The Black & Decker Mfg. Co.); L. E. 
Berghauser, Allied ‘Tool & Abrasive Supply Co., Los Angeles; 
and S. D, Conant (The Jacobs Mfg. Co.). 


CLOSE TRIO is John G. Krabbenhoft, Allen Supply Co., 
Inc., Cedar Rapids; E. H. Biemuller, Jr., (Henry Disston & 
Sons, Inc.) and J. M. Allen, Allen Supply Co 


4 PAUSE FOR A LAUGH is taken by J. R. Lally (H. K 
Porter, Inc.), William A. Caughey, John Pritzlaff Hardware 
Co., Milwaukee, Wis., and H. M. Webster (Porter 


HOOSIERITES COMPARE NOTES: George Needham, GREAT LAKES SUPPLY CO. surrounds a representative 
Jr., Biggs Pump & Supply, Inc., Lafayette, talks it up with R. H. Flicek, J. A. Cmar, J. E. Kelly and J. N. Labelle have 
Loren W. Moss. Miller Bros. Hardware Co., Richmond John F. Gaudian (Armstrong Bros. Tool Co.) in the middle 
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More than meets the eye 
7 
There are extra values in ARMSTRONG 
TOOLS that become apparent only with use. 


TOOL SENSE— convenience in use — the 
most efficient “tool approach” built into 
ARMSTRONG Tool Holders; the balance 
and “feel” of an ARMSTRONG Wrench; 
the rigidity of ARMSTRONG “C” Clamps; 
the extra toughness of ARMSTRONG Lathe 
Dogs and Eye Bolts; the universal adaptability 
of ARMSTRONG Set-up and Hold-down 
Tools — the evidence of “tool sense”, the 
understanding of each tool’s requirements. 


STRENGTH — built into each individual 
ARMSTRONG TOOL is a safety factor of 
extra strength — strength beyond any need, 
the inherent strength of specially selected 
materials enhanced by proper heat treatment 
and hardening. 


UNIFORM QUALITY — the uniform 
quality made possible by modern manufac- 
turing methods, in a specially-built plant 
equipped with every needed quality control. 
The name ARMSTRONG with the Arm-and- 
Hammer Trade Mark is universally recog- 
nized as a guarantee of finest quality. 


ARMSTRONG BROS. TOOL Co. 


“The Tool Holder People” 
5205 WEST ARMSTRONG AVE. + CHICAGO 30, ILLINOIS 
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Cooperation Is Central States Theme (Cont’d.) 


SERIOUS DISCUSSION engrosses E. V. Wixom, Hayden 
Supply Co., Grand Rapids; John Quinlan and William N 
Hoelzel (Gary Screw & Bolt Div 
Rapids Supply Co 


HERE’S GOOD CHEER: Henry Michgelson (The Allen 
Manufacturing Co.), W. H. Clark, Jr., Samuel Harris & 
); and A. D. Grover, Grand Co., Chicago, and E. J. Somerville (Horton Chuck 


, SW ap 
jokes during the cocktail hour 


REFRESHING PAUSE-—that’s coke in the glasses held by 


Richard P. Dietz, Dietz Industrial Supply Company, Aurora, 
and R. W. Worsey (The Yale & 


AWAITING START of meeting are F 
Adams, Sterling Products Co 
Towne Mfg. Co.) The Lufkin Rule Co 


Amham & M 
, Inc., Moline, and D. Oltz, 


TWOSOME consists of Ben Perkins, Indiana Mfgrs. Sup. OBSERVERS of the passing scene are Fred Benson (Flex- 
Co., Indianapolis, and S. S. Kahn, (Parker-Kalon). ible Steel Lacing) and R. Teufel, Supplies, Inc., Chicago. 
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We're putting our “KNOWS” 


-y 






4 


ag! 
“eee. 2 . 
te 


J 


in your business 





Quality Control at Allen 
Is a Powerful Selling Tool for YOU! wiih 


Quality control here at Allen puts 
sinews into your selling! Your long- 
time Allen customers know Allen 
quality so well that they probably 
take it for granted. They can — but 
we don’t. 

Quality control here begins with 
raw materials; they're right, or we 
don’t use them. Tools and gauges 
are tested and certified before 
they're used. Allen chart control 
monitors every machine process, 





bo MORE INFORMATION 
corrects immediately any variation waste Te 
from standards, insures the uniform 
precision you can rightly expect 
from Allen. Plating and heat- ALLEN 
treating processes are just as rigidly 
controlled. And at the time of pack- 


. ake MANUFACTURING COMPANY 
ing, a final check for quality is made, 


Hartford 2, Connecticut 
Allen quality — No. 1 quality in 

Socket Screws — is built-in! You 

can sell it hard and confidently ... 


it means satisfied customers who 


WN btityy 


* or 
haben 
-penn 


come back over and over again 


Cooperation Is Central States Theme (Cont’d.) 


“CONVENTIONS are mostly work,” C. F McLeish, Na “IT’S GOOD TO REST” smiles Mrs. C. W. Helstrom, 
tional Mill Supply Inc., Fort Wayne, Ind. cautions Mrs Globe Mach. & Supply Co., Des Moines, to Manager Wm. 


McLeish Peterson 


IN ‘THE LOBBY after lunch were J. O'Neill, (J. S. Swift & IT’S FUN—but it’s 
Co.); E. V. Wixom, Hayden Supply Co., Grand Rapids; and Boehne (Skil Corp.); 


I 


business—being discussed by Paul 


P. Stark and A. Koch, Standard 


R. Taylor Drake (Swift.) Equipment, Hammond, and R. C. Klemm, (Republic Steel) 


BADGE AND BOOKLET are handed EXPANSIVE is the word for C 
to Roy J. Bauer, R. J. Bauer Supply George Mattusch (Enco Mfg. Co.) as 
Co., Milwaukee, W isc he enjoys a private coffee break 
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HO’S HERE? is the question Paul 
Rickman, Bard Steel & Mill Supply 
Kalamazoo, answers for himself. 











Johnson Bronze Appoints 
Three Representatives 


Three sales representatives have 
been appointed by Johnson Bronze 
Co. for the Northwest area, the Cin- 
cinnati area and the Philadelphia- 
Baltimore area. 

Joseph T. McGowan, a member 
of the Replacement Parts Sales Di- 
vision, was assigned the Northwest 
territory. From his Seattle head- 
quarters, Mr. McGowan will cover 
Washington, Oregon, Idaho, west- 
ern Canada, Montana, and Wy- 
oming. 

B. A. Jared has joined Johnson as 
a sales representative in the Cincin- 
nati area. He is replacing John Stone 
who has been transferred to the New 
Castle, Pa., sales department. Mr. 
Jared was with Warner Gear Corp. 

Alfred R. Rischof has joined the 
company as a sales representative in 
the Philadelphia-Baltimore area. He 
succeeds Clayton Blatt who re- 
signed. 


Atkins Saw 
Opens Warehouses 


Atkins Saw Division of Borg- 
Warner Corp. has opened new 
branch warehouses in Chicago, 
Philadelphia and Chattanooga, 
Tenn. 

The company has other ware- 
houses in Los Angeles and Portland, 
Ore. Carl J. Meister, executive vice 
president, said in a statement that 
the opening of the three new serv- 
ice centers was part of the com- 
pany’s expansion program for 1955 
and 1956 and should give users 
faster “coast-to-coast” service. 


Eaton Plans Expansion 


Officials of Eaton Mfg. Co. have 
announced plans for a major expan- 
sion of its Valve Division during 
the next three years. The division 
was enlarged this year and the com- 
pany has invested $2,500,000 in its 
expansion since 1952, the announce- 
ment stated. The firm’s Aircraft 
Division will be retooled for pro- 
duction of titanium compressor 
blading for jet engines, company 
spokesmen said. 






































Somebody always 
needs new casters! 


For want of a caster, the truck was lost; for want of a truck, the 
train was lost; for want of a train—well, you get the idea. 


So will your customers, if you remind them. One caster on sick call 
can hold up the whole parade. Especially when there's no replacement 
for it. And when your customer measures the price of a replacement 
against this loss, chances are you'll come away with a tidy order for 
Bassick casters. 

We say Bassicks for two reasons. First, they're built to stay on duty 

long after lesser casters give out. 
Second, your customers know about 
Bassick’s sturdy construction — 
thanks to Bassick’s year-in, year-out 
national advertising. Remember— 
somebody always needs new casters. 
Ask for the order. 





Bassick “Floating-Hub” Caster. 
Shock-absorbing construction actually 
floats spring-controlled wheel. “Float- 
ing-Hub” casters protect loads against 
damaging shocks, and it is the only 
sprung-mounted caster with an inherent, 
built-in, snubbing action that prevents 
bouncing. 


ee A DIVISION 
OF 
STEWART 


MAKING MORE KINDS OF CASTERS 


...MAKING CASTERS DO MORE 
WARNER 
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PN, fej] Me [--], 


new 
‘sales ammunition 
fo) mm £e) 6 


The right angle take-offs 
shown above — our largest 
2 and 3-way ANGLgear 
models are offered now 
with 2-1 gear ratio. They've 
also been up-rated to 3 hp at 
1200 rpm. 


The ANGLgear line — which 
also includes 1/3 and | hp 


units, with either 1-1 or 2-1 
ratio — has long won acclaim 
in many fields for compact 
design and durability. The 
new gear ratio will be of vital 
interest to anyone with a 
right angle transmission prob- 
lem. Cash in on it. There may 
still be a territory near you 
that is open. Write us. 


IROL —— 


ACCESSORIES CORPORATION 


HILLSIDE 5, NEW JERSEY 
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Mervin Kessler 


Athol Machine Executive 
Retires after 35 Years 


Mervin Kessler, vice president 
and general manager of Athol Ma 
chine & Foundry Co., has retired 
after 35 years with the firm. 

Mr. Kessler started his carcet 
in 1901 with the Model Gas Engine 
Co., progressing through the shop 
to foreman and eventually plant 
superintendent. He joined Athol 
Machine & Foundry as general 
superintendent in 1919 after four 
vears with Westinghouse Electric 
& Mfg. Co. He became general 
manager in 1922 and vice president 
in 1940 


LaSalle Steel Opens 
New York Sales Office 

\ New York sales office has been 
established by LaSalle Steel Co. and 
Robert S. Mack has been appointed 
district representative for the east- 
ern United States. The New York 
office will be Mr. Mack’s headquar- 
ters 

For the past two and one-half 
years Mr. Mack represented LaSalle 
in one of the larger Chicago sales ter- 
ritories. Mel G. Sladek is taking over 
his Chicago territory. 


Central Screw Co. 
Names Representative 

M. J. Peters, of M. J. Peters & 
Co., Decatur, Ga., has been ap- 
pointed to represent Central Screw 
( ) 

He will cover the southeastern 
territorv, working with distributors. 





Borg-Warner Division 
Appoints Sales Head rO if FROM THE 
David H. Cissna has joined the TOOL REPLACEMENT TREND 


Ingersoll Kalamazoo Division, Borg- and th 
Warner Corp., as director of sales, ~ 


materials handling equipment. : . : 
Mr. Cieme succeeds the. tite SHELDON Distribution Sales Plan 
H. William Overman. He was for- , 


merly vice president and general . take advantage of the widespread enthusiasm 


; : , brought back from the 3 Chicago machine tool shows. Never 
manager of the Towmotor Sales : 

> before have so many of your prospects been so receptive ... 
and Service, Inc., a subsidiary of 


Towmotor Corp. : 
R. Paul Metcalfe .will continue S THE SHELDON LINE 
: 


as sales manager of load lugget . : , hail aueae tofere hes 
equipment. : nk there been such a lathe line 
- for Industrial Distributors 
to catalog, stock, display and 
sell. Up-to-the-minute mod- 
erate priced 10”,11”,and 13” 
dings’ swing SHELDON Precision 

W. O. W. Smith, Jr., has joined A Lathes; new Sheldon-built 
the Rockford Clutch Division of K anton + en 3 = _ 
r, : . ae ry geareda-hea athes; the 
Borg-Warner Corp. as a sales engi- Sheldon-Built SHELDON 12” Back-Geared 


neer and direct factory representa eesumnd -O-— O—nopeeed ' Shaper and No. “O” hori- 
zontal Milling Machines — 


tive in the Western oil fields with 
headquarters in Houston, Texas ; the machine tools and the 
« « ) > « . a 3 
‘fi sizes universally used thru- 


He was formerly with Buda Engi- out industry. 
SHELDON SALES FEATURES 5 


Sales Engineer Named 


neering & Equipment Co. and the 
Waukesha Sales & Service Co. Leadership in design that gives extra 
capacity for size and doubled power 
at the spindle. Quality features 
thruout (like Zero Precision tapered 
roller spindle bearings) that give 
closer accuracy, longer life and 
greater performance; improved 
underneath drives fully enclosed in 
the latest cabinets and pedestals; 
and a full range of tool room and pro- 
duction accessories including hard- 
ened bed ways. 


-56 P 
SHELDON SALES TOOLS 13" Seine 
Precision Lathe 


Sheldon Lathes are assembled ready 
to uncrate and operate. Sheldon 
Catalogs are written to make selec- 
tion of the proper lathe for each 
situation easy — to make it possible 
for even inexperienced sales peo- 
ple to quickly and intelligently 
close sales. 








Stanley M. Proctor 


Centric Clutch How fo select your 
. ° SHELDON LATHE 
Names Representative 


Centric Clutch Co. has appointed Builders of Fine Machine 
Stanley M. Proctor Co. of Cleve Tools Since 1917 .SHELDON ADVERTISING. & 
land as its representative in the DISTRIBUTOR COOPERATION 


aibtemes Sheldon Territory Men are available to ’ : 
northeastern Ohio area. essist Distributors at all times. Sheldon Machine Tools are widely 
Stanley M. Proctor, president, has and continuously advertised and 


been engaged ales work in the are displayed and demonstrated in 
a ee eee 4 both national and regional trade 
transmission and hydraulic fields ~ shows. 


U.S.A. 


for 15 vears. He is a Massachusetts 
42 32 KNOX AVE., 


Institute of ‘Technology graduate. SHELDON MACHINE CO., IN * CHICAGO, ILL. 
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agnelic. 
\ mplifiers -Inc 
- — announces its new 


aes VARIABLE 
SPEED DRIVE 


a | 
| 
' 
' 
' 
= 


SIZE il — 
3/4, land 1-1/2 HP 


SIZE |1— 
1/4, 1/3 and 1/2 HP 


Stepless, instant 
starting, compact, 
50:1 speed range, 
good regulation with- 
out tachometer, long 
life, virtually mainte- 





nance free service, low cost, 
fast response, reversibility, dynamic brake, local 
or remote control. Write for Bulletin SS80-5-55. 


WANTED BY Ma) 
REPRESENTATIVES AND 


DISTRIBUTORS FOR OUR 
MAGNE-SPEED LINE 


Liberal commission and discount— write for copy of 
our sales policy and state your other lines carried. 


Magnetic Amplifiers «inc 
Tel. CYpress 2-6610 * 632 TINTON AYVE., NEW YorK S55, 6. Y. 
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Charles J. Lehneis, Jr. 


Buffalo Fire Appliance 
Names District Manager 


Charles J. Lehneis, Jr., has been 
named a district manager for the 
Buffalo Fire Appliance Corp. 

He will cover Pennsylvania, Mary- 
land, Delaware and the District of 
Columbia. 


Allmetal Sponsors 
Writers’ Contest 


Allmetal Screw Products Co. will 
sponsor an annual award with $1,000 
as first prize for the author of the 
article judged of most value and 
interest to buyers of stainless steel 
produc ts and components. 

Company officials said they hope 
the competition will focus the at- 
tention of purchasing agents and 
engineers on developments in stain- 
less steel. The award will be an- 
nounced February 15. Judges, com- 
prising a panel representing the steel 
industry, will include Ray G. Sloan, 
Armco Steel Corp.; F. Price Norris, 
Jr., Allegheny Ludlum Steel Corp. 
Richard E. Paret, American Iron & 
Steel Institute, and James D. Glenn, 
Crucible Steel Co. of America. 


Correction 


In an article on page 237 in the 
December issue, Harry Stott, sales 
manager of The United States 
Gasket Co., was referred to errone 
ously as “Harry Scott.” Mr. Stott 
was recently named general sales 
manager of the combined sales 
operations of U. S. Gasket and The 
Belmont Packing & Rubber Co. 





Firth Sterling Holds 
West Coast Schools 


Two distributor training schools 
were held recently by Firth Sterling 
on the West Coast. There were 
three two-day sessions in Los 
Angeles at the Mayfair Hotel and 
two one-day sessions in Oakland at 
the Leamington Hotel. 

Some 72 salesmen representing 5 
Firth Sterling distributors attended. 
The Los Angeles school was _at- 
tended by salesmen from Pacific ; i ee al 
Abrasive & Supply Co., Los Angeles , SH (i 
and San Francisco; Republic Supply _| "HN i 


Co., Los Angeles and San Leandro; 
and Industrial Tool & Supply Co. of | Svens King-Size 
10-ft. Steel Tape 


Portland, Ore. 


The Oakland school was attended STANDS UP STRAIGHT 


by salesmen from the Pacific Abra- 


sive and Republic Supply compa- | for UPRIGHT 

nies; Mechanics Tool & Supply Co., | 

Oakland; and A. J. Glesener Co., | MEASUREMENTS 

San Francisco. VA Those long upright measurements are easy 


The program consiste Jace. | | and accurate with this new EVANS King-Size 
© PS consisted of class | . 10-ft. White-Tape. The 33% wider blade 


room discussions on tool steels and | <> \w (full %") stays straight up without bending 
; red ne | T > . EVANS RULE CO. °F buckling. You get a free belt clip and Tenite 
sintered carbides. The meetings were © sailtee cans with exeep 


conducted by M. L. Backstrom, as- Neel 1955 _ fr inside or outside measuring and ... 
sistant carbide sales manager, C. C. it’s marked se you don't have te Sigure! 
Krogh, distributor sales manager, Re SEES CRS Ee Cae See. 
W. H. Davis, Los Angeles district 
manager, and Firth Sterling West 
Coast sales personnel. 









































4 ; N d Whichever way you work, in inches o7 fect and inches, 
Agency Name you read instantly without having to stop and figure 
“ The EVANS King-Size White-Tape Is the Top 10-ft. 
Mooney Bros. Corp., Lodi, N. J., Tape value at only $2.39. Retail everywhere in U. S.A. 
has appointed Lewis Advertising 
another 


Agency to handle its sales promo 
_— EVANS 





tion. vaiue-0 

12-FOOT 
WHITE-TAPE | / |! 

“Standard blade r < A 

‘h” wide” : | 

- in oondl a This L-O-N-G-E-R 

ow, a pocket stee P ‘i 
tape that measures a To. Pocket White-Tape only $] 89 
Om 33 fest — Retail everywhere in U.S.A. 
nates the inconven- 
ience and inaccuracy of adding two measurements as you do with shorter 
tapes. Exclusive EVANS double markings (same as King-Size above) 
Chrome plated case is no bigger than cases for shorter tapes. Self-adjusting 


sliding hook for 100% accurate inside or outside measurements. Each tape 
packed in FREE transparent Tenite utility case 


Let us help you sell more tapes. 
Write for tree supply of leaflet 10ID 


——_— ee har 
NEW QUARTERS on Elmwood Ave., ; Ewatea RULE CO. @ 2077 


Providence, R. I., meet with complete z 
approval of William J. Burns, partner, 400 Trumbull Street, Elizabeth, N. J., U.S.A. 


Burns Industrial Supply Co | Makers of Evans “Long Tapes’ —25-50-75-100 tt. and Evans 6-4t. Folding Rules 
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A source of 
good repeat business 


This handy dispenser rack saves 
time and trouble for your customers. 
Roll shim stock (solid, not laminated) 
is neatly packaged and protected — -_ , : Beliese J. Cascio 
four separate rolls, each a different ’ 
gauge. Your customer just snips off 
stock as needed. When roll ends, you Milwaukee Electric Tool 
get an automatic reorder. Available TA \ = | Makes Staff Changes 
in 6” x 100” rolls, brass or steel stock. 
Your name printed free on top of rack 
when you order 25 or more racks. 


Milwaukee Electric ‘Tool Corp. 
recently made three transfers on its 
sales staff and added five new staff 
members. 

Robert J. Currie was transferred 
to San Francisco and placed in 
charge of the northern California 
and Nevada area. He formerly cov 
ered a territory in Wisconsin and 





4101 Union Street, Glenbrook, Conn. 





upper Michigan. 

Marshall Heyde, former Standard 
Oil Co. sales representative, has 
joined Milwaukee as Mr. Currie’s 
successor in the Wisconsin and 
Michigan area. 

Ben J. Thatcher has been assigned 
to Cleveland headquarters where he 
now services distributors in northern 


| Ohio. He viously covered the 

Offset Boring Heads — (sic prevow' comer 

James Wanie, wl previously 

sell themselves and Bre in ehteceeniln Qinet 
your other lines! 


Super accuracy makes Deka-Bore easy and profit- 
able to sell, and gives you a competitive edge in 
selling other lines. Will fit all boring machines, 
vertical or horizontal, fixed or rotating principle. 
Repeats to .0001” in 30 seconds. Can be adjusted 
in fractions of 1/10,000” on the full diameter (with- 
out backlash) as easily as reading 1/16” on a steel 
rule. NOT A VERNIER OR SCROLL ADJUSTMENT. 
Deka-Bore is the first and only boring head to pro- 
vide this accuracy and speed of adjustment. Work- 
manship and accuracy 100% guaranteed! You'll be 
profitably surprised with Deka-Bore’s selling action, 
too! 
Attach this ad to your letterhead for 
catalog and prices! 


PRECISION 


TOOL & MFG. CO., of ILL. 


Ben J. Thatcher 
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ment, has been added to the 
Chicago outside sales staff. 

James V. Jenkins has been ap- 
pointed to replace Mr. Thatcher in 
the lowa-Nebraska area. 

Walter A. Lastoskie joined the 
company as Ohio and 
southern Indiana representative and 
is stationed in Davton, Ohio. He 
was formerly with Toledo Scale Co. 

Robert Reid, another new addi 
tion, has been-appointed to the com- 


southern 


pany’s inside sales staff. 





David W. Armstrong 


Kansas City Manager 
Named by Fuller 


Fuller Co. has appointed David 
W. Armstrong manager of its new 
Kansas City sales office. 

The new branch will operate 
under the Chicago office, one of 
Fuller’s five national offices. Fuller 
is a subsidiary of General American 
‘Transportation Co. 

Mr. Armstrong joined Fuller in 
1949 and has worked at the Chicago 
office since 1951. 

The new office will serve Kansas, 
most of Oklahoma, Nebraska and 


Easier 





t 


SIMPLEX HYDRAULIC JENNY gives straight- 
line pull through center of jack — requires 
75% less effort in pulling a gib key from a 
large fly wheel, for example. 


AN EXCLUSIVE SELLING FEATURE 
-— the Simplex “Center-Hole” — helps 
you sell a Simplex Hydraulic Puller to 
any prospect with a pulling problem. 
For only the Simplex “Center-Hole” 
Jenny and Re-Mo-Trol completely 
eliminate torque in removing wheels, 
pins, shafts, clinder liners, keys, bush- 
ing and valve seats. The pull rod is 
drawn through the center of the puller 
for direct, straight-line pulling. Ac- 
tually pulls 75% easier, reduces set-up 


Pulling Means More 


SIMPLEX JACK SALES 


VERSATILE SIMPLEX HYDRAULIC RE-MO-TROL 
has remote controlled ‘‘center-hole'’ ram and 
puller. Torque-free pull quickly removes shaft 
on printing press (above). 


time, and prevents damage to parts 
and honed surfaces caused by off-cen- 
ter pulling. The Jenny Puller is a self- 
contained hydraulic unit, easily por- 
table and compact. The Re-Mo-Trol 
has a ram separated from hydraulic 
pump by flexible hose, permitting 
greater safety and ease of use on some 
jobs. Re-Mo-Trol models in capaci - 
ties 10-100 tons; Jenny models from 
30-100 tons. Both pullers described in 
Bulletin Hydraulic 53. Write for copy. 


Hydraulic pullers are only ym of 
the complete Simplex line of lever, 
screw and hydraulic jacks. There 
are more than 125 different 
Simplex models. No other line 
offers your customers such a wide 
selection—no other line enables 
you to fill all jack needs from one 


source. You profit, too, in lower 
inventory costs, less ordering de- 
tail, easier reference and selling 
plus customer preference. 


South Dakota, and the western parts 


of Iowa, Missouri and Arkansas. SCREW JACK 


No. 3704 
RATCHET LEVER JACK 


Lifts, pushes or pulls at 
any angle 
1S-tons capacity. 


North Jersey Club Meets 


John Ora, New York and Phila 
delphia district manager of INpus 
rRIAL DisrripuTion, addressed a re- 
cent meeting of the North Jersey 
Power Transmission Council on 
“Trends in Industrial Distribution.” 


MEGRS OF INDUSTRIAL 


HYDRAULIC JACKS 


WORLD'S LARGEST 
MECHANICAL AND 


RE-MO-TROL JAC as JENNY 
UTH-A-TOOL ROL-TOE 


TEMPLETON, 
KENLY & CO. 


2523 Gardner Road 
Broadview, Illinois 
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CL vast Preumatic 
and. Hydraulic Market 
anda growing Inend 


MAKE Molded Packings YOUR 
BEST BET FOR PACKING SALES! 


Industrial market surveys reveal two sig- 
nificant facts for Industrial Distributors: 
1.) there are several million pieces of 
machinery presently using molded pack- 
ings—several million replacement sales 
for you. 2.) there is a growing trend to- 
ward automation—a growing replace- 
ment market for you. 

Conclusion: You should be stocking mold- 
ed packings for manufacturers who need 
ao nearby source of supply! 


Here’s What Makes Palmetto. 
YOUR BEST BET FOR Molded Packings! 


Palmetto gives you what you need in this 
huge replacement market: 1.) a complete 
line to meet every packing requirement 
2.) a quality line to insure repeat busi- 
ness. 3.) the most competitive packing 
prices available. 

Conclusion: You should be stocking Pal- 
metto for rapid packing turnover at a 
higher unit profit rate! 

Remember: Palmetto is your best bet 
for bigger profits in Sheet and Self- 
Lubricating Packings, too! 

For details on Palmetto Molded Packings, 
mail the coupon attached. 


Gentlemen: 


Please send detailed literature on all 
Molded Packings in the complete Palmetto 
line. 


Name 





Company 
Address 
City 


GREENE, 








State 


& CO. 


PA 


Zone 


TWEED 





H 


| 


CHARLES RINGUETTE, purchasing 
agent, asks Lyle Peterson, president, 
American Industrial Products, Inc., 
Portland, Ore., about a repeat order 
of sheaves. 





Century Electric 
Opens District Office 

Century Electric Co. has opened 
a new district office in Birmingham, 
Ala., under N. Cardella as manager. 

Company spokesmen said it 
would be a stockpoint for customers 
in Alabama and parts of Tennessee 
and Florida. ‘The office was opened, 
they said, because of expanding 
markets in the area. The company 
now has 33 district offices in the 
U. S. 

Mr. Cardella was formerly in 
Century’s Atlanta, Ga., branch 


office. 


x 
al 


SURVEYING street repairs in front of 
his Fort Wayne, Ind., store is Manager 
D. F. Hickman, Bearings, Inc 
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NOW! 


saison 2 TON 


LIGHTWEIGHT 
LUG-ALL WINCH HOIST 


WITH 


20 FT. OF CABLE 


10 
MODELS 
CHOOSE FROM 


LUG-ALL sales now mean greater profits 
for you. All LUG-ALi models are huskier 
than ever and are a natural seller to moin- 
tenance departments, mining operation, 
railroads, utilities, contractors, quarries, 
municipalities, machine shops and refin- 
eries. Every model features galvanized or 
stainless steel preformed aircraft cable, 
safety type handles that bend when hoist is 
severely overloaded, and can be worked to 
10” of headroom with 34, 1% and 1% ton 
models, and to within 13” of headroom with 
2 ton model. LUG-ALL distributors every- 
where say LUG-ALL sales are helping to 
keep the profit picture brighter. 
WRITE TODAY FOR MORE INFORMATION 
WHEN YOU ORDER LUG-ALL’S 
YOU ORDER THE BEST 


LUG-ALL IS THE MOST IMITATED 
WINCH HOIST ON THE MARKET 


THE LUG-ALL COMPANY 


HAVERFORD 11 PENNA. 





Lincoln Electric 
Names District Heads 


The Lincoln Electric Co. has 
appointed new district managers in 
Denver, Chicago, and Syracuse, 
N. Y. 

Merrill F. Yale, former sales en- 
gineer in San Francisco, takes over 
in Denver where the company has 
opened a new branch office and 
warehouse at 1224 Walnut St. 
Johnson Supply Co., Denver, will 
continue to sell Lincoln products. 
The new Lincoln branch brings 
trained engineering consulting serv- 
ice to the area, company officials 
stated. Scotty Lambrecht, of Den- 
ver, will assist Mr. Yale. 

Ray Zeh has been named dis- 
trict manager at Chicago. For the 
past four years in charge of the 
Syracuse, N. Y., district, he has 
also been district manager in Toledo 
and sales engineer in Milwaukee. 

Joseph Chemerys will succeed 
Mr. Zeh as district manager in 
Syracuse. He has been a sales engi- 
neer in that office for the past eight 
years. 


Garrett Corp. 
Names Officers 

Garrett Corp. has elected W. C. 
Whitehead president succeeding 
J. C. Garrett, founder of the firm. 
Mr. Garrett was named _ board 
chairman. 

Mr. Whitehead has been with 
Garrett Corp. since it was organ- 
ized in 1936. He later joined the 
sales staff of its subsidiary, Garrett 
Supply Co. He has been executive 
vice president of the parent corpo- 
ration since 1942. 


St. Clair Elected 
Hajoca President 


J. W. St. Clair has been elected 
president of Hajoca Corp., Philadel- 
phia, succeeding W. A. Brecht, who 
was named chairman of the board. 

Mr. St. Clair has been connected 
with Hajoca and a predecessor firm 
for 33 years. He was elected execu- 
tive vice president in 1954. Mr. 
Brecht has been president since 
1928. 


HOW TO MAKE A PROFIT 


ON SERVICE CALLS! 


You can assure customers 
Easy, Permanent 


é se. thread repairs... 


Ph NG BIG PROFITS 
FOR YOU 


Stock and sell new, 
fast-selling Heli-Coil* 


It's sure to be your best 


“door-opener” to bigger profits if you sell it when making service calls! 


Shop-packs are the profitable, proved way your customers can repair 
rusted, busted, worn out, torn out threads due to broken bolts, frozen studs, 
excessive wear, etc., on the spot and drastically cut downtime, mechanics’ 
time, eliminate welding and plugging. With Shop-packs, permanent back- 
to-original size repairs can be made of any thread size from 6-32 to 142-6 
in N. F. and N. C. series (also available in pipe thread sizes)...in any 
machine tool, engine, appliance, building or furnishing. These are the same 
Heli-Coil Inserts specified by designers throughout industry to improve 
threads. 

It’s easy as: A. drill out the hole; B. tap new threads with the Heli-Coil 
tap; and C. wind in a Heli-Coil Insert, using the inserting tool provided! 

Shop-packs, which contain a tap, inserting tool and generous supply of 
Heli-Coil Inserts, retail for as low as $18.50 for each thread size, and allow 


you a full distributor discount. 
*Reg. U.S. Pat. Off. 


HELI-COIL CORPORATION 
° 732 Shelter Rock Lane, Danbury, Conn. 
Please send me catalog sheets and price lists on NEW Shop-packs. 


Name Title 














Zone State 
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of KALAMAZAO 


Se. Qe 222 


JUST A WORD 


SAVE OVER 50% FLOOR SPACE 


THE HAMMOND ad 


er, j 


—_ ae & 


| Michigan Abrasive * aevcomgiperade 
| Names Officers © Protect your teat 


Michigan Abrasive Co. has fot 10 12 ond 14" whoo, 
. yr Write tor Catalog. 
named C. H. Wills to a newly 


It’ ACTION! created vice presidency and W. S. - Fammon’ Me pay Ea —— 
5 Hoskin as general sales manager. 

When last Fall's disastrous flood hit the Mr. Wills, who has been vice 
ivortheast, for example, this distributor of 
Clark fasteners suffered heavily. 


As soon as flood waters receded, trucks have responsibility in his new post 


were sent . . . damaged stock was gathered §=—§ for developing new products and 
up, reprocessed, repackaged and returned to : ‘ . 
Templeton. applications. 

Commenting on this help, Miles Stray, Pres- Mr. Hoskins has been in the 
ident of Templeton, wrote: 














president in charge of sales, will 


aACIVe Ae ' > Q2 
“You folks have used us so magnificently abrasive field since d 34 and a 
during our recent adversity that we really sales representative for the com : THE TRADE CALLS 


fee! you have been imposed upon. sanv for a number of ve 
your boys have re-worked practically pany an er years. 


all the Clark Bros. stock and many items Morgan Burt will continue as : D » x h al 
which were never associated with Clark sales manager 
mts et. “STEEL BLUE’? 


“Our sincerest thanks for everything. 
Cordially, 
CHARLES A TEMPLETON, Inc. 
1. STRAY 
This isn’t an isolated instance. It’s typical 
of what Clark means by “service” . . . assis- 
tance when it's needed . . . all-out coopera- 
tion and effort to help your business run Dies and \Sy 
smoothly and profitably. Templates 


BROS. BOLT CO. 
MILLDALE, CONN. 


rs * soft-hair LX, 
W. S. Hoskin : nch; meta! sur- 
face + ‘or layout in a few minutes. 
The dark blue background makes the 
scribed lines ye FY . sharp relief, 
prevents 4 
Officer Named ciency and accuracy. 


Write for full information 


William H. Depperman has bee 
illiam epperman h en THE DYKEM COMPANY 


appointed to the new post of direc | cectinaed 9000 
tor of public relations of Link-Belt | 2305A Nerth 11th $t. * St. Levis 6, Me. 


Co. 
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BUYER and vice president of Rich- 
mond Industrial Supply Co., Rich- 
mond, Ind., is Charles Sperling. 


Chicago Hucksters 
Hold Tax Forum 


Income tax as it affects the sales 
man was the subject of a recent 
meeting at The Hucksters, Indus- 
trial Manufacturers’ Representatives 
Club of Chicago 

Guest speaker was Paul S. Green, 
Green & Bolitin, Chicago, who dis 
cussed “Handling Salesmans’ Ex 
pense Accounts and Income Tax De 
ductions.” 

Announcement was made at the 
meeting, which took place at the 
Svithoid Club, of the addition of 
two new members to the group: 
William C. Layer, Higgins & Linde, 
Inc., and Landon C. Fuqua, Stand- 
ard Pressed Steel Co. 


Watertown Firm 
Plans New Quarters 

M. E. Avery Co., Watertown, 
N. Y., has purchased a site for a new 
larger headquarters at 302 North 
Massey St. 

A storage area, demonstration 
area for cutting and welding equip- 
ment, and off-street parking yard 
will be features of the new location. 
Company officers said the move 
was necessary because of “rapid 
growth of the mill supply and weld- 
ing business.” The Caswell block 
on State St. which now houses the 
company has been sold. 


KALAMAZOO 


...worth more to you’ 


~ 


MODEL 8CW 


If you are interested in cutting costs 
and increasing production—maintain- 
ing extreme accuracy with the latest 
designed horizontal metal cutting 
band saw machine — write for com- 
plete details or contact your local 
Kalamazoo distributor. 


MACHINE TOOL DIVISION 


Kalamazoo TANK and SILO COMPANY 


118 HARRISON STREET... KALAMAZOO, MICHIGAN 
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This and similar ads are appearing in 27 LEADING PUBLICATIONS 





TO HELP 


- YOU SELL Viking Pumps help Copay 
: $ 
VIKING. fee 


: PUMPS Installation of two 


: Viking Pumps and a 
continuous pipe line 
mixer enabled Clopay 
Corporation, Cincin- 
nati, Ohio, to mix 
their own oil and 
resin coating solution 
for window shades 
As a result, Clopay 
purchased materials 
separately in tank 
cars at 20% lower 
cost. cosities, yet unloading re- 

Send for your Because of Viking quires less time than for- 

; Pump’s positive ac- ™°*¥- 

aero tion, liquids are uni if your plant hes a 

56Smm today. formly mixed in spite pumping problem sgmies 
of widely varying vis- cccurate mixing, try Vi- 

VIKING PUMP king Pumps. Write today 

COMPANY for bulietin 56Smm. 


Cedar Falls, <a VIKING PUMP COMPANY 


lowa Cedar Falls, lowe, U.S.A. in Coneda, it's “ROTO. KING” pumps 
THE ORIGINAL “GEAR. WITHIN. A. GEAR” ROTARY PUMP 


SELeer 


For Profits and Repeat Sales! 


Quality assures you of profits and 
constant repeat sales from satisfied 
customers when you sell Brown 
Strand wire rope. 
e Sound distributor policy. 
« Sales heip from our representatives. 
e Factory engineering service. 




















Complete line of 
WIRE ROPE Stock avaiiabie in 22 warehouses 
for every purpose . f . 
throughout America for immediate 
shipment to you or your customers. 


Send for these detailed catalogs which 
show our complete line of wire rope and 
our distributor's sales plan. 


Sales territories open for established 
aggressive distributors. 


WIRE ROPE momen ~~ abn of AMERICA 
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George J. Groya 


Delta Power Tool 
Names Service Manager 
George J. Groya, Chicago district 
sales manager for Delta Power Tool 
Division of Rockwell Mfg. Co., has 
been named service manager of the 
division. 
Mr. Groya has been with Rock- 
well eight years. He will make his 
headquarters in Pittsburgh. 


Besly-Welles 
Names Officers “—_ ¥ 


Warren C. Olson has been 
elected executive vice president of 
Besly-Welles Corp. 

E. Kenneth Welles, Jr., was 
named to succeed Mr. Olson as 
secretary. Mr. Welles will continue 
as advertising and sales promotion 
manager. 

Mr. Olson has been with the firm 
since 1942. 


Representative Named 


Besly-Welles Corp. has appointed 
Austin Ford Logan, Inc., Buffalo, 
N. Y., to handle its tap line. 


Executive Named 


Fred S. Gombert has been named 
vice president of the Ingersoll Con- 
ditioned Air Division of Borg- 
Warner Corp. Now manager of the 
division, he was with Hall Neal 
Furnace Co. and Minneapolis- 
Honeywell Regulator Co. before 
joining Borg-Warner last year. 





Carbide Engineers Elect 
Chicago Chapter Officers 


Richard Okon, AIT Diamond 
Tool has been elected chairman of 
Chicago Chapter II, Society of 
Carbide Engineers, at a recent meet- 
ing of the group. 

Other officers for 1956 are: vice 
chairman, Irving Stern, W. D. Allen 
Mfg. Co.; secretary, H. T. Collins, 
Harry Lee & Sons; and treasurer, 
Joseph Bosco, F. J. Littell Machine 
Co. 

Directors are Ted Stern, AIT 
Diamond ‘Tool; Otis Anderson, 
Elgin National Watch Co.; Herbert 
Lee, Harry Lee & Sons; and Walter 
Ottenhoff, W. D. Allen Mfg. Co. 

Guest speaker at the meeting was 
Lynn A. Williams, president of Ano- 
cut Engineering Co., who discussed 
electrolytic grinding. 


Ryerson to Buy Plant 


Joseph T. Ryerson & Son, Chicago, 
has entered into an agreement to 
purchase the Wallingford, Conn., 
plant of Follansbee Metals Corp. 
Ryerson is a subsidiary of Inland 


Steel Co. 





George R. Anderson 


Weatherhead Names 
Sales Executive 


George R. Anderson has been ap- 
pointed industrial original equip- 
ment sales manager of The Weath- 
ethead Co 

Recently special products man- 


Yes, you can sell this fast-moving line of fine 
tools wherever you see a smokestack! Because 
even a one-lathe shop is a hot prospect for three 
different types of Gorham tools . . . tool bits, 
cutoff blades and wear-resistant centers. These 
tools are basic needs for any shop. . . and because 
they’re basic, they’re the best “door openers” 
you'll ever find for all your other lines! 


And these tools are just a small part of the vast 
Gorham line that gives you “The right tool for 
every metal working job!” It includes milling 
cutters and end mills . . . three different tool bit 
grades . .. slitting saws . . . cutoff blades . . . key- 
seat cutters . . . and the famous ““M-40-U” Alloy 
Center that outlasts high-speed steel and other 
alloy centers, lasts as long as carbide, and costs 
less to buy and less to re-dress! 


Selling these tools can be a mighty profitable 
proposition for you! They're backed by years 
devoted to engineering and production of fine 
cutting tools . . . Gorham’s reputation for high 
quality and fair dealing . . . and an extensive ad- 
vertising program that consistently sells for dis- 
tributors in major industrial magazines. Get the 
whole story on our liberal Distributor Plan, along 
with the 120-page Gorham Tool Catalog and 
product literature by return mail. Write today. 


oehtane TOOL COMPANY 





‘EVERYTHING IN STANDARD AND SPECIAL CUTTING 


ager for hose swaging, he is also 
a former field engineer in the com- 
pany’s industrial distributor division. _| 





14400 WOODROW WILSON ° DETROIT 3, MICHIGAN 
WEST COAST WAREHOUSE: 576 North Prairie Ave., Hawthorne, Calif. 
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el -Taaelalicts 


pug HANGER IRON 


VALUES “96. oa 


“ONE SOURCE. 
TOP QUALITY 


GOOD. 
_ PACKAGING 


>it lspensing. 


Send for Complete Catalog 





THE BEST CRAFTSMEN ALWAYS TAKE pAINE's 


THE PAINE COMPANY, 17 Westgate Road, samen Minois 


before your catalog goes to press 


see RANDOLPH 
EXTINGUISHERS 





* A COMPLETE LINE of Approved Fire Fighting Equipment 
* Over 300 Service Stations to Serve You 


Consider the RANDOLPH INDUSTRIAL DISTRIBUTOR’S Package 
Plan ... and how you can profit in the fast-growing fire extinguisher 
business. 

Your RANDOLPH Line contains over forty portable extinguisher 
models. And . . . over 300 Authorized Randolph Service Stations can 
handle your refills and replacements immediately. 

With a complete line, substantial discounts, catalog aids, and national 
service stations... the Randolph Package Plan makes it easier for you to 
sell more Extinguishers. Write now for franchise details. 


RANDOLPH LABORATORIES, INC. ° st Kinzie St., Chicago 11, II] 


INDUSTRIAL DISTRIBUTION © JANUARY, 1956 


TEN YEAR’S SERVICE by Alden 
Maynard, left, Johnson-deVou, Inc., 
Worcester, Mass. is acknowledged by 
the Springfield firm’s president, V. H. 
Ericson, shown above presenting check 
at dinner 





O. C. Keckley 
Opens New Plant 


O. C. Keckley Co. has moved to 
its new plant in the Chicago suburb 
of Skokie. 

The plant combines the factory 
which was formerly located in 
Springfield, Ill., and the company’s 
general offices which were in 
Chicago. 

The firm marked its forty-second 
anniversary this fall. O. C. Keckley, 
president and treasurer; K. E. 
Lankton, vice president and sales 
and advertising manager; J. L. Burke, 
vice president, sales and purchasing, 
and other officers will occupy the 
new Skokie quarters. 


Inland Steel to Buy 
Ohio Barrel Firm 


Directors of Inland Steel Co. and 
Cleveland Barrel Co. have agreed to 
terms of a sale of Cleveland Barrel 
to the steel firm, pending clearance 
by Government agencies. 

The Cleveland and Greenville, 
Ohio, plants of Cleveland Barrel 
will be merged into the operations 
of Inland Steel Container Co., a 
division of Inland Steel. Inland 
officials said they plan to operate 
the Cleveland business with its 
present personnel. 





Alloy Metal Wire 
Names General Manager 


Emmett H. Mann, former sales 
manager of Alloy Metal Wire Di- 
vision of H. K. Porter Co., has been 
named general manager of the divi- 
sion and a vice president of H. K. 
Porter. 

He succeeds Lawrence L. Garber, 
recently appointed general manager 
of Porter's newly acquired Henry 
Disston Division. 

Mr. Mann started as a sales en- 
gineer with Alloy Metal Wire six 
years ago. He was previously a metal- 
lurgical engineer with General 
Electric Co. 





G. O. Britton 


American Hoist Names 
Distributor Manager 


G. O. Britton has been appointed 
manager of distributor sales of Amer- 
ican Hoist & Derrick Co. 

His background is in the construc- 
tion and allied fields. He has been 
general sales manager of Schield 
Bantam Co. and domestic sales man- 
ager of Athey Products Co. 


Steinmetz Joins 
Jarvis Supply 

George Steinmetz, formerly of S. 
W. Card Mfg. Co., has joined Jarvis 
Supply Corp., Denver, as manager. 

Prior to joining S. W. Card in 
1954, Mr. Steinmetz was associated 
with Supreme Products, Inc. 

Jarvis Supply Co., is located at 
2180 E. 40th St., in Denver, and is 





the NEW Ingersoll-Rand 20 hp self- 
contained air compressor using 


the famous I-R Channel Valves. 


Here is a new addition to the Ingersoll-Rand compressor 
line that can mean prestige and profit to you. This all 
new 20 hp unit is equipped with the famous I-R Channel 
Valves, the same valves used on our larger compressors 
through 4000 hp. You can offer more air per horsepower 
and assure your customers of the same dependability that 
Ingersoll-Rand has built into units from ¥/2 through 15 hp. 
Ask the I-R Branch Representative who calls on you or 
get in touch with our nearest I-R branch office and have 
them give you the facts on this new compressor that has 
been engineered to take a 20 hp motor. Available either 
direct connected or belted...don’t miss this opportunity 
to build your sales. 


Ingersoll -Rand 


3-163 11 Broadway, New York 4, N.Y. 











headed by William Jarvis ——— 





INDUSTRIAL DISTRIBUTION © JANUARY, 1956 





For Arbor Spacers 
and Shims, 

Feeler Stock 

or Shim Stock... 


sell top-quality 


ARBOR SPACERS AND SHIMS ¢ 
20 arbor sizes %" to 4” . . . 19 thicknesses 
001" to .125". Specify with or without 
keyways. Also available—hardened and 
ground spacing collars (with standard 
keyway) 4” to #” in all popular sizes. 
(For use in milling, slitting and gang-saw 
setups, shimming gears bearings). 


FEELER STOCK ®* Made from tempered 
stock, rolled to close tolerances. 44" x 25’ 
coils packaged in transparent plastic boxes, 
except above .020". Strips 34” x 12°, in 
cellophane. 27 thicknesses. All thicknesses 
from .001” to .032’. (For use in precision 
fitting, checking clearances, inspection 
and production work.) 


SHIM STOCK ® Selected from material 
rolled to precision limits, free from burrs, 
and protected by oil coating. Coils packed 
in carton for easy dispensing and protec- 
tion. 15 thicknesses .001” to .032’. Sheets 
6” x 12"; coils 6” x 120”. Available also in 
assortment package of 12 thicknesses 
001" to 015”. 


Write for complete 
dealer information 


332 MIDLAND AVE, ¢@ 


230 








DETROIT 3 MICH, | 


Joseph E. Maurey 


V-Belt Association 
Elects Officers 


Joseph E. Maurey, vice 
dent and general manager of 
Maurey Mfg. Co., has been elected 
president of the Multiple V-Belt | 
Drive & Mechanical Power Trans- | 
mission Association. | 

H. Merrill Bowman, vice presi- | 
dent of the American Pulley Co., 
has been elected vice president of 
the association. 


presi- 





H. Merrill Bowman 





| Skil Corp. Appoints 


New Engineering Head 
Robert W. 
been appointed a vice president of 
Skil Corp., in charge of engineer 
ing. He replaces E. J. Kelley, who 
has requested a leave of absence 
Mr. Christensen, 
Illinois Institute of 
has been with Skil eleven. years 


Christensen, has 


a graduate of 
‘Technology, 
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TWIST DRILLS—REAMERS 


CELFOR TOOL COMPANY 
DIVISION OF AVILDSEN 
TOOLS & MACHINES, INC 


MAKERS 


CHICAGO PLANT ieee 
322 SOUTH GREEN ST., CHICAGO 7, ILLINOIS 





If it's leather belting, 
cements or dressings, 
sell G&K products 
with assurance. 


=D 
GaK 


INDUSTRIAL 
LEATHERS 


GRATON & KNIGHT 


WORCESTER, MASSACHUSETTS 








Practical Idea 
| for the 
Production Man 


| 


Efficient electric hoists...to 
move materials overhead 

and release floor space for 
more valuable operations. 


TOK 


THREE JOBS-—president, treasurer, 
sales manager—occupy Charles F. Price, 
The Knapp Supply Co., Muncie, Ind. 








Pratt & Whitney 
Names District Head 


Stanley E. Huffman, Jr., has 
been appointed district manager of 
Pratt & Whitney Co., in Rochester, 
.. 2 
Laurence D. Gillane, formerly | 
gage sales engineer in Hartford and | CM LODESTAR t.ectric cnain Horst 


Boston. has been assigned to the 3§ to 1 ton capacites—First truly heavy duty version of 
; : small electric hoist. 4 ton model weighs only 51 Ibs. 
Rochester district with headquarters | Heavy duty self-adjusting brake. Upper-lower sofety 


in Syracuse. He will be sales repre- limit switches. CM-Alloy load chain. 


sentative for cutting tools and gages  =CM METEOR tcecraic wire rope HOIST 


serving the Binghamton, Elmira, 3g to 5 ton capacities— Compact, enclosed design. Low head- 
eae ee “ahs |  feom. Continuous duty motor with thermal overload protec 
Sy racuse and Watertown areas. tion for heavy duty service. Precision bearings and helical gears 


Mr. Huffman has been a sales for long life. Only 110 volts at push button control. 
engineer for the company in Cin- | 
cinnati. 








Rugged lightweight hand 4 
hoists and pullers...to make 


National Screw your job easier and safer 


Sells Tack Business Suggestion CM CYCLONE HAND Hoist 
4 to 10 ton capacities —Eosy to carry 


National Screw & Mfg. Co. has | for the and lift. One ton model weighs only 36 
. LL aple aki | : pounds. Made of tough aluminum alloy. 
sold its tack and staple making Maintenance CM-Alloy load chain. High efficiency. 
equipment to Snell-Jones Mfg. Co. y Lifetime lubrication. 
of Brockton, Mass. Man! CM PULLER THE “ONE MAN GANG” 


National officials said the move % to 6 ton capacities —Lifts 
or pulls at any angle. Lever 


was decided on because tack and handle operation. Automatic load 
; . : : ac ‘ brake holds at any point. % ton 
staple distribution for the past sev ee ee 














eral years had been through “other CM-Alloy flexible lood chain. 
than our normal channels.” The 
company’s principal products are ALSO ...CM Trolleys and Cranes 


bolts, nuts and screws. 4 Call the CM distributor for descriptive liter- 
ature, prices and fast delivery from stock. 


Bory Weruer eee CHISHOLM-MOORE HOIST DIVISION 


Borg-Warner Corp.'s directors 
COLUMBUS McKINNON CHAIN CORPORATION 


have announced an agreement to 
buy Primor Products, Inc., Adrian, | TONAWANDA, NEW YORK 
Mich., manufacturer of refrigeration Sie tn: REGIONAL OFFICES: NEW YORK, CHICAGO, CLEVELAND 
units for air-conditioning. In Canada: McKINNON COLUMBUS CHAIN LIMITED, ST. CATHARINES, ONTARIO 
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Now available... for 
immediate delivery 


It’s no longer necessary for your customers to run the risk of 
production delays when waiting for delivery on special order 
large size hexagon screws. Western’s greatly extended stocks, 
in both bright and hi-carbon heat treated items, now include 
lengths up to 15 inches and diameters to 14 inches. Most im- 
portant, they are available for immediate delivery. 


If your customer’s specifications call for non-listed or special 
thread lengths, Western has on hand an extensive stock of 
blanks in these large diameters. In just a short time, these 
blanks can be accurately cut and precision threaded. 


Whether your customer’s product requires hexagon cap 
screws as small as 4” x %” or as large as 144” x 15”, Western 
Automatic’s complete stock guarantees them the quick de- 
livery and fast service that means more profitable production. 





Western Automatic 


Machine Screw Company 
Division of Standard Screw Company 
371 WOODLAND AVE., ELYRIA, O. 


Harold F, Nunn 


Henry Disston 
Names Executive 


Harold F. Nunn has been named 
assistant general manager of the 
Henry Disston Division of H. K. 
Porter Co. 

He jointed Porter last year as 
assistant to the executive vice presi- 
dent, C. R. Dobson. Previously 
he had been with Stecher-Traumg 
Lithograph Co, and The Todd Co. 


Illinois Tool Works 
Moves Detroit Office 


The Detroit sales office of Illinois 
lool Works and its Shakeproof Di 
vision has been moved to a new 
building at 1403 East State Fair. 

The move provides larger facili 
ties for serving the Detroit area, 
including Bay City, Flint, Pontiac, 
Saginaw and Toledo, Ohio. The 
office is headed by Edward D. 
Wiard, district sales manager for 
Illinois ‘Tool, and Russell H. Maude, 
Shakeproof district manager. 


Annual Sales Meeting 


Held by Clark Bros. 


A packaging clinic and plant tour 
featured the recent annual sales 
meeting of Clark Bros. Bolt Co., 
held at the company’s Milldale, 
Conn., plant. 

Plans for production and promo 
tion in 1956 were outlined at a 
dinner meeting. O. G. Knapp, presi- 
dent, and Dudley H. Smith, sales 


Precision Screw Products, Parts and Assemblies Since 1873 vice president, led the program. 
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JOHNS-MANVILLE DUTCH BRAND opens the door 
to help you SELL MORE ! 


This ad is now appearing in the leading Never before has the Johns-Manville 

trade publications your customers read Dutch Brand story been told so dramatic- 

regularly . . . opening the door to more ally, convincingly and completely! You'll 

sales for you . . . through a brand new find this sales booklet an extremely valu- 

sales booklet, “Imagination and the Man.” able tool for buiiding more sales. Be sure 
to get your copy! Write today! 

















DUTCH BRAND 
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the new PARKER 














IN CLIFTON, N. J. About 10 miles from New 
York City. 

267,000 SQUARE FEET of floor space, with 
225,000 sq. ft. for manufacturing: the 
remainder for offices, shipping, etc. 
PRODUCTION-FLOW DESIGN Single-floor lay- 
out that permits progressive flow of prod- 
ucts through processing operations. 


SELF-TAPPING SCREWS SOCKET SCREWS 


MECHANIZED MATERIALS-HANDLING Special 
conveyor systems and other modern 
equipment provide advanced degree of 
automation, and speed production. 
AUTOMATIC HEAT TREATING equipment, of 
P-K design, is typical of new production 
facilities for highest efficiency. 


ADVANCED QUALITY CONTROL Newest inspec- 


SCREWNAILS MASONRY NAILS 


S 


YXODSDAMWADADADPpA ? 
PEPOCPOCUIATIS I 
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-KALON plant... 


ie . +. Offering 


~ ‘-P-K DISTRIBUTORS 
a new opportunity for 
greater sales volume 


and added profits 


In this great new plant, Parker-Kalon’s 


unequalled “know-how” is now matched 





with the finest production facilities to meet 
steadily increasing demand. Advanced 
engineering and laboratory equipment will 
also contribute to P-K progress in fastener 
research and development. 

For fastener users everywhere, this 
means greater savings than ever, through 
the wider use of P-K Self-tapping Screws 
and other P-K Fasteners. 


For P-K Distributors, this enlarged 


production potential offers new opportun- 


ity for greater sales volume and added 


profits. Now, more than ever . 
“You're OK with P-K!” 


tion and testing equipment guards P-K 
quality standards. 


PACKING AND SHIPPING areais fully equipped PARKER-KALON DIVISION 


id handling of large stocks < hip- . . . 
for rapid handling of large stocks and ship General American Transportation Corporation, 
ment of orders. 

AIR-CONDITIONED LABORATORY provides all 
modern requirements for research, fas- 
tener development, and performance tests. , 

Sold through leading Industrial Distributors 


Clifton, New Jersey 


STAPS* ° WING NUTS ¢ THUMB SCREWS 


G/N h =F 


*Registered Trade-mark 
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HEAVY-DUTY 


DRILLS 


PRICED RIGHT..THEY SELL! 


Here are “Jog Zuality HEAVY-DUTY Drills you can recom- 
mend and sell with confidence . . . giving your customers that 
extra value they look to you to supply. 

As a MILWAUKEE distributor, you enjoy healthy sales and 
profits, plus greater repeat orders from satisfied customers. 





An Excellent Distributor 
Arrangement Makes 


VuRRVO Mt aa | MILWAUKEE 


ELECTRIC TOOL CORP. [errant 


5340 W. STATE ST. © MILWAUKEE, WIS. Writ for D = 


Manufacturers for Over 50 Years of Zuwatéty ELECTRIC TOOLS 
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NEW MANAGER and vice president 
of Hallidie Machinery Co., Seattle, is 
Paul Forsythe, who predicts a bright 
future for supply sales in the North- 


west 





Directors Reelected 


Four directors of ‘The Colorado 
Fuel & Iron Corp. were re-elected 
for three year terms at the annual 
meeting. They are: Samuel D. Lunt, 
Carl W. Meyers, George C. ‘Textor 
and John B. Welborn, Other board 
members had been elected at pre 
vious annual meetings. 


Sylvania Opens Plant 

Operations have begun at Sylva 
nia Electric Products’ new incandes 
cent lamp plant in St. Marys, Pa. 
The building provides 160,000 sq. 
ft. and replaces an older plant in St. 
Marvs. 





HULBERT S. ALDRICH, president 
of New York Trust Co., has been 
elected a director of American Machine 
& Metals, Inc. 





Carboloy Expands 
Training Course 


Carboloy Department of Gen- 
eral Electric Co. has added several 
special customer 
training courses. 

Three sessions on milling cutter 
applications and two on application 
of carbide as wear-retarding com- 
ponents are now featured in the 
1956 program. Regular training 
courses on cutting tools will also 
be given as in the past, company 
officials said. These will be altered 
to include discussion and demon- 
stration on throw-away type carbide 
inserts and indoctrination on the 
use of the new machinability com 
puter. Users of cemented carbides 
or their employees are eligible to 


sessions to its 


attend. 


Coal Representative Named 

Deaton Trent has joined Carboloy 
Department of General Electric Co. 
as representative in the coal mining 
field. 

Formerly with Hercules Powder 
Co., he was also at one time with 
Persinger Supply Co., Williamson, 
W. Va. He the coal 
producing areas of eastern Kentucky, 


will cover 


Virginia and Tennessee from head 
quarters in Harlan, Ky 





INVENTORY CHECKING is one of 
the tasks of Pill Retzloff, stock clerk, 
at Campbell Industrial Supply Co., Ta- 
coma, Wash 


crane hook block 


Cast steel sheaves turn on 
bronze bearings, have ale- 
mite lubrication. 


Becket will not tip block — 


Roller or bronze thrust bear- 
ing for swivel hook, ale- 
mite lubrication. 


le 
i 


ENGINEERED 
FOR SAFETY 


«+e increases maximum crane lift 


The U-W MAX-LIFT crane block per- 
mits higher lifting limits on mobile 
cranes and has many features assuring 
economical operation and long life. The 
MAX-LIFT is a QUALITY block which 

aah fills a definite need. Write for illustrated 
bulletin. 


OLD STYLE 


THE UPSON-WALTON COMPANY 


12500 ELMWOOD AVENUE « CLEVELAND 11, OHIO 
NEW YORK CHICAGO PITTSBURGH 
MANUFACTURERS OF TACKLE BLOCKS, WIRE ROPE, ROPE FITTINGS (Turnbuckles, Shackles, Clips, 
Thimbles, Hooks, Sockets, Eyebolts, Eyenuts, Swivels) — ESTABLISHED 1871 
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COMPLETE LINE 
FOR EVERY F. H. P. USE 





STANDARDIZED 
PRECISION BUILT 


DRIVES 


Quality and service that has helped distributors build sales in 
areas across the country, for more than 30 years ... an 
outstanding profit opportunity. 

®@ Write for catalog and franchise details 


V-Grooved Pulleys @ Variable Pitch Pulleys @ Bronze Bearing 
Pillow Blocks @ Bronze Bearing Mandrels @ Flexible Couplings 
© Round Belt Pulleys @ “V" Step Cone Pulleys @ Crown 
Faced Pulleys @ Crown Faced V-Grooved Combination Pulleys 
® Shaft Collars © 
Variable Pitch Pulleys 





r 
CENTRAL DIE CASTING and MANUFACTURING CO. 


CHICAGO 32, ILLINOIS 


2935 W. 47th Street 





WILTON RAPID TITAN C-CLAMPS 


WILTON INDUSTRIAL C-CLANIPS 
WITH FAST ACTION SCREWS 


WITH CONTINUOUS SCREWS 


CHAIN REACTION! 


For job-shop set-ups, specify super-strong Wilton Industrial C-clamps. For 
production work or frequent re-positioning, use the amazing new Wilton 
Rapid Titan® C-clamps. Rapid Titans contain a patented nut which engages 
and releases the screw AUTOMATICALLY—no buttons, no springs, no trig- 
gers! Once engaged, the clamp has conventional tightening action. 


Prices of both Continuous Screw and Fast Action Wilton C-clamps are sur- 
prisingly low ... and both types carry Wilton’s UNCONDITIONAL 3-YEAR 
GUARANTEE! 

ATTACH THIS AD TO YOUR LETTERHEAD FOR FREE LITERATURE. 


“the finest name in Vises” 


WILTON 1001 nrc. co., inc. 


Schiller Park, Illinois 
Sold by Leading Distributors the World Over 
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Joseph C. Holzwarth, Jr. 


Simplex Valve & Meter 
Names Ad Manager 


Joseph C. Holzwarth, IJr., has 
been appointed advertising man- 
ager of Simplex Valve & Meter Co. 

At one time in the advertising 
and sales department of DeWalt, 
Inc., he has been on active duty as 
an Army public relations officer 
for the past several years. 


Vascoloy-Ramet 
Names Representatives 
Vascoloy-Ramet Corp. has ap- 
pointed the following firms as repre 
sentatives: Fairmont Supply Co., 
Fairmont, W. Va.; Harris Brothers, 
Kilgore, ‘Texas; Art’s Machine Shop, 
Enid, Okia.; Fisgus Machine & Tool 
Co., Tonawanda, N. Y.; A. S. Guile 
Co., Dayton, Ohio; Aviation Serv 
ice Supply Co., Denver, and Matzen 
& Fortner Co., Chicago. Also 
named were L. F. Rogers, Chicago, 
ind David W. Bristol, Chicago. 


Technical Head Named 

Vascoloy-Ramet Corp. has named 
Edgar W. Engle technical director 
in charge of research and engineer- 
ing in the cemented carbide cast 
non-ferrous alloy field. 


Heads Operations 


Hubert C. Smith has been elected 
vice president in charge of opera- 
tions of the Eastern Division of 
Che Colorado Fuel & Iron Corp. 





American Blower 
Adds New Districts 


American Blower Corp. has added 
five new district offices in the Mid- 
west and Southwest. 

The new branches and their man- 
agers are: 

Youngstown, Ohio, with J. R. 
Hopkins as manager: Wichita, Kan.., 
QO. J. DuPree; San Antonio, Texas, 
W. F. Markey; Evansville, Ind., J. B. 
Clayton; and Nashville, Tenn., B. G. 
Kemp. 

Mr. Hopkins was formerly with 
the company’s Cleveland district. 
Mr. DuPree joined the firm’s Kansas 
City office last year. Mr. Markey has 
been with the company since 1951, 
working as a sales engineer at Wash- 
ington, D. C., and Dallas, Texas. 
Mr. Clayton has been a member of 
the St. Louis sales engineering staff 
since 1947, and Mr. Kemp recently 
transferred from the Cincinnati 
office. 

The company now has 53 district 
offices. 


Employees Honored 


Bostwick-Braun Co., Toledo, re- 
cently added four new members to 
its 25-Year Club: E. C. Shannon, 
Michael Kovacs, Edward Wernert 
and Roy Needles. Membership in 
the club now numbers 67. The com- 
pany is celebrating its 100th anni 
versary. 





VISITORS from Raybestos-Manhattan, 
R. B. Park and J. Freeland, Jr. (right), 
talk things over with Irving Atwater, at 
Nott-Atwater Co., Spokane, Wash. 
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A COMPLETE LINE 
OF INDUSTRY- PROVED 


PRODUCTS FOR TOOL 
AND MACHINE ACCURACY 


You sell more Challenge equipment be- 
cause with Challenge equipment there is 
more fo tell! Challenge sees to this by 
building the sales story into each new 
Challenge precision product as it is de- 
veloped. And Challenge follows through 
with consistent trade advertising to spread 
the word to your customers the metal- 
working shops of America 

Today, there is a Challenge product for 
every precision need from layouts and 
inspections to final assembly. Included in 
the line are Layout Surface Plates — in 
semi-steel or clovis black granite; weld- 
ing, reading, and checking tables; adjust- 
able floor plates, bench plates, lapping 
plates; straight edges, angles, box paral- 
lels, V-Blocks; and cast-iron Work 
Benches. 

Write for the new Challenge Precision Catalog 
and complete information 


THE CHALLENGE MACHINERY CO. 
GRAND HAVEN « MICHIGAN 
Office: Factories, and Showroom: GRAND HAVEN, MICHIGAN 
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Yale & Towne Division Names Sales Manager 


Paul R. Minich, Jr. 


Paul R. Minich, Jr., has been ap- 
pointed general sales manager of the 
Materials Handling Division of 
The Yale & Towne Mfg. Co. 

Joseph J. Murray has been named 
to the new post of assistant gen 
eral sales manager. 


an organization 


Charles T. Schwarz 


Mr. Minich will be in charge of 
including eight 
branch sales and service offices and 
special representatives working 
through independent dealers and 
distributors. 


Mr. Minich was formerly presi 


none = 
| FIRST CHOICE FOR INDUSTRIAL MAINTENANCE 


WROUGHT 
BRASS 
HOSE 
CLAMPS 


Never Ruat- 


{ Stiff a Cannot 
pull together oat 


fop when tightened 
Ears also form per- 
fect nut lock. 


2. 


Heavy Shoulder to 
engoge vise jaws, 
a clamp to 

pulled tremend- 
ously tight. 


3. 


Tongue runs in 
channel holding it 
close to hose ond 
moking a uniform 
grip. 


<—- 4. 


Pliable in band por- 
tion, grips tight 
and can be opened 
up, removed and 
used over again. 


Make Hose Last Longer 


ASK YOUR INDUSTRIAL 
DISTRIBUTOR OR rite 
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BATTLE CREEK, MICH. 


INDUSTRIAL BRASS FITTINGS 


1956 


dent of Materials Handling Products 
Corp., which he founded in Syra- 
cuse, N. Y., in 1949. 


Chicago Manager Named 


Charles T. Schwarz has been ap- 
pointed Chicago branch sales man- 
ager of The Yale & Towne Mfg. Co. 
succeeding Roy E. Wolter, recently 
named general manager of the com- 
panys Automatic Transportation 
Co. Division. 

With the company 20 years, Mr. 
Schwarz has been departmental 
supervisor of the electric truck as- 
sembly department, field service 
engineer in the Midwest and West, 
plant survey engineer for the com- 
pany’s Field Activity Department, 
and, since 1949, Chicago branch 


salesman. 


Hohenschild Heads 
English Brothers 


A. W. Hohenschild is the new 
president and treasurer of English 
Brothers Machinery Co., Kansas 
City, succeeding Joseph J. Moran. 

R. D. Hanssen is vice president 
and George E. Butler secretary. 

O. H. Day has been appointed 
general manager of the firm. English 
Brothers, which was founded in 
1869, is the third oldest business 
in Kansas City 


house 


Gives Study Grants 


Stewart-Warner Corp. has estab 
lished four engineering scholarships, 
all for four years. Three are in 
mechanical and one in electrical 
engineering. They will be awarded 
to deserving high school graduates 
selected through the National Merit 
Scholarship Corp. award program. 


New Canadian Division 

\ new division of The Wesson 
Co., Wesson Cutting Tools, Ltd., 
has been established in Toronto, 
Ontario. It will be headed by H. B. 
Iron, president, and L. P. Chapman, 
vice president in charge of sales 





DON HOAG, newcomer assigned to 
inside sales at Onondaga Supply Co., 
Inc., Syracuse, N. Y. confer with Bob 
McCulloch, buyer, who was recently 
named office manager as well 





Two Plant Sites 
Bought by Ex-Cell-O 


Ex-Cell-O Corp. has purchased 
two new sites to expand its manufac- 
turing facilities. 

A modern, 66,000 sq. ft. plant has 
been acquired in Ellwood, Ind., on 
an ]]-acre plot with railroad siding. 
At Downey, Calif., a Los Angeles 
suburb, the company has bought a 
15-acre plant site. 

The Ellwood plant is being pre- 
pared for occupancy in the near 
future, officers said. Plans are now 
being formulated for erection of a 
60,000 sq. ft. manufacturing build- 
ing at Downey. 


Technical Editor Named 


Herbert H. Lett, 
relations manager and assistant to 
the manager of industrial relations 
of Canadian Carborundum, has 
been appointed technical editor of 
the public relations branch of The 
Carborundum Co 


former public 


Stock Dividend Paid 

Directors of Syracuse Supply Co., 
Syracuse, N. Y., authorized a year 
end dividend of one share of com 
mon stock for each 20 shares on 
record at the 1955 annual meeting. 
The company has converted all out- 
standing convertible preferred stock 
to common. 





PEERLESS MODEL C HOIST IN PAINT SPRAY BOOTH. When painting is not a production 


hoist and effort. Such an 
application is this Model ¢ All the operator does 
Roll it out 


and trolley combination can save time 


Hoist on a Model D I-beam Trolley 
Roll it into the booth. Spray it 


line operation, a 


again 


is pick up the load with the hoist 


Where there’s lifting to be done, 


there’ s a Harrington Hoist to do it 


BEARCAT ELECTRIC HOISTS 
for fast lifting of light to me- 
170 to 4000 Ib. 


PEERLESS MODEL C 
HOISTS for intermittent 
“4 dium loads 


* 
Gg 


lifting of loads from 
to 60 tons 


PEERLESS PACKET TROL- 
LEY HOISTS for lifting 
and conveying 4 to 2 
I-beams. 


PEERLESS PACKET AlLlL- 
STEEL HOISTS for lifting ‘4 


to 2 tons. Special construc- 


ton loads on 


tion makes these hoists eco- 
al to 
to operate 


Low headroom units ad- 


nomi maintain, easy 


justable to a wide range 


of I-beam sizes. 


HARRINGTON |-BEAM 
TROLLEYS rapid 
easy movement of materials 
Regularly 
supplied in geared and plain 
from 


PEERLESS PACKET ALU- 
MINUM HOISTS for use 


hoists must be 


for and 


where 


moved frequently. Much over I-beams. 


lighter than all-steel 
with no sacrifice models in 


I 20 tons 


model, capacities 


of any other quality. i to 


Markets for these cost-cutting products are unlimited, and profits are good, 


Write for complete information about our full line of hoist products. 


THE HARRINGTON company 


Makers of Hoists Since 1876 


Gravers Roap at THe Turnpike, Ptymoutn Meertine 11, Pa 
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let us make a 
Ey 


joint. 


for you 


Are you looking for a better, faster 
way to fasten belts, aprons, tapes or 
ribbons? Would you like to slash 
maintenance time by putting an easy- 
to-fasten joint in endless belts? The 
fastest way to join these ends is with 
Clipper Hooks and Lacers. 


Long used for lacing power transmis- 
sion belting, Clipper fasteners are 
now proving their cost-cutting value 
in materials handling equipment, auto- 
matic pin setters, laundry equipment, 
food harvesting and processing equip- 
ment and in many other applications. 


An 
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Mi 
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FO 


AMERICAN MILLE 
PROCESSOR 


R and 


FLOW 
Food ENGINEE RING 


acTORY 
MIL and F 
prooucl ENGINEERING 


TEXTILE WORLO 


They produce a smooth, flexible joint 
in a hurry. 

Let us demonstrate the advantages of 
a Clipper joint on the product of your 
choice. Send us a small sample (or 
the complete belt, apron, tape, or 
what have you) and we'll make you a 
Clipper joint FREE, without obligation. 
Write, wire or call today for details 
and literature. 


Ask your Industrial Distributor for Clipper Products 


r 


we) 6 ev 
==, COMPANY | 


-__ 


992 Front Ave., N. W., Grand Rapids 2, Michigan 
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H. L. Gaddis 


Southwest Manager 
Named by SKF 


SKF Industries, Inc., has ap- 
pointed H. L. Gaddis manager of its 
Southwestern region. 

lhe territory includes areas served 
from the company’s Dallas, Houston 
and Tulsa offices. Stuart H. Smith, 
SKF general sales manager, said the 
new regional administration was set 
up to improve service. 


Sales Vice President 
Named by Crucible Steel 


Crucible Steel Co. of America 
has elected James D. Glenn vice 
president of sales. 

General manager of sales since 
1954, he has been with Crucible 
eight years. He has also worked 
with Central Alioy Steel Corp., 
Associated Alloy Steel Co., Sharon 
Steel Corp., and Eastern Stainless 
Steel Corp. 

Maurice J. Day was named vice 
president of research and develop- 


ment 


Nutting Truck & Caster 
Names Representative 
Nutting Truck & Caster Co. has 
appointed Marshall A. Larson as 
its exclusive representative for the 
Des Moines, area, including 
the major portion of Iowa and the 


lowa, 


western part of Illinois. 

Mr. Larson has 18 years’ 
ence with the company in produc- 
tion and sales. He was recently 
manager of jobber sales. 


expert 





Jones & Laughlin 
Shifts Personnel 


New assignments have been an- 
nounced in four of Jones & Laugh- 
lin Steel Corp.’s district sales offices. 

In St. Louis, Richard G. Carney, 
formerly attached to the Chicago 
office, has been promoted to dis- 
trict sales manager. 

In Cleveland, Chester M. Kuhns, 
who was district manager at St. 
Louis, becomes district sales man 
ager. 

Alfred C. Pollock, resident man- 
ager of sales in Kansas City since 
1953, has been named district sales 
manager at Columbus, Ohio. 

Robert B. Clark, salesman in the 
Chicago office, has been promoted 
to assistant district sales manager 
at Chicago. 

Mr. Carney, with the company 
since 1936, was a salesman in Indian 
apolis before joining the Chicago 
staff in 1951.>Mr. Kuhns joined 
the company in 1942 when it ac 
quired Otis Steel Co., of which he 
had been a district sales manager. 
Mr. Pollock became a salesman in 
Indianapolis in 1947 after ten years 
with the company in production. 
Mr. Clark joined the company in 
1939 and became a salesman in St. 
Louis in 1948. 


Takes Washington Post 


Everett M. Hicks, vice president 
and manager of the Grinding Ma 
chine Division of Norton Co., has 
been named to serve as a member 
of the Machine Tool Manufactur- 
ers Industry Advisory Committee 
by the Business and Defense Serv- 
ices Administration of the U. S. 
Department of Commerce. 





TALKING TO OUTER SPACE 


Use of new knowledge gained from 
satellite experiments — which will 
throw more light on radio propaga- 
tion methods already utilizing upper- 
air particles — should make reliable 
communications with the satellite in 
outerspace commonplace within 10 
years, according to Electronics, Mc- 
Graw-Hill publication. 











NATIONAL SANDERS 


Wein 


URFACES 


POWERFUL . . . LIGHTWEIGHT 
MODEL 400 ORBITAL ACTION 





Versatile block sander . . . speed can be 
varied from 4000 to 6000 rpm depend- 
ing on the surface and abrasive. Weighs 
only 4 Ibs. but has 25 sq. in. of abrasive 
area. Over 125,000 in use throughout 
the nation . . . in many types of industry. 


MODEL 300 TWO-PAD 





A straight-line action, two pad sander 
with built-in water spray for wet 
sanding. Nine different pads and two 
sizes of pad shoes are available. 
Write for details. 


MODEL 500 ELECTRIC 





Powerful block sander, with 4 HP 
electric motor. Orbital action, operating 
at a constant speed of 5000 rpm. Has 
38” of abrasive area. Sponge rubber and 
felt pads available. 


MODEL 600 SINGLE-PAD 





A straight-line action, single pad, air 
driven block sander. Weighs only 
5 lbs., but operating at 3200 rpm. 
A 5/16” sed stroke assures rapid 
stock removal. Has built-in water at- 
tachment for wet sanding. Both 
rubber and felt pads available. 


Write for literature 


NATIONAL AIR SANDER, INC. 


2820 AUBURN ST., ROCKFORD, ILL. 


| 
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Product Managers Named by Stanley 


Rodman W. Chamberlain, Jr. 


Rodman W. Chamberlain, Jr., 
and Joel Molchan have been ap- 
pointed product line managers of 
Stanley Tools at its New Britain, 
Conn., headquarters. 

Mr. Chamberlain, who has been 
sales representative in Wisconsin, 


Joel Molchan 


Minnesota and upper Michigan 
since 1943, will handle measuring 
tools. He joined Stanley in 1950 
after two years with United States 
Steel Corp. 

Mr. Molchan will be product 
line manager of screw drivers and 


David K. Tilton 


industrial tools. He has been with 
Stanley since 1936. Recently he was 
a sales representative covering 
Missouri, Kansas, Nebraska, Colo- 
rado and Wyoming. 


Representatives Named 
I 


Stanley Tools has appointed 


David K. Tilton sales representative 
covering Minnesota, Wisconsin and 
upper Michigan in place of Rodman 
W. Chamberlain, Jr. Donald £E. 
Overstrom has been assigned the 
Kansas, Missouri, Colorado and 
Wyoming territory succeeding Joel 
Molchan. 

Mr. Tilton joined Stanley in 1954 
following retail hardware experience. 
After factory training he travelled 
with the Stanley Tools motor coach. 
Mr. Overstrom has done missionary 
sales work in the South and Midwest 
since joining Stanley in 1950. 


_ To Find HIDDEN Sales 


Send for FREE Book on 


FOLEY aavtvomatic 
SAW FILER 


You probably have a lot of customers who use saws 
to quite an extent, yet still sharpen them by hand or 
send the work out. You may find many hidden pros- 
sects for the Foley Saw Filer, for in any plant where 
& number of saws are used, the Foley quickly pays for 
itself Foley filed saws increase sawing production 
165% to 40%, because they cut so much faster and 
smoother, run cooler, stay sharp longer. 


The FOLEY SAW FILER Practically Sells 
Itself on our 30-DAY TRIAL OFFER 


Our 30-Day Trial Offer is open through you to a 
well rated company, and your customers will thank 
ou to be informed about it. Write today for fu 
letails and literature 


FOLEY MANUFACTURING CO. 
3363 N. E. 5th St. Minneapolis 18, Minn. 
We also make Foley Retoothers for hand saws, Saw Setters, Grinders, etc. 





The FOLEY SAW FILER is the ONLY 
machine that files BAND SAWS up to 414" 
wide. CROSS-CUT CIRCULAR SAWS up 
to 24° diameter and all types of HAND 
SAWS. (All Saws that can be sharpened 
with a three cornered file) 





Donald E. Overstrom 
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Management Groups 
Holds Seminar 

“Business-Government Areas of 
Responsibility in Marketing” was 
the theme of a seminar held 
recently by the Washington, D. C., 
chapter of the American Manage- 
ment Association. 

Speakers and panel members in- 
cluded James A. Farley, chairman of 
the board of Coca-Cola Export 
Corp; Ira D. Anderson, national 
president of the Marketing Associa- 


tion; Bay E. Estes, U.S. Steel Corp.; | 
Nelson Miller, Office of Dis- BUFFALO 
tribution of the Department of ) 


Commerce, and Wroe Anderson, , | | etter-bu il 


Alderson & Sessions, Inc., who * 0s aagpestiman 28 20 


described “Marketing in Soviet 

Russia” (ID, October 1955). SODA-ACID 
STAINLESS STEEL 

Association has moved its head : EXTINGUISHERS 

quarters from 330 W. 42 St., New ai 


, ~s : ; . X “LARGE RADIUS ELBOW 
York City, to the Sheraton Astor \ “Aas 

‘ ne ’ \ LEAD STOPPLE 
Hotel In Times Square. The new : .  * ~POSITIVE BOTTLE CLAMP 


quarters provide enlarged office and rn Up ( -_ \> \SSTAINEESS STEEL CAGE 
meeting space —oe ; ms, \nwaten LEVEL MARKER 
; ; QMitaterroor 8 OZ. BOTTLE 
: : STAINLESS STEEL, 
ELECTRIC WELDED CONSTRUCTION 


Headquarters Moved 


er REV peter wy aes 


The ‘American Management 


Rockwell Division ra sonst LIGHTWEIGHT . . . 7 Ibs. or % 
A ’ ye “ lighter than ordinary types 
Expanding Production ; STRONG . . . tested to 500 Ibs., 
. ordinary types tested to 350 Ibs, 
Rockwell Mfg. Co. has started = ‘ DURABLE . . . rust, acid, 


. j ist t 
a modernization and expansion pro ‘ai Peccnnagaatna — 


gram designed to increase valve __—~-CONVEX BASE . . . for strength 
production 50% at its Barberton, ——~__ PLASTIC NOZZLE 

Ohio, Division, company officers a ___— CONVENIENT HANDLE 
innounced , : 








: _ 2%, GALLON SIZE AND 
Additional manufacturing and ; 20 & 40 GALLON WHEELED ENGINES 


shipping space is being provided in 


“hi UNDERWRITERS’ LABORATORIES, 
the 400,000 sq. ft. plant. Chief 
production alterations include AND FACTORY MUTUAL APPROVED! 


foundry renovation and machine 
shop expansion W..... you handle the Buffalo Fire Extinguisher 


line you can be sure you sell the finest because there's 
more fire protection built-in. Highest engineering 
standards, exacting manufacture and precision in 





spection produce the finest extinguishers possible 
Buffalo’s exclusive Distributor Sales Policy and con 
sistent advertising program to your customers direct 


HIGH-PRICED ATOMS ing sales to industrial distributors makes the Buffalo 


in j t al Buffal 
About two-billion dollars a year runs line very desirable. If you are not already a Buffalo 


the government's atomic energy pro- 
gram, equivalent to $250,000 every 
hour, every day, points out Power, Mc- WRITE TODAY FOR THIS COMPLETE 
Grow-Hill publication. In the past 12 POCKET GUIDE TO FIRE PROTECTION! 
years, 12-14 billion dollars have been 
invested in the program. 


Distributor, write today for complete information! 


SINCE 1895... 
BUFFALO FIRE APPLIANCE 


Cc 7 
SA YY OR Ne See 
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... Selling is my business 


‘Win Repeat Orders 


When you sell an EVERLASTING 
Duplex Blow-off Unit, you'll find that 
its many superiorities make a regular 
customer for you. 

These units combine a tight seal with 
resistance to wear... quick action with 
ability to withstand repeated operation 

. and long life that - been demon- 
strated for more than 40 years. 


You can sell EVERLASTING Duplex 
Units in any desired combination of 
quick- pe te ge valve, angle valve and 
“—— and all units fully meet 


WALTER FESIK: 


Dependability, 
Honesty Pay Off 


“This is repetitive selling—not a 
one-shot deal’ Walter Fesik, 
of Industrial Specialities Co., Paw- 
tucket, R. I. “You can’t be high- 
pressure; you've got to slowly build 
up reputation for dependability 
—on delivery promises, quotations, 
—- engineering advice. If don't 
know the answer, admit it; don’t 
try to bluff your way through. 

“You've got to call week in and 
week out, there’s point in 
trying to impress a buyer on one 
item or on one job. In the long 
run, he'll appreciate your honesty; 
hell know how much he can 
depend on you for general require- 


ASME code requirements. 
Write for catalog and price information. 


EVERLASTING VALVE CO., 63 FISK STREET, JERSEY CITY 5, N. J. 


Everlasting Val Ives 


av 5768 Says 


TRADE MARK “EVERLASTING REG US PAT OFF 





you 


SO no 


McGraw-Hill Mailing Lists Will Help Y 


®@ Merchandise your advertising © Conduct Surveys 
*® Get leads for your salesmen 
© Get inquiries about your product or service 
*® Pin-point geographical or functional groups 


* Sell Direct ® Build up weak territories ® Aid Dealer Relations 





Direct Moil is o necessary supplement to a well rounded Business Poper Advertising 
program. 

600,000 actual nomes of the top buying influences in all the fields covered by the 
McGraw-Hill publications make up ovr 150 mailing lists. These are built and maintained 
primarily for our own use, but they ore available to you for Direct Mail purposes. Pick 
out a list of YOUR prospect from our Industrial Direct Mail Catalogue. 
progressive companies are using Industrial Direct Moii regularly as 


More ond more, 
They effectively allocate a portion of their concentrate on the 


on advertising medium. 

best business publication. 
For complete, detailed information about ovr service, 

your copy of our free Business and Industrial Direct Mail cotalogve. 


Resuly- 


fill in the coupon or write for 


Direct Mail Division, McGraw-Hill Publishing Co., Inc 
330 West 42nd St., N. Y. 36, N. Y. 


Please forward my free copy of the McGraw-Hill 
“Industrial Direct Mail Catalogue.” 


Nome 





Company 





poe SAE 


Mc GRAW-HILL 


DIRECT MAIL LIST SERVICE 


Address 








City 





eae eee 








es erptupensemeem-amanpanbamens annate 
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ments and special problem needs. 
“One of the things that has 
helped me to deal with buyers is a 
hobby of  mine—photography. 
When I get a buyer who's inter- 
ested in a certain kind of drive, I 
show him photographs of similar 
installations I’ve sold. Such visual 
aids get his interest, and help 
establish a feeling of confidence 
because he sees we are familiar with 
conditions in his plant.” 


Atrax Co. Expanding 


The Atrax Co. has launched an 
expansion of its Newington, Conn., 
plant which will add 2,000 sq. ft. 
of manufacturing space for tung- 
sten carbide tools. 





Wolverine Tube 
Names Representative 


Wolverine Tube Division of 
Calumet & Hecla, Inc., has ap- 
pointed William M. Robertson 
sales representative in New York 
City succeeding William Bothwell, 
who has been transferred to a new 
assignment with the division’s 
Aluminum Department in Detroit. 

Mr. Robertson was formerly sales 
representative in Rochester, N. Y. 

Mr. Bothwell has been with the 
company for the past five years. 


Named to Ad Post 


Don F. Zimmerman has assumed 
new responsibilities in the advertis- 
ing department of Wolverine Tube. 
With the company 11 years, he was 
recently with the Industria] Engi- 
neering Department at the divi- 
sion’s Detroit plant. 


Sales Offices Moved 


Wolverine Tube has moved its 
Louisville, Ky., sales offices to larger 
quarters in Iroquois Plaza, South 
3rd St. Jack Sheehan, sales repre- 
sentatives, will have his headquar- 
ters there. 


Blair Pin Bolt 
Bought by Polis 


J. D. Polis Mfg. Co. has pur- 
chased Blair Pin Bolt Co. of Chi- 
cago and Los Angeles. Manufactur- 
ing and sales will be integrated with 
the Polis manufacturing facilities 
in Chicago. 

Blair’s line of expansion anchors 
and bolts will now be marketed 
under the name, Bulldog Pin Bolt 
Drives, and will be added to the 
present line of expansion anchors 
bearing the Bulldog trade name. 


Handles Northwest Area 


W. C. Gettemy, Rocky Moun- 
tain area representative for Nichol- 
son File Co., will temporarily handle 
the Northwest territory formerly 
served by William V. Horgan, who 
died November 4. 








UTES revs i 


HAE-MG-103,55 


4 


PROFIT POSSIBILITIES 
eee for you! 


A COMPLETE LINE 
DESIGNED FOR A WIDE RANGE OF SPECIALIZED NEEDS 
BACKS YOU UP. 


You can best satisfy your customers’ needs with Madesco 
blocks because they embody performance-features de- 
veloped through 30 years of specialized experience. Your 
basic inventory, plus our fast factory-to-you service 
means maximum sales, fast turnover, top profit. Your 
customers get blocks that assure utmost safety, top 
operating efficiency, longer block-life under the most 
exacting conditions, at competitive prices. Madesco 
Blocks in stock assure you constant repeat sales 
from satisfied customers and new sales created by 
recommendation and aggressive advertising. Write for 
illustrated catalog, today. 


MADESCO TACKLE BLOCK CO., EASTON, PA. 


ae eA - 


< 
a 


4 
> 


SLEEVES and SOCKETS 


and a complete line of Collets 


USE-EM-UP STANDARD 
TYPE aa TYPE 


COLLIS Taper Tools are made by men skilled in this type of manufacture 
Users get long satisfactory service from Collis Equipment and find the answer to 
all drilling, reaming, and tapping needs in the Collis Line. 


We can give prompt service on orders for Lathe Centers, Arbors, Drill Drifts, 
and Magic Type Chucks as well as no Sleeves and Sockets and Collets. 


"Call Collis for Service’ 


oom THE COLLIS COMPANY seven 


DEPT. A, CLINTON, IOWA 


INDUSTRIAL DISTRIBUTION # JANUARY, 1956 





Mail Coupon for This 
FREE CATALOG of 


SPAN 


COPPER TUBE 
FITTINGS 


One of America’s largest inven 
tories of high quality brass 
A. L. Caney = fittings for use with copper tub 


aa ° ing. Manufactured by Span to 
Puthill Pump rigid specifications. We welcome 


Names Sales Head your inquiries 


Now being advertised in EIGHT ruthill Pump Co. has appointed "SPAN BRASS MFG. CO. 
leading metalworking magazines A. L. Caney as general sales man- 300 Wilson Street 


Otsego, Mich. 
alesforyou! | “S" ie 
to help develop more sales for you He has been district representa- 
Spon Bross Mfg. Co 


tive in the Midwest for Diamond 300 Wilson St. Otsego, Mich 

Chain Co. and assistant manager of Re ee aap eee see 
engineering sales for Crane Co. He Name Title 
served in the Air Force in the Korean Compore 


r Street No 
War. 


YMA pa ne 


Names Two Directors 


Yes, aggressive, hard-selling advertise- ; . . ’ 

ments are now appearing regularly in Standard Pressed Steel Co. has Packa ed 
eight of the leading publications reach- appointed two new directors. Joseph g 

ing your customers in the metalworking ‘ 

market. And that’s just one of the W. Fribley and Homer H. Marsh 

many reasons why Ace Drills are ring- man. 

ing up record sales for distributors 
coast-to-coast More important, of Mr. Fribley 1S president of Cleve 
course, is the quality inherent in every land Cap Screw Co. which recently 
Ace Drill. They're the finest that money 

can buy, yet they're competitively priced. merged 
And that means more sales and vol- Steel cartons 


ume repeat business for you. Add to 
this the fact that the Ace Distributor Mr. Marshman is senior partner | Wo Extra Cost 


Franchise Agreement is one of the best of Marshman, Hollington & Stead 
in the industry, and you've got a win- . 
ner! Send coupon today for full details! man, Cleveland law firm 


with Standard Pressed in standard 


WELDED and SEAMLESS STEEL 
| ACE DRILL CORPORATION WROUGHT IRON @ ALUMINUM 
| Adrian, Michigan — BRASS, COPPER, STAINLESS 
CHROME PLATED BRASS 
Stenderd « Extra Strong ¢ Double Extra Strong 
! MATRIMONY POPULAR GAUGE SYPHONS ¢ LONG SCREWS 
TT NIPPLES © TANK NIPPLES 
To eliminate any possible genetic 7” RIGHT pe LEFT NIPPLES 
| effects from radiation, a Canadian VICTAULIC TYPE NIPPLES 
| 
| 
| 





| Gentlemen: Please send me your complete line catalog | 
| No. 52), and full information on your Distributor's | 
| Franchise Agreement 


atomic plant forbids married couples 
i hemical 
from working at the plant, Chemica RADIANT HEAT BENDS 
Week, McGraw-Hill publication, re- 
- 3 PIPE BENDING 
ports. However, an official at the 
plant admits that “it’s difficult to to 6” Diameter 


| 
ACE DRII i prevent single people who meet on 
P=) 





the job from marrying each other.’ 

ADRIAN, MICHIGAN Wsburgh NIPPLE WORKS, Inc. 
, 1455 SPRING GARDEN AVE PITTSBURGH 2 PA 
ORIGINATORS OF ""GROUND-FROM-THE-SOLID” DRILLS | 
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COFFEE BREAK gives Noah Gordon 
and R. G. Hammell a chance to map 
sales strategy at Patron Transmission 


Co., New York City 





Aluminum Plant 
Planned in Quebec 


British Aluminum Co. has an 
nounced plans to build a $130 
million primary aluminum produc- 
ing plant at Baie Comeau, P. O., on 
the north shore of the St. Lawrence 
River. 

Clearing operations in the heavily 
wooded area will begin soon and 
plant construction will start next 
spring. The plant will produce 320 
million Ibs. of aluminum ingots 
annually. 


Service Tools Group 
Names Officers 


The Service Tools Institute, trade 
organization of hand tool makers, 
has elected Hovt C. Pease president 
and Eugene J. Muldoon vice presi- 
dent. 

Mr. Pease is vice president and 
general manager of The Stanley 
Tools Division of The Stanley 
Works. Mr. Muldoon is 
manager of the Hand Tool Division 
of the New Britain Machine Co. 


sales 


Joins Greer Hydraulics 


Greer Hydraulics, Inc., has ap 
pointed John W. See as application 
engineer for hydraulics devices used 
in the materials handling industry. 
He was formerly with Allis-Chal 
mers Mfg. Co. 


answer to every small hole 


Drilling and Tapping problem 


Multiple Heads 


lead Screw Tapping Unit 


Also: 
indexing Fixtures 
Special Machines 
Drill Chucks 
Tap Chucks 


aa 
Or 


CHICAGO 


Ettco is the one source that can meet every 
small hole drilling and tapping need. Ettco 
makes everything from chucks right on through 
to complete multiple drilling and tapping 
“specials”. 
To you, as an Ettco distributor, this means 
that you can meet all your customers’ drilling 
and tapping needs faster, more efficiently—ot 
greater profit. 
It also means that by dealing with the one sup- 
plier who can offer undivided responsibility and 
complete, authoritative answers to every small 
hole drilling and tapping problem, your selling 
job is easier . . . your inventory problems are 
simplified and your delivery schedules 
can be met on time. 
It’s just good sound business to talk Ettco 
every time small hole drilling or tapping comes 
up, because—whatever the application, there's 
an Ettco-Emrick product to do the job faster, 
better and more economically. 

_> Ettco-Emrick equipment covers 
the entire small hole 


drilling and tapping field. 





| ANNOUNCING—A NEW 
SALES POLICY 


The aim of Ettco’s new 
policy is to build a strong and 
aggressive distributor organiza 
tion. Toward this end, we are 
appointing Authorized Distrib 
utors through whom all Ettco 
Emrick equipment sales will be 
channeled. 


sales 


Want the inside information? 
Write for details. 








ETTCO TOOL CC., INC. 
569 Johnson Ave., Brooklyn 37, N. Y. 
° DETROIT ° 
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kes the BELTING 
Cloak makes more 
sales for 
b> YOU! 


the most complete line of the RIGHT belting for any job! 


@ For over thirty-five years GLOBE BELTING has been 
proved through octual service, and improved through con- 
stant research. GLOBE is accepted by industry as a source 
of strong, durable belting for any job, because it is engi- 
neered for particular jobs. 


With GLOBE, a large part of your selling job is done. New 
customers quickly realize its superiority, assuring you easier 
initial sales. Present users, knowing GLOBE’S dependable, 
complete service, assure you ready-made profits through 


repeat business. 


The GLOBE line, each in a full range of widths and plies, 
all available with special treatment for ANY job includes: 


* SOLID WOVEN WHITE COTTON BELTING 

* KANRY-TEX BELTING 

* PLASTIC AND CELLULOSE COATED BELTING 

* ENDLESS WOVEN BELTS, COTTON OR NYLON 
STITCHED CANVAS BELTING 
WHITE, BLACK OR BROWN NEOPRENE BELTING 
WEBBINGS 
SIFTER BRUSHES 


Write today for complete details on handling GLOBE, 
the complete textile belting line. Write Dept. D. 


1400 CLINTON. STREET e« BUFFALO 6, NEW YORK 


4p GLOBE WOVEN BELTING CO., INC. 
PLA 


KNOWN FOR QUALITY THE WORLD OVER 
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Robert J. McIntire 


Hoover & Allison 
Adds to Staff 


Hoover & Allison Co. has made 
two appointments to its sales staff. 

Robert J. McIntire will repre 
sent the company in Indiana and a 
section of Ohio. 

Neil S. Wright, who has been 
with the company since 1948, has 
been promoted to the Xenia office 
sales division. 


Neil S. Wright 





To Sell for Arcos 


Arcos Corp. has appointed the 
following firms to handle its lines: 
J. W. Fraser & Co., Charlotte, 
N. C.; United States Welding 
Works, Denver, and Ferguson 
Welding Supply Co., Benton Har- 
bor, Mich. 





Tool Engineers Th Ch +4 
Add Chapter ee e ain 
The American Society of Tool ACCO 


Engineers has added its 11th stu- 
dent chapter by chartering a group product 
of engineering undergraduates at 
Lawrence Institute of Technology. 
James R. Weaver, of the East 
Springfield (Mass.) plant of West- 
inghouse Corp., has been elected 
vice chairman of the A.S.T.E. Re- 
search Fund Committee. 


i te 


Program kits Offered 


ur & ters Wer .@-ear « 


New program kits for speakers 
on technical subjects have been 
prepared by the American Society 


-&, “er -@, 


of Tool Engineers. 

Designed for presentation by 
“any qualified individual in the field 
of engineering,” they will consist of 
speaker’s manuscript, visual aids, 
and some 25 copies of the program 
for distribution to the audience. 

The first kit of the series, “The 
Forces in Single Point Tool Metal 
Cutting,” requires 42 minutes de- 
livery time and is illustrated with 
2 by 2 in. colored slides. settaes dihin ban 

The kits are available free except : 
for postage and insurance on the 


slides from the society’s National ACCOLOY WE LD 125 
Program Committee at 10700 Puri- = 
tan Ave., Detroit. 

is available in 9 si 

is GValaDdie IN w SIZES 


e The sensational new Accoloy X-Weld 125 chain stands out 
distinctively and is a leader among quality chain. Its unique 
link formation, with the king-size welded area, identifies 
it instantly. 

Welds with these alloy lugs are as strong or stronger than 
the alloy material. Kinking is prevented by the projecting 
lugs—chain hangs straight as a die! 


to supervise export sales, which will Accoloy X-Weld 125 chains are avail- 
1,” 34" 14", Be” 
» > 8% 


be combined with New York terri- pee pe res: able now in five sizes a> Ye» 42 

tory sales at Laclede’s new offices | its big welded oreo and 34”. Recommend them for slings, 

. : —2% tim n- e ° ae Teg. . 

in Manhattan. Pte tae ogy towing, bundling, general utility jobs. 
Write our York, Pennsylvania, office for 


Bulletin DH-139. 


—_—— 
he 


& YS! &- ter s&s YE? -*@ Yer aA YS 


Laclede-Christy 
Names District Head 


Laclede-Christy Co., Division of 
H. K. Porter Co., has appointed 
Edward F. Jennings as New York 
district sales manager. 

With the company since 1934, 
he has handled export sales for the 
past three years. He will continue 





OIL FOR SYRIA 
Syria's first oil refinery, a 12,000- A ican Ch in Division 


barrel-per-day operation, may be con- / 
structed by a Yugoslav construction ae N AMERICAN CHAIN & CABLE 
agency ot a cost of $3,000,000, Pe- i 

treleum Processing, McGrew-tiil pub- York, Pa., Atlanta, Boston, Chicago, Denver, Detroit, 
lication, reports. @~) Houston, Los Angeles, New York, Philadelphia, Pittsburgh, 
Portland, Ore., San Francisco, Bridgeport, Conn. 
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\ nA . 
ernetty what your 
customers want in 


a vise... 
WE WANT YOU TO KNOW THAT- 





1—You can have a complete and 
dependable source for vises 


—You can have a simple answer 
to better vise business 


AFTER THE MOVE from Providence 
to Johnston, R. I., Bruce Hallberg and 
Alex Walsh, Barker-Chadsey Co. con- 
fer on final improvements. Quarters pro- 
vide 60,000 sq. ft. of space 





Pesco Products 
Names Sales Head 


Donald R. Spotz has been ap 


| pointed general sales manager of 


| Pesco Products Division of Borg 


You will find it a pleasure to do 
business with us 


You will have every sales ad- 
vantage 


You will sell vises that stay sold 


You will be glad you sell Morgan 
Vises—so will your customers 


| Metal 


, MACHINISTS’ VISE 
Solid Jaw Stationary Base 


SHEET METAL 


~ 


aa 

= ¢ 
MACHINISTS’ VISE HINGED PIPE 
Solid Jaw Swivel Bose 


tie 
UTILITY BENCH COMBINATION PIPE 


@ We want to be your source of supply be- 
couse we know that we can do a good job 


for you. let us prove it! Morgan Vises are 


unconditionally guaranteed 


MORGAN VISE COMPANY 


1I1O NN. JEFFERSON ST. 
CHICAGO 6 ILLINOIS 
Established 1892 ¢ 


Write for the Morgan Distributor Plan. 


| Warner Corp. 


With Thompson Products, Inc., 


| for the past 14 years, he was recently 


| sales manager for ‘Thompson's Ac 
He is a Univer 
sity of Pittsburgh graduate 


cessories Division. 


Parker Names Firms 


Parker Appliance Co. has ap 
pointed Louis H. Hein Co., Jersey 
City, N. J., and Milam Aircraft & 
Industrial Supply Co., Dallas, and 
Corp., Memphis, 
Tenn., to handle certain of its lines 


Goods 





DISPLAY arrangement is one of the 
duties of Jack Bligh, sales supervisor, 
H. F. Soderling Co., Seattle. 
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DISTRIBUTORS 


can’t sell 
GENT EO) ia. a 


can’t buy 


BETTER FILES 
than 


VIGAT, 
p> BRAND On 


FILES 


SWISS PATTERN 


That's been true 
for 50 years and it's 
true today. 

We help Distribu- 
tors make money 
by selling SOLELY 
through them, and 

1 giving them the 
SERVICE and qual- 
ity files they need. 

We keep Custom- 
ers coming back for 
more by the supe- 
ricr workmanship 
and extra fine qual- 
ity we put into 
these fine files. 

The line is com- 
plete. All sizes, 
shapes and cuts. 
Made in both Amer- 
ican and Swiss pat- 
terns, to the most 
exacting stand- 
ards. 


\ 


ys 


\ 


A i 


CARSON-NEWTON CO. 
Belleville, N. J. 


CARSON 
NEWTON 





Mechanical Engineers 
Hold Chicago Meeting 


“The Engineer and the World of 
Commerce and Industry” was the 
theme of this year’s annual meet- 
ing of the American Society of Me- 
chanical Engineers, held recently in 
Chicago. 

More than 4,500 engineers and 
others attended the event, which 
climaxed the society’s 75th anniver- 
sary celebration this year. The 
American Rocket Society, A.S.M.E. 
affiliate, celebrated its 25th anniver- 
sary. 

Some 350 technical papers 
were presented in 100 sessions in 
numerous fields, including applied 
mechanics, boiler feedwater studies, 
fluid metals, fuels, heat transfer, 
hydraulics, instruments and regu- 
lators, lubrication, machine design, 
management, materials handling, 
mechanical pressure elements, 
metals engineering, process indus- 
tries, power, rubber and plastics, 
production engineering, rubber and 
plastics, wood industries and safety. 

Speakers included Lieutenant 
General James H. Doolittle, vice 
president of Shell Oil Co.; Charles 
F. Kettering, director of General 
Motors Corp., and William Francis 
Gibbs, president of Gibbs & Cox, 
Inc. 

Inspection trips were conducted 
through the R. R. Donnelly & Sons 
plant, a Commonwealth Edison Co. 
generating station and the Museum 
of Science and Industry. 

A number of colleges and techni- 
cal institutes held reunions at the 
meeting. 

The society 
Exposition of Power & Mechanical 
Engineering at Chicago Coliseum 
concurrently with the meeting. 


sponsored an 





NEEDS IN COPTER AGE 


As the number of helicopters in- 
creases, the need for more and better 
navigation instruments also will in- 
crease, according to Electronics, 
McGraw-Hill publication. The copters 
are harder for man to handle, espe- 
cially in night or blind flying. 











B-RIGHT-ON 


SOCKET SCREW PRODUCTS 


nes 


always measure up! 


Product, Promotion, Policy . . . on 
these crucial distribution factors, 
B-RIGHT-ON always measures up. 
It is the result of Brighton’s fair 
play policy . . . and your assurance 
of extra profit and extra customer 
good will. 


From factory to you to the customer, 
B-RIGHT-ON products are satis- 
faction controlled. They always 
measure up on: 

PRODUCT Carefully selected ma- 
terials, precise modern production 
methods and rigorous inspection 
guarantee consistent high quality. 
PROMOTION— Users are reminded by 
persistent national advertising that 
they can count on their B-RIGHT- 
ON distributor for what they need, 
when they need it. 
POLICY—Brighton sells through dis- 
tributors, backing up their salesmen 
with factory experts, and their 
stock with centrally located factory 
reserves. 

Write for the B-RIGHT-ON Dis- 
tributor Profit Plan. Compare it 
with others on Product, Promotion, 
Policy and PROFITS. Prove to 
yourself that 


THE BRIGHTON SCREW & -sigergha te co. 
1827 Reading Road 2, Ohie 


BS) 


4 
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FENWAY PORTABLE NIBBLER—14 Gauge 


arouses interest 


wherever metal is cut 


Rugged, Versatile: Here's a 10”, 8 Ib. 
portable Nibbler with guts enough to chew 
through 14 gouge stainless—without dis- 
torting either side. Perfect for irregular 
shapes, templotes; cuts corrugated sheet, 
Openings in pipe, without damaging con- 
tour. Will cut a %” radius. Handy in tight 
places. 


CUTS OPENINGS 
IN PIPE 


AS A BENCH TOOL 


Sells Everywhere: The Fenway Portable 
Nibbler gets you a hearing almost any- 
where sheet metal or pipe is cut... dem- 
onstrates impressively. In both production 
and maintenance work, Fenway Nibblers 
have solved problems, saved money for 
hundreds of users including Otis, Carrier, 
Esso, RCA, GM, DuPont, GE, North American 
Aviation, Kirk and Blum. 

Complete Line: Right now, Fenway offers 
the 14 gavge Nibbler, a light-duty 18 
gauge Nibbler, and a special 90° head for 
either. Coming soon—an 8 gauge shear, 
@ powerful 8 gauge Nibbler, and a portable 
jig saw and file. Send now for literature 
on the profitable, nationally advertised 
Fenway Nibbier line and for information 
on distributorships. Fenway sells only 
through distributors. 


FENWAY Machine Company 


Edgemont & Cle tine Sts. Phila. 34 


Please send more information on 

( Fenway Nibblers (] Distributorships 
Name = 

Company 


Address 





HOURLY EARNINGS 


OF INDUSTRIAL PLANT WAGE EARNERS 
Source U. Ss. Bureau of Labor Statistics 


| (Right hand scale) 




















1953 1954 196 
Average hourly earnings: Sept., $1.90; Aug., $1.88; Sept. 54, $1.8! 
National Research Bureaw 
HOURLY EARNINGS of industrial plant wage earners went over the top in this 
chart when the September average weekly earnings hit $77.90. Other industries, 
including distributors, have been affected too. Wages are a major ingredient of dis- 
tributors’ rising cost of operations today 


Rust-Oleum Holds Annual Sales Meeting 


| | } 
rottirsatrnaales Lirptitititii a” ee 
1940 1945 1950 6 4 


Results of radioactive research on products highlighted program at this meeting of 
factory representatives. Marketing theme for 1956 was outlined. 


Otto Bernz Building New Plant 


First unit of this modern plant in Rochester, N. Y., is now in use for Otto Bernz 
Co. Plant on 30-acre site will increase firm’s production facilities four-fold. 
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Minneapolis-Honeywell 
Promotes Three 


Three field sales engineers have 
been promoted to industrial division 
posts by Minneapolis-Honeywell 
Regulator Co. 

James W. Hughes has been ap- 
pointed regional industrial sales 
manager of the Midwest region with 
headquarters in Chicago. Raymond 
A. Zack has become industrial sales 
manager in the Hammond, Ind., 
branch office and Paul R. Sharadin 
has been named to the new position 
of regional application engineer for 
the Southwestern region with head- 
quarters in Dallas. 

Mr. Hughes joined Honeywell as 
an industrial sales engineer in Char- 
lotte, N. C., nine years ago. He was 
manager of the Birmingham, Ala., 
branch office before his present 
transfer to Chicago. 

Mr. Zack joined the Baltimore 
branch industrial sales staff six years 
ago. He was transferred to Chicago 
as an industrial sales engineer in 
1954 and to the Hammond, Ind., 
office in January, 1955. 

Mr. Sharadin joined Honeywell 
as an industrial controls service en- 
gineer in Dallas four years ago. After 
a year he entered industrial sales 
work in the E] Paso, Texas, office. 
Since 1954 he has been in charge 
of industrial sales in Odessa, Texas. 


Named by Allis-Chalmers 


Herbert K. Kingsbury has been 
named manager of product sales 


of the centrifugal pump section of | 


Allis-Chalmers Mfg. Co.’s Norwood 
Works. 





SAMPLING EN ROUTE 


Riders on a Dailas bus line soon may 
have the opportunity of sampling free 
marchandise while traveling, accord- 
ing to Bus Transportation, McGraw- 
Hill publication. The bus line has of- 
fered national manufacturers the 
chance to charter the services of six 
attractive hostesses, who will distrib- 
ute the wares of companies buying 


the service. 











Everywhere-Every Way 





HOME 


RUBBER ~~ 
SERVICE 





4 
BELTING 


Transmission Conveyor 
Elevator 


HOSE 


Steam — Acid — Mill 
Chemical — Creamery 
Suction — Water — Air 
Jetting — Sand Blast — 
Fire 


PACKING 


Sheet and Rod Packings 
for every purpose 


“N.B.O.” 


the original 
BLACK SHEET 
PACKING 











Delivers the Goods 


to Distributors! 


Experienced distributors know anyone 
can give the “usual” service deliveries on 
mechanical rubber goods. But HOME 
SERVICE delivers the quality goods you 
must have when no one else can, around 
the clock, day or night, anywhere but 
QUICK! Been doing it for 75 years— 
haven‘t failed yet! Don’t lose sales or 
customers—use dependable HOME RUB- 
BER SERVICE all the time and always be 


sure of on-time deliveries! 


The HOME RUBBER CO. 


TRENTON, N. J. 


Branches: New York * Chicago 


When you get in a TOUGH SPOT, 
get out with Home Rubber Service 
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Mr. NUTS’ N BOLTS says... 


“= 10 to 1 Multi-Duty PLIERS 
Amazing new 3-piece design multiplies 
hand power 10 times. 4 position parallel 
jaws give non-slip grip on nuts, bolts, 
anything—in hard to reach places. Won't 
chew corners off nuts. Maximum parallel 
jaw opening is more than 1% inches. 


Triggermatic VISE PLIERS 
Sheer mechanical magic. Locks on with 
one ton grip, releases instantly, gently with 
a touch of the finger. Five tools in one— 
Hand Vise, Nut Wrench, Pipe Wrench, 
Clamp, Pliers. Designed to do more work 
easier—faster for shop or home use. 


Gripso-Matic PIPE WRENCH 


A flick of the wrist, a tap of the hand and 
pipe turns instantly, perfectly. Streamlined, 
lightweight, works twice as fast as other 
pipe wrenches. Works easily in tight places 
—a brute for strength— 


All tools guaranteed 
See your jobber or write HW. R. BASFORD CO. 235 15th St., San Francisco 3 Dept. ID! 


GAS 
OR 


Dealers _ ELECTRIC 
You can sell 


this line 
Profitably! 


§ =: 
r Oecaase 
@ 32 Standard Models $98.50 and up — require no 
measuring — no installation. 
Complete specifications and prices are given in 


BATCH OVENS ovr tatalog sheets. 


This line is nationally advertised and accepted. 


BENCH TYPE OVENS 


Every Oven is fully guaranteed 
You carry no stock 
Substantial discount on all models 


These Ovens have been proved in over 10,800 
installations in every type of application 


it will pay to look into this line — write today 


(4 GRIEVE-HENDRY CO., INC. 


CABINET OVENS 1416 W. CARROLL AVENUE, CHICAGO 7, ILLINOIS 


INDUSTRIAL DISTRIBUTION © JANUARY, 1956 


STRATEGY BOARD at Hansen & 
Yorke Co. of New Jersey, Woodbridge 
includes Ken Yorke and Al Redlich 





Expands Two Plants 


Expansion of The Trane Co.’s La 
Crosse, Wis., plant 4, and its Scran 
ton, Pa., plant has been announced. 
Some 90,800 sq. ft. will be added to 
the La Crosse plant and 30,000 sq 
ft. will be added to the Scranton 
plant. The additions are scheduled 
to be completed the first six months 
of 1956. 


Research Head Named 


Hewitt-Robins, Inc., has ap 
pointed Donald V. Sarbach to the 
newly-created post of research 
director. He was formerly with The 
B. F. Goodrich Co. as technical 
manager for development of new 
industrial products. 





INSIDE WORK at Saffron Supply 
Co., Salem, Ore., is handled by Dan 
Gassner, store manager 





Fast Tax Write-offs 
Now Over $31 Billion 


The Government has allowed 
fast tax-write-offs for defense-con- 
nected facilities valued at $31,264.,- 
554,000 since 1950, according to 
a recent report of the Office of 
Defense Mobilization. 

Some 20,166 permits have been 
granted since the program was 
started. Under the program, part of 
the cost of a new plant or facility 
can be depreciated for tax purposes 
in five years, instead of the longer 
period required by law which may 
be as long as 25 years. To qualify, 
the industry applying for the permit 
must be producing materials or 
services that would be needed in 
time of war, in a field where a 
mobilzation goal has not been met. 

The O. D. M. issued permits for 
facilities worth $93,120,648 during 
the most recent two-week period 
it has reported on, from September 
22 through October 5. 

Topping the list was a $30.1 mil 
lion expansion project of Bethlehem 
Steel Corp. at its Sparrows Point, 
Md., plant, which makes steel plate 
for ships. Other permits went to 
Bath Iron Works Corp., for $2,117,- 
721; Pima Mining Co., $8,873,000; 
Rare Metals Corp. of America, 
$2,354,276; and Mines Develop 
ment, Inc., $1,690,450. In addition 
large improvement projects were 
authorized under the write-off plan 
for the New Haven Railroad, four 
airlines, and a pipeline 





SOVIET ENGINEERS BLAMED 


“Misdirected engineering plans” 
given to China by Soviet engineers 
have been blamed for increased 
floods in Central China, Engineering 
News-Record, McGraw-Hill publica- 
tion, says. It is reported that the 
number and severity of floods in this 
area have increased with the number 
of river engineering jobs done in re- 
cent years, and latest floods are said 
to have reached such a proportion that 
flood news is critically censored. 











BARNES 


SALES ENGINEERS 
INCREASE 


DISTRIBUTOR SALES 


Each BARNES SALES ENGINEER has one big objective —to increase 
your sales of Barnes hack and band saw blades. 


Besides being a metal sawing expert, thoroughly trained at the 
factory, the BARNES SALES ENGINEER also serves in the capacity 
of a salesman, an instructor and a “merchandise advisor.” 


As an expert, he offers reliable advice on your customers’ metal 
cutting problems. 


As a salesman, he sells your customer on the advantage of buying 
Barnes blades from you. 


As an instructor, he trains your salesman either by working with indi- 
vidual salesmen on-the-job or through group sales meetings. 


As an advisor, he works closely with you to maintain inventory at 
the proper level. He assists you with display material and other 
sales aids; and readily keeps you informed of new sales promotion 
material and techniques. 


Your BARNES SALES ENGINEER is a vital part of Barnes’ services, 
rendering a valuable service to you—AND to your customers. For 
every Barnes distributor, there is a BARNES SALES ENGINEER espe- 
cially designated to give him complete assistance. Like every 
Barnes hack and band saw blade, you can depend on a BARNES 
SALES ENGINEER. 


For 36 years Barnes has helped its distributors increase their 
sales of blades, produce satisfied customers and keep them sold 
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Sell these 3 Great Names 
in Belt Fastening 
and Repairing 


- « « THEY MEAN MORE 
PROFITS TO YOU! 


Pe 


FLEXCO FASTENERS 
... the quality fastener that does an out- 
standing job in joining and repairing 
conveyor and elevator belts. 





FLEXCO HINGED FASTENERS 


are used for joining extension conveyors. Has 
removable hinge pin. Troughs naturally. 


ALLIGATOR V-BELT FASTENERS 


and open-end V-belting. Your customers 
can make up belts in any length to fit any 
drive, the fast economical way. 


” ALLIGATOR 
CONVEYOR 
j BELT LACING 
, f is universally used 
“<riieeien to join flat conveyor 
ps 5 ; belts of any width. | 
. Only a hammer re- | 
quired to apply it. 


REMA, the new, 

and amazing self-vul- 

canizing rubber re- 

pair material that 

adds years of life 

to conveyor 

belts. 4 

The FLEXCO-ALLIGATOR Prestige Line | 
—sold by key distributors everywhere | 


FLEXIBLE STEEL LACING CO. §& 
4633 Lexington St., Chicago 44, Ill. | 


258 





Operations Ideas — Can You Use Any? 





Registers 
Floor Lift 
Bulk Bins 
Shelving Folder 
Photo-Copying Machine 
Self-Sticking Numbers, Letters 
Electric Typewriter 
Inside Lock Release 
Truck Leveler 
Ramp, Truck 
Loading Ramp 
Photo Copy Machine 
Inter Office Telephone 
Rolling Deck 
Magnetic Board 
Copy Holder 


Registers 

The manufacturer is offering a 
new six-page folder describing the 
complete line of new model auto 
graphic registers for handwriting 
sales records, invoices, billing and 
shipping. It covers the electric and 
auditor type register as well as the 
regular line. It includes description 
of all forms and supplies used in 
business systems for all types of re 
tailers, wholesalers, manufacturers, 
institutions and government agen 


cies. 


Floor Lift 


Now floor-to-floor transfer of 
merchandise can be accomplished 
automatically at the touch of a but 
ton with a new lift just introduced 
The maker claims it can do the job 
of a standard freight elevator at a 
savings in floor space and installa- 
tion costs. It is of steel construction 
and efficiently lifts up to 750 Ibs. 
dead weight. Safety is provided 
with two roller chains, each of which 
is alone capable of supporting an 
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entire load. Automatic stops prevent 
overrunning and the hydraulic cir- 
cuit is mechanically locked in posi- 
tion should power fail. The entire 
unit is shipped in three parts and 
may be installed on the job in a 
single day. It uses ordinary house 
current which operates a 115-volt 
single phase motor. 


Bulk Bins 

These steel bins are designed pri- 
marily for the hand storage of goods. 
Unique assembly of the units permit 
the creation of storage facilities as 
daily needs dictate. No special labor 
is required for fast set-up, expansion, 
disassembly or relocation at any 
time. Additional sections are easily 
added and intermediate shelves are 
designed for simple replacing as 
inventory requirements change. 


Shelving Folder 


The way to efficient storage is de- 
scribed in a new 48-page illustrated 
catalog now available from a large 
manufacturer of shelving. The cat- 
ilog is designed to assist users in the 
selection of the proper shelving 
items to take care of standard and 
special requirements and covers steel 
storage shelving, shop equipment 
ind steel storage cabinets. 


Photo-Copying Machine 


\ new, completely redesigned 
combination printer and processor 
for dray process photo-copying is 12 
Ibs. lighter than the previous model 
ind can be more easily serviced and 
cleaned. An improved light source 
and new exposure control system 
allow ease of operation while in- 
suring a true copy. 


Self-Sticking Numbers, 
Letters 

Individual, self-sticking numbers 
and letters in six sizes, from 4 to 5 
in. high, mounted on handy dis- 
penser cards are sold in two colors, 








black on white and black on yellow. 
They are made of impregnated cot- 
ton cloth with a temperature re- 
sistant pressure-sensitive adhesive. 
They fill the need for a simple, low 
cost method of marking bays, bins, 
columns, posts, barrels, shipping 
containers, machines, doors, etc. 
And they look neat. 


Electric Typewriter 








Billing, statistical and manuscript 
typing, which require frequent re- 
turn to either of two different left- 
hand margins can now be handled 
quickly, simply and accurately with 
this new typewriter. An illustrated 
bulletin sheet describing the ma- 
chine are available from the manu- 
facturer. 





Inside Lock Release SOCKET SCREW 
If you have trouble with persons DISTRIBUTOR 


being locked in your place, you can 
attach this device inside the door, 
gate or window. When the button 
is hit, it breaks a control glass on 
the outside of the door or gate. This 
automatically releases a pin which requirements faster because he’s got every- 
holds the hasp padlock in place. thing you need right at hand .. . in stock ready 
The door or gate then can be pushed Sn inenedtate deliwery. 

open. It can be attached to a closed , 

circuit electric alarm system and = ¢QMPLETE IN SELECTION . . . The Blue Devil — 


activate a siren, bell or warning light + 


COMPLETE IN SERVICE... Your Blue Devil 
Distributor can take care of your socket screw 





line is a large one . . . sockets in all sizes and 
styles to give you exactly what you want. And 
Truck Leveler if you don’t know just what you want, your 


A new model of an adjustable Blue Devil Distributor has plenty of socket Socket Cap Screws 


truck leveling device is specially de screw experience to help you out! 
signed to save dock space and is 
specified for use where conventional 


dock leveling devices cannot be 
1m : ‘ , j Socket Pipe Plugs Socket Stripper Bolts 
used. The unit is built into the | 
pavement in front of a loading dock | = 
Socket Set Screws 


and by means of a_ heavy-duty 
hydraulic system, raises or lowers an |  Fiot Heod Cap Screws 
over-the-road truck or trailer until 


the bed of the vehicle is even with ACTUAL CROSS-SECTION DIAGRAM 
the dock. shows how cold forming of Blue Devil Socket head : D_ 
¢ 5 


insures unimpaired fiber continuity 


Socket Screws Exclusively / 
Solutions to 13 difficult dock Cacety Cocxer Cerew Company 


loading and yard problems are out =o 
lined a ehaleae 4.pave folder de 6500 Avondale Avenue - Chicago 31, Illinois 
ined in a new +page der de cose: Gene Gaal 

scribing applications of a magnesium AUTHORIZED INDUSTRIAL DISTRIBUTORS 
dockboard or yard ramp. The same Call your Blue Devil Distributor . . . now 


Ramp, Truck Socket Screw Keys 
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SERVICE 


...assures better storage facilities 
for less money 


- 


Take advantage of 

‘o's Free Layout Service 

to obtain weitebl e advice on the number 

and type of storage units to buy .. . complete floor 
plans and elevation drawings showing best way 
to arrange units within your allotted storage 

area. You will thus be able to make maximum 
use of your floor space, save steps, speed 

customer service, and simplify inventory 

stock control. 

If you would rather lay out your own facilities, 
send for fact-crammed, fully illustrated booklet 
“How to Solve Your Storage Problems.” 

Both “assists” are further evidence of Equipto’s 
primary concern with providing super-efficient 
storage facilities—not in merely selling equipment 


EQUIPTO SELLS ONLY THROUGH JOBBERS — NEVER DIRECT 








Division of Aurora Equipment Co. 
825 Prairie Avenue, Aurora, IIlinois 
Steel Shelving . . Parts Bins . Drawer Units 








Have your pick of 7,000—that’s 
right, “seven thousand”’—-sizes. 
RIGHT OFF THE SHELF! And 
that’s not all. We can give you 
speedy service on “specials,” 


: : © too. “Don't” turn down your 
| j customers’ inquiries on special! 
items. Turn them over to us 
| 





If it’s stainless, we can moke 
>» it. We mill, drill, grind, tap, 
slot, thread, head, stamp and 


Ou } ‘ bend. We'll get off to a quick 
. start from either a blueprint or 


sample. 


STOCK OR SPECIAL .. . LOOK 

TOO] Y ) TO STAR FOR STAINLESS STEEL 

FASTENERS RIGHT OFF THE 
, SHELF TO YOU: 
a STAINLESS STEEL 

or “ae ’ Bolts and Cap Screws 
a . Socket, Set and Cap 

Nuts, Washers 


Sheet Meta! Screws 
Wood Screws 


stainless ay E> i hestiee 


fastenings ; wa 


Write, wire, or phone for your BE Sicinicss 
copy of the new STAR catalog. ae ] Stan says: 


‘Star Stainless 


wily 


: oe have 
CLEA 


30 Srar srarniess screw co. ** #8 


645 Union Bivd., Paterson 2, N. J. + ‘phone: Little Falls 4-2300 
€D Direct New York Telephone: WI in 7-904) 
MANUFACTURERS’ REPRESENTATIVES: A Few Choice Territories Open. Inquiries Invited. 
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manufacturer offers another folder 
on a new aluminum hand truck 
which features lightness, torsionall; 
flexible bed construction and exclu 
sive casters. 


Loading Ramp 

A hydraulically operated, 10,00( 
lb. capacity adjustable ramp for 
loading docks can be installed re 
cessed in a dock, partially recessed o1 
in front of the dock depending o1 
the specific requirements of its ap 
plication. The dock is constructed 
with a manual floating feature which 
provides a smooth level ramp which 
automatically compensates for the 
spring deflection of the truck bed 
during the freight transfer. Push 
button controls operate the dock 
and floating action. Deck is initial]; 
raised to clear the floor of the in 
coming truck. After truck is posi 
tioned, deck is lowered until the 
float arms, mounted on each side 
of the deck, rest on the truck bed. 
The float control selector is then 
turned on and the floating action 
will automatically compensate for 
the truck’s spring action. 


Photo Copy Machine 


This is a portable machine de 
signed to make finished copies in the 
field in seconds. It comes in a light 
weight housing containing a single 
unit machine with built-in compart 
ments for supplies and extra paper 


Inter Office Telephone 


\ modern, low-cost two-to-10 sta 
tion inter-office telephone system 
that offers the advantages of a tele 
phone communication combined 
with such versatile services as 2-wa\ 
loud speaker station, voice paging 
conference circuit and loud bell 
signals for noisy areas—all linked 
into one system—is now being pro 


duced. 


Rolling Deck 

An invention which virtually 
turns a truck “inside out” to facili- 
tate loading and unloading is new 





in production. It is essentially a 
second floor which rolls in steel 
channels. A light pull rolls it out 
to several locking positions or to full 
extension. It will bear a 14 ton load. 


Magnetic Board 

This is a magnetic steel board on 
which visual aids are placed to give 
important facts quickly. It can be 
used for showing salesmen’s per- 
formance, charts, graphs, 
register of salesmen, personnel con- 
trol organization charts, sales presen- 
tations. Alnico magnets hold mate- 
rial to the board. 


Copy Holder 


This newly developed copy-holder | 


and guide was designed to take 
drudgery out ot copy work. It also 
has such uses as simplifying work 


of quoting from complicated rate, | 


specification and catalog sheets, etc. 
Features are magnetized copy holder 
which simply pops into any position 


and will securely hold up to six | 
sheets of paper, and a magnetized | 
guide which pops against and slides | 


along either side at exact right 
angles. 





For information on where to 
obtain these items, write “Oper- 
ation Ideas”, Inpustrriat Dt1s- 
TRIBUTION, 330 W. 42 St., New 
York 36, N. Y. 





INSTRUCTIONS FOR 
GRIPING 


Instructions on griping procedures 
are the subject of a booklet distribu- 
ted to employees of a New York com- 
pany, according to Factory Manage- 
ment and Maintenance, McGraw-Hill 
publication. Written from the work- 
er's-eye-view, it encourages the em- 
ployee to get gripes off his chest, and 
it explains the orderly process for 
handling a grievance if it can’t be 
resolved between the worker and his 
immediate supervisor. 











in-out | 


famco 


DISTRIBUTORS seldom send 
customers to competitors! 


They would—if they thought a customer needed a different type or 
size machine—for their business is to help solve a problem, not just sell 
a machine. 

The point is, they don’t have to! Famco manufactures arbor presses, 
air presses, drill presses, band saws, power presses, foot presses, squaring 
shears and milling machines—there’s a model or size available for virtually 
any metalworking need. 


9 Ton No. 51A 
Pin or Electrol Clutch 


18 Ton No. 59E 
“Electromatic” Clutch 


for example ... if a prospective customer wants a power press in the 4 to 
18 ton class, he can get it. Famco manufactures 50 models—the most in the small 
press field. Only Famco offers 4 great clutch types for their presses— Pin, Electrol, 
Multi-power and Electromatic. The larger models feature the revolutionary and 
exclusive Famco “‘Electromatic’’ 9-point jaw clutch. 

This ability to give a prospective customer the exact machine he needs to 
solve his problem, is an important sales asset for Famco distributors. It ranks 
in importance with the high quality of the Famco machines themselves! 

For further detailed information on Famco Products, send for the Famco 
General Catalog—no obligation, of course. 





famco machine company 


3130 SHERIDAN ROAD e KENOSHA 16, WISCONSIN 


Air Presses @ Arbor Presses © Band Sews © Drill Presses © Foot Presses 
Power Presses © Squering Sheers 
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FACTORY PAYROLLS 


1947-49=100 (Without adjustment for seasonal variation) 


Source: U.S. Bureau of Labor Stotistics 


150 ~ 
Yearly Statistics 
(Left hand scole) 


a i 


j 
1945 19 


. bit roteeiitopiitiy) 
1935 1940 50 


Monthly Statistics | 
(Right hand sccle) 


“+135 


| 
4130 
| 


1 Li + om 


Unadjusted index of factory payrolis for Sept. 159.4; Aug. 154.8; Sept. ‘4, 138.0. 


FACTORY PAYROLLS hit a new high index of 159.4 this September 


facturing customers of distributors have to buy mor« 


National Research Bureau 
Manu 


often when they are as busy as 


this. But distributors may have a harder time getting help in a tighter labor market 





CATALOG Appoints Assistant 


Norman E. Lang has joined 
American Machine & Foundry Co. 
as financial assistant to the vice 
president and group executive of 
the company’s General Products 
Group. He was formerly comptrol 


ler of The Okonite Co. 


Analyst Named 


DeWalt Inc. has named Charles 
B. Hull, III to the new post of 
market analyst, responsible for com- 
piling and analyzing data on sales to 
present and possible new markets. 
He was formerly with General Ana- 
line & Film Corp. 


Power 
Screwdriver 





whatever Danish Distributor Attends Clinic 


the need, you 


can meet it with 
MALL... 


One source for all your power tools— 
MALL: for more than 35 years the 
manufacturer of an unusually fine and 
complete line of electric, air and gas 
power tools at low economy prices 
made possible by engineering, design 
and manufacturing efficiencies. 

Yes, with MALL you can increase 
your volume and profits by supplying 
all portable power tool needs from one 
supplier and concentrating all adver- 
tising, merchandising and promotional 
aids to generate demand and sales for 
you. 


~ 
= 4 


a 
~~ \y 


a 


a 


MALL TOOL COMPANY 
Portable Power Tools «Gasoline «Electric + Air 
7802 S. Chicage Ave., Chicago 19, Illinois 
Please send more information about a 
MALL Dealership. 

Name__. 
Address 


re 


_ 


Black & Decker recently held sales training school for its own salesmen, at 
which Erik Nathansen (kneeling, right) of Copenhagen, son of one of the firm’s 
largest Danish distributors, was present in the course of a year’s study of industrial 
management in the United States. Mr. Nathansen and others are watching assistant 


training instructor Alex Dahl] demonstrate a portable electric hammer 
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White House Removes 
Flood Loan Limits Sy P E Cc I FY C U L L M A N 

The Government removed a 
technical obstacle to flood relief 
loans recently as the Northeast 
recovered from its second wave of 
floods. 

The Small Business Administra 
tion has been authorized by the 
President Eisenhower's headquar 
ters in Denver to exceed its legal 
limit in making loans to victims of 
August’s hurricanes and floods. 
According to the Small Business 
Act, the agency can use only $25 
million of its funds for disaster 
loans, and about $7.5 million of 
that amount was outstanding before 
the August storms. By mid-Octo- 
ber, S.B.A. officials said, they had 
received loan applications for about 
$35 million, and had brought the 
total outstanding to about $22 
million. 

Loans requiring appropriations 
past the $25 million limit are now 
called “business” loans, rather than 
“disaster,” loans so that the limit 


does not have toe be observed. How 
é -ROLLER CHAIN 


ever, business loans carrv 6% in 


terest, rather than 3% as charged 


for disaster loans, S.B.A. officials CONVEYOR CHAIN 
plan to ask Congress to convert the 

loans back to the lower interest . 

rate retroactively when it recon SPROCK ETS 


venes 


FLEXIBLE 
COUPLINGS 


Automotive Group Named 


The Automotive Warehouse Dis 
tributors Association has formed a 
standing committee to be known 
as the Manufacturers Advisory im) / In fact, anything else you may need 
Council. Ralph Doherty, of Wilk 
ening Mfe. Co., is chairman. Other 


members are L. W. Klein, The : , 
ae ie cok ee Media Investigate on short notice from Cullman’s complete 


general sales manager, Distributor CULLMAN’S . stocks. For immediate results on 
Division, The Weatherhead Co DISTRIBUTOR PLAN your chain drive requirements write 


Write today for catalogs : , 
and complete details on today or see your Cullman distributor. 


the advantages of 
"we ee Ma 
To Expand Plant line. Distributorship 


Clark Equipment Co. has com prmory vst hye ja i i ry? a ri 
pleted plans to expand its new Con POWER TRANSMISSION 
struction Machinery Division plant Se 
in Benton Harbor, Mich., a 50 66400-A ROLLER CHAINS AND SPROCKETS 


percent CULLMAN WHEEL COMPANY 1347 ALTGELD ST. © CHICAGO 14, ILL. 


in chain drive equipment is available 


INDUSTRIAL DISTRIBUTION © JANUARY, 1956 263 





ii) NEW IRWIN 2-WAY 
‘ii “Hex" Shank Wood Bit 


é 
{ 


sectional 
view of 
2-Way 
“Hex” 


Shenk fits both bit braces 
and electric drills 


Use with hand brace as it comes. 
Order without taper square shank, 
or use hacksaw to convert to 
2-Way “Hex” Shank for use in 
both hand braces and electric 
drills. It chucks perfectly — no 
wobble. Fast boring action speeds- 
up work. 2-Way “Hex” Shank cuts 
inventory costs. Longer life cuts 
replacement costs. Hardened 
full length. Sizes 4/16 to 
17/16”. Suady seller to elec- 
tricians, utilities, railroad 
shops, contractors, ship 
builders, carpenters. Write 
for details. 


IRWIN HEX SHANK 


Wilmington, Ohio WOOD BITS 





SKF Opens New St. Louis Warehouse 


Area formerly served from SKF Industries’ Chicago warehouse will now be covered 
from this stock center at 2149 Hampton Ave., St. Louis. 





Heads Committee 


Benjamin Rabinowitz, of E & B 
Mill Supply Co., Perth Amboy, 
N. J., has been named to head the 
program committee of the North 
Jersey Industrial Distributors Asso 
ciation. 








Many Territories 
Open 


Shown is Model BT-2 
2 ton. Retail price 
$127.50 (less motor) 


ALVA F. ALLEN Dept.!ID Clinton, Missouri 


Sell The Heavy Duty 
BENCH TYPE 
ALLEN PUNCH PRESSES 


Powerful, Dependable and Econom- 
ical bench type Punch Presses ade- 
quate for many types of work now 
done on larger presses at greater 
expense. Used by leading manu- 
facturing companies. 


Many Popular Models 
Y2 to 5 ton capacities 


Nationally advertised 
in leading trade publications 


Inquiries from advertising are sup- 
plied to our industrial supply 
dealers. 


A factory guarantee that 
assures customer satisfaction 


Write or call today for all the de- 
tails on handling Allen Punch 
presses and territories open. 
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Black & Decker 
Plans Plant Addition 


The Black & Decker Mfg. Co 
has started work on a $3,500,000 
iddition to its electric tool plant 
it Hampstead, Md. The new plant 
unit, which will about double 
the plant area at Hampstead, is 
scheduled to be in operation next 
October. The addition will com 
prise some 208,000 sq. ft. 

Company officers said “steadily 
increasing and expanding demand” 
for electric tool products had 
prompted. the expansion. 


Forms Subsidiary 


A South African subsidiary com- 
pany has been established by The 
Black & Decker Mfg. Co. with head- 
quarters in Johannesburg. Michael 
L.. Parkin, who represented the com- 
pany in the South African area for 
the past three years, was named 
managing director. 


Beals, McCarthy & Rogers 
Buys Steel Warehouse 


Beals, McCarthy & Rogers, Inc., 
Buffalo, N. Y., has purchased the 
Follansbee Metals Co. warehouse 
on Lyell Ave. in Rochester, N. Y. 

The Follansbee plant will con 
tinue to be operated with the same 
name and personnel, the new owners 
said. Thomas E. O’Neil, manager, 
was named vice president. 





Industrial Output 
Sets New High 


Industrial output set a new high 
for September, the Federal Reserve 
Board has reported. 

In its monthly summary, the 
Board’s_ preliminary unadjusted 
index of industrial production was 
141% on the 1947-49 average. This 
topped August’s figure by two 
points and was 15 points above the 
same month a year ago. 

The report noted that industrial 
production, retail sales, and non 
agricultural employment and _in- 
comes continued to rise in Septem- 
ber. Prices of industrial products 
also continued upward, while prices 
of farm products declined. Bank 
loans to business showed a substan- 
tial increase. Spending for new 
building rose slightly. 


Director Named 


General Banjamin Wiley Chid- 
law, former commander-in-chief of 
the U. S. Continental Air Defense, 
has been elected to the board of 
directors of the Shefheld Corp. 


Jacobson Building Plant 


Jacobson Nut Mfg. Corp. has 
broken ground for a new plant in 
Kenilworth, N. J. 





MAGAZINE IDEAS spark conference 
between Howard A. Neubecker, presi 
dent of Empire Industrial Supply Corp., 
Buffalo, and his sales manager, Harry 
A. Gordon 








iin 


Hex... or... Multiple-Spline 


Bristol distributors get two tickets 
to socket screw sales 


Every Bristol distributor has this two-way chance to get in 
with his customers: 

First, he sells the standard hex socket screw for ordinary non- 
critical applications. 

SECOND, he sells the Bristol-originated Multiple-Spline socket 
screw for inaccessible locations or for applications where shock or 
vibration make extra wrenching force necessary. 

THAT’S NOT ALL. In both types, he’s selling a Bristol precision- 
made, quality-controlled product in a complete line in sizes Gown 
to No. 0 wire. He'll also be selling several new Bristol products in 
the near future. And, of course, he’s backed up with national adver- 
tising. 

A few distributorships are still open. Write for complete 
information. AS6 


LARGE AND SMALL—WE MAKE THEM ALL 


Bristol’s Hex Socket Screws 
‘I 


Standard in sizes as small as No. 0 in Alloy Steel and Stainless Steel. 


rc ) ) SAAD AA ; fal 
. INTO) (*{) PANY \ 
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Bristol’s Multiple- 
E> Spline Socket 








TRADE MARK 


REGISTERED 


W. A. WHITNEY 


CHICAGO STEEL 


SLITTING SHEAR 


How to keep informed on the 


A dependable tool from the 
dependable W. A. WIHTNEY line. . . part of 


@ This shear has an adjustable hole down—main 

frame made of one plece steel drop forging b| 

Blades made of high grade tool steel. Unsurpassed your usiIness 
for cutting %” angle tron—gives very little distor 
tiom--slits long sheets and cuts steel bars, angle 


iron, brake linings, belting, ete. and has a capacity 
of 3-1/16" x 2” bars—10 GA. Sheets 


* See your jobber or write for 
our complete catalog. 


W. A. WHITNEY MFG. CO. 


626 RACE ST. ROCKFORD, iLL. 


AT YOUR FINGER TIPS, issue after issue, 
is one of your richest veins of 
job information — advertising. 
You might call it the “with what” type — 
which dovetails the “how” of the editorial pages. 
K A R ia | s Easy to read, talking your language, geared 
specifically to the betterment of 
MET Al FLO AT § your business, this is the kind of practical 
data which may well help you do a 


job quicker, better — save your company money. 




















Each advertiser is obviously doing 

his level best to give you helpful information. 
By showing, through the advertising pages, 
how his product or service can benefit you 
and your company, he is taking his most 
efficient way toward a sale. 


Add up all the advertisers and you've got 
i Made of copper, plain steel, copper a gold mine of current, on-the-job information. 
plated steel, stainless steel, KA-2SMO, : 
aluminum, brass, monel, pure nickel, Yours for the reading are a wealth of data 
Admiralty and Everdur or any suitable , 
metal for open tank and all pressures. and facts on the very latest in products, 
Seamless copper ball floats carried services, tools ees product developments, 
In stock in diameters of 2'/,"" to 12" ‘ 
inclusive for open tank and pressures of materials, processes, methods. 
25, 50, 100 and 150 Ib. Floats in spaniel 
sizes and pressures to your specifica- . . 
~ er — You, too, have a big stake in the 


tions. 

advertising pages. Read them regularly, 
MADE TO ORDER. Steines sto carefully to keep job-informed on the 
ba diame “with what” part of your business. 


McGRAW-HILL PUBLICATIONS 


‘all Write for 
METAL FLOAT catalog. ” 








ARTHUR HARRIS § COMPANY 
2 NOR ABERDEEN { " 


UNOIS 
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tovEdOY 
Power 


Transmission 
Equipment 


¢ Nationally Advertised 
¢ Always In Demand 
* Good Profit Margin 


= 


FLEXIBLE COUPLINGS: 

No lubrication required. Provide posi 
tive protection ogainst vibration, 
torque, shock of intermittent loads. 
Cushions changed without shut-down 
Light, medium and heavy duty: frac 
tiona! to over 2400 hp. 


= 


VARIABLE SPEED PULLEYS: 

Quickly installed on new or old equip 
ment. Change speed while machine is 
running. Ratios to 8 to 1. Fractional 
to 15 hp 


SELECT-O-SPEED TRANSMISSIONS: 


Economical as compared to other vari 
able speed transmissions. Instant ad 
justment over wide range of speeds 
Hand wheel or lever control. Ratios 
to 10 to 1. Fractional to 5 hp 


UNIVERSAL JOINTS: 

Precision ground. Finest alloy steel 
No binding, backlash or end play. 13 
sizes. Bores 44 to 2 in. Lengths 2 to 
10% in. Diameters 12 to 4 in 


Request details on our special 
stock carrying trial proposition. 


LOVEJOY FLEXIBLE COUPLING CO. 


4879 W. Lake St., Chicago 44, Illinois 
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NO.39 OF A SERIES 


NEWS, IDEAS AND INFORMATION 
OF INTEREST TO STARRETT DiS- 
TRIBUTORS AND THEIR SALESMEN 





THE L. S. STARRETT COMPANY 


SINCE 


SALES LEADS 


1880 WORLD'S GREATEST TOOLMAKERS ¢ ATHOL, MASS., U. S.A. 


EVERY PLANT « EVERY SHOP 
EVERY CUSTOMER 


Is A Prospect For 
STARRETT TOOLS 


Wherever you go, whoever you 
call on, however specialized or di- 
versified your trade . . . you'll find 
hundreds of prospects for Starrett 


tools. 


Check the list of Starrett tool 
users at the right. Note how many 
of them use dozens of the popular 
tools listed below. And remember, 
these are only a few of the 3000 


items in the complete Starrett line. 


Keep in mind that Starrett tools 
are easy-selling items to see them 
is to want them. Also, that Starrett 
tools are powerfully pre-sold by 
consistent advertising to industrial 


buyers and individual tool users. 


There's a tremendous market for 


Starrett tools ready and waiting. 


All you need to do is display them, 


show them, feature them in your 


selling to cash in on the demand. 





WIDELY USED STARRETT TOOLS 


Toolmaker’s Hammer 
Automatic Center Punch 
Automatic Centering Punch 
Mul-T-Anvil Micrometers 
Outside Micrometers 

Inside Micrometers 
Magnetic Base Indicator Holder 
Stainless Steel Radius Gages 
Vernier Height Gages 
Vernier Calipers 

Dial Indicators 

Thickness Gages 

Depth and Angle Gages 
Divider and Beam Compass 


Pencil Divider 


Draftsmen’s Protractor 
Calipers and Dividers 
Combination Squares 
Combination Sets 

Satin Chrome Stee! Rules 
Steel Tapes 

Line Levels 

Bench Levels 

Hand Vises 

Pin Vises 

Tap Wrenches 

Bench Block 

Pistol Grip Hacksaw Frame 


Hacksaw and Bandsaw Blades 


Jewelers Screw Drivers 








MECHANICS HAND MEASURING TOOLS AND 
PRECISION INSTRUMINTS ~- DIAL INDICATORS 
STEEL TAPES - PRECISION GROUND FLAT STOCK 
HACKSAWS, BAND SAWS end BAND KNIVES 





CHECK LIST OF 
STARRETT TOOL USERS 


Toolmakers 

Die Makers 

Gage Makers 
Machinists 

Inspectors 
Millwrights 
Maintenance Men 
Erectors 

Automotive Mechanics 
Aviation Mechanics 


Diesel and Farm Equipment 
Mechanics 


Marine Mechanics 
Electricians 

Electronic Technicians 
Plumbers 

Heating Contractors 


Air Conditioning 
Contractors 


Oil Burner Service Men 
Engineers 

Architects 

Draftsmen 

lool Designers 
Jewelers 

Watch Makers 
Instrument Repair Men 
Carpenters 

Builders 

Cabinet Makers 
Pattern Makers 

Home Craftsmen 
Hobbyists 

Hot Rod Fans 

Boat Owners 

Model Makers 
Experimenters 
Instructors 
Apprentices 


Trade School Students 





ACCO WRIGHT Distributors Have a 
coy RIGHT Hoist for Every Need! 





Z 


e No matter what the hoist requirement, the 
Wricur Distributor is ready with a COMPLETE 
LINE. From the list below, equipment may be 
selected to meet every plant lifting requirement. 


WRIGHT Hand-operated Equipment 


CRANES 
C) Top running, hand traveling (1 to 25 tons) 
C) Underhung, hand traveling (1 to 20 tons) 
C) Jib type, wall mounted ( % to 5 tons) 


END TRUCKS for Cranes 
CJ Top running, hand traveling (1 to 10 tons) 
CO Underhung, hand traveling (1 to 10 tons) 








HOISTS 
C) Safeway, light, portable ( 2 to 50 tons) 
C) Safeway, clevis-connected (% to 16 tons) 
C) Handwheel, extended (14 to 5 tons) 
C) Twin hook (% to 10 tons) 
C) Differential (4 to 1% tons) Rolier-bearing Pulleway 


RATCHET LEVER HOISTS trolley ratchet hoist 


C) Pullaway® 
TROLLEY HOISTS &Y 


C) Safeway, Army type (% to 5 tons) End trucks for top running 


C) Hyatt (4 to 5 tons) 
C1) SARB (4 to 12 tons) 
C1) Wrightway (%4 to 3 tons) 


C) Hi-way, 600 type (1% to 24 tons) hand traveling crane 

TROLLEYS ONLY 
C) Timken (4 to 40 tons) ses eee se 
C) Doublebeam (2 to 20 tons) ¥ 


WRIGHT Motor-driven Equipment End trucks for underhung 


CRANES hand traveling crane 


0 Top running (1 to 25 tons) 
[1 Underhung (1 to 10 tons) 


DRIVE UNITS for Cranes 
C1) Size 1 (% to 2 hp. motor) 
CJ Size 2 (3 to 5 hp. motor) 

END TRUCKS for Cranes 


C1) Top running, motor drive (1 to 10 tons) 
([) Underhung, motor drive, (1 to 10 tons) 


HOISTS 

C1) Wright Electric Roller Chain (%, %, 1 and 2 ton) 
C] Speedway, Frame 1, all suspensions (4 to 1 ton) 
C) Speedway, Frame 1% (1% to 2 ton) 
CL) Speedway, Frame 2, all suspensions (% to 6 tons) ; 

P ' r Single beam, top running 

y 

C) Speedway, Frame 3, all suspensions (1 to 10 tons) junit trevalian sade 








Wright Hoist Division Hoists 
for complete information a. 
on the profit-making possibilities ~ AME RICAN C HAI N & CAB LE Trolleys 
of the WRIGHT line \ York, Pa., Atlanta, Chicago, Denver, Detroit, Los Angeles, New York, Cranes 
call the office nearest you Philadelphia, Pittsburgh, San Francisco, Bridgeport, Conn. 








